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% In These Deadlocks 


They won’t be “deadheads” in your store 
» because they’re what your customers want— 

_ and they have the name YALE to help make 
the sale. 

Here are three of them, with modifications 
to fit various needs: the streamlined 2 with the 
i big bolt, the 112 that we call the “Lock of 
“a= Gibraltar”, and the 197 with two hardened 
steel bolts to lock door and jamb together. In 
each of them: five pin-tumbler brass cylinders, 
rustless die-cast case. THE YALE & TOWNE 
MANUFACTURING Co., Stamford, Conn., U.S.A. 


fener Theres Sales Life” 







o™, “THE STREAMLINED DEADLOCK “THE LOCK OF GIBRALTAR” oo 
ere WITH THE BIG BOLT” 








bak 2 Deadlock. Die-cast bolt—1 x Yex 112 Deadlock. Die-cast bolt—1% x Ye x 
aA Meo lin. throw. Key outside, knob inside. 1¥¢ in. throw. 2 hardened steel inserts. “© Ada 
” o~ 
“IT HOOKS AND IT HOLDS 4?) 
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197 Deadlock. 2 hardened steel 








bolts, nickel plated and oxidized. ovatity 
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ADVERTISEMENTS LIKE THESE . . - 
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Barrett Shingle Roots 


Look good and stay good 


in any Wea 


How can you tell 
a good roof? 






A 








SELL ROOFS... anc 
HOUSES AS WELL 


Your selling job is a lot easier when you sell Barrett* Shingles. 






You find that your customers know the Barrett name ... and believe in it 

as a mark of highest quality. 

You find, too, that if you have a house to sell, a Barrett roof is a real sales 
asset ... just as other items of equipment by known and esteemed 
manufacturers are a help. 

Consistent advertising, backed by consistently high quality, has made Barrett 


one of the fine American brand names that people want in their names. 
4 





THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


2800 So. Sacramento Ave. 36th & Gray’s Ferry Ave. 1327 Erie Street 
Chicago 23, Ill. Philadelphia 46, Pa. Birmingham 8, Ala. 
*Reg. U. S. Pat. Of. 
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°e © Master Jock Company 


a Merry Christmas to all . . . and a New Year 
filled with Good Health and Good Fortune. 


Mal (ading Qadlode Nenufeaticey 


MILWAUKEE, WISCONSIN 
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Bethlehem Bolts are the kind of bolts that customers 
like. They’re as rugged and dependable as bolts can 
be, and have clean-formed heads, straight shanks, 
smooth-fitting threads. They come to you carefully 
packed in cardboard cartons or paper packages, 
identified by the red-and-white Bethlehem label. 
They are good bolts—good for the man who buys 
and uses them, and for the dealer who handles them. 
If you are interested in dependable bolts to offer 
your customers, consider the’ Bethlehem line. 

BETHLEHEM STEEL COMPANY, Bethlehem, Pa. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


EHEM BOLTS 
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“All ways—Gold Stripe is my best- Master painters choose Gold Stripe 
selling brush! You see, I depend on every time because they know their 
quality products to satisfy my custom- brushes. They swear by Gold Stripe. 
ers and build repeat sales. And Gold No wonder it’s the best and fastest 
Stripe is the top quality paint brush— _ selling paint brush I ever stocked. 
the one I stake my reputation on. 


Gold Stripe —BeEST BRUSH EVER MADE!, 


> 

It’s the best, yes, because it was made by master crafts- 
men to be the best! 100% pure China bristle! Perfect 
balance! Riveted stainless steel ferrules! Gold Stripe’s 
outstanding qualities represent the ultimate in brush- 
making skill. This means consumer recognition— 
more money in your pocket! Stock Gold Stripe TO- a 
DAY for greater brush sales tomorrow! There’s a 


>» 
conveniently located Pittsburgh branch near, you. Un 
‘ 
\t 














VALUABLE BOOKLET FREE! 


You'll want this valuable book, *‘How To Sell More 
Brushes’. Page after page of inside information on 





how to sell more paint brushes. Shows the way to repeat 
profits and tie-in sales. Reveals the ‘*know-how'’ on 
talking shop with your customers. Write for FREE 
copy today. Address **Gold Stripe Brushes, Dept. D-2, 
Baltimore 29, Maryland’’. 


Cold Stripe BRUSHES 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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| BLUE RIBBON 
Do You Have euetik ooues 


THESE 
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BLUE RIBBON 
' | a 
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Bvt RIGHDE (EMER! FOR APPLYING SOLES 
: OO —— 





BAisy | HOLD TIGHT ‘TIL WORN OUT 


BEVELEDFAUCET 
WASHERS Daisy Blue Ribbon Rubber Soles 


DOUBLE SEAT have a patented adhesion feature 
that makes these soles stick tight 
until worn out. Means greater sat- 
isfaction for consumers — repeat 
sales for your store — and better 
stick-on sole profits. Feature Daisy 
Blue Ribbon Soles all winter 


dois yo0d 





SCmacnT RuBBER MFG.Co. 
HUNTINGTON IN OIAMA,USa 


DAISY HOUSEHOLD RUBBER PRODUCTS HAVE 





Y 
BEEN FAST TURNOVER ITEMS FOR 40 YEARS conti 
Smart buyers know that no matter how “hot” an item may be when HEELS 


first offered to the consumer, if the item does not have real quality its 
life as a money maker will be short. The fact that Daisy Rubber Prod- 
ucts have continued to grow in popularity over a period of nearly 40 Daisy Rubber Heels come in black 


years is indisputable proof of the finer quality built into each Daisy | “4 brown rubber and in all pop- 
Product. ular sizes. These heels are attrac- 


' : . tive—they look their quality and 
The above pictured Daisy items are but a few of the many products give each user wonderful service 
made under the Daisy Brand for hardware stores. Write today for com- Stock all sizes — Display them 
plete details and prices. prominently 


SCHACHT RUBBER MFG. CO., Dept. H, Huntington, Indiana 
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kitchen 
appliances" y 


es 
‘CAN OPENERS 


fe the new lid ia 
* JAR OPENER ond SEALER 
“KNIFE SHARPEN ERS 


WHAT A DEAL! = ii 


eee 









“dl 
Spare St) pe i = 
a 4 Tote 


sf LLY! . = _ ” 
Swing more sales ————— ee 
your way Ty 


with the new “SPACE-SAVER” display ¢ 


CHOOSE 













kitchen app iance 

COMPACT —base only 9 inches square; height just a foot—yet it displays 
five Swing-A-Way products! 

ATTRACTIVE —dramatic black background with vivid red post and rich natural 


wood base. An eye-catcher from any angle! 
STURDY —so solidly built you can use it for demonstrations. No tipping 

















or twisting! 
Order from your 1—Spacesaver Display with 5 brackets mounted on — FREE 
regular jobber 1—Colorful 30 inch Window Streamer — FREE 
1— Window Display Guide — FREE 
1—#107 Pacemaker Can Opener $1.98 
1— 507 Swing-A-Way Can Opener 2.49 
1— 509 Deluxe Swing-A-Way Can Opener 3.49 
1— 519 Edgemaster Knife Sharpener 2.98 
1— 600 Swingmaster Can Opener 3.49 
1— 1507 Twinmaster Can-and-Jar Opener 3.98 
Retail Value $18.41 
NOTE: Dealer’s Cost 11.96 
Every unit is salable — packed in carton with individual bracket. 
Board is equipped with permanent brackets for displaying units. 
Shipping weight of deal: 
13% Ibs. Full freight allowed on 100 pounds or more. 
aa 
In Canada: ST. LOUIS 16, M0 
Fox Agency Ltd., . - F wid 
Port Credit, Ontario SHOWROOMS: 1496-98 MERCHANDISE MART, CHICAGO; 220 FIFTH AVENUE, NEW YORK 
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, BUY ONE FOR DEMONSTRATION & 


SELL DOZENS 


Order a Gem Dandy Electric Churn and one 3 gallon jar today. 

Display it in your window or near the entrance to your store. 

Gem Dandy Electric Churn makes a motion display when jar is 
filled about 4/S5ths full of water and material we send you free is 
put in water. 

This display will sell dozens of Gem Dandy Electric Churns for you. 

Use the convenient coupon below and order a Gem Dandy Electric 
Churn today! Gem Dandy Electric Churn is heavily advertised in 
FARM JOURNAL, THE PROGRESSIVE FARMER, CAPPER’S 
FARMER, SOUTHERN AGRICULTURIST and other leading farm 
publications. 



































Lh ONLY *1414 COMPLETE 
MR 
Every electrified farm needs a Gem Dandy Electric 
Churn. It takes all the drudgery out of churning 
butter. Your farm customers buy on sight. Long life, 
slow-speed motor . . . adjustable, aluminum shaft and 
dasher . . . sanitary—easy to clean. May be used with 
owner’s crock or with Gem Dandy Duraglas Churn 
splays Jar, sold separately. List price 3-gal. $2.75, 5-gal. 
$3.50. 
ratural Deluxe model retail price without jar $19.95. 
ipping ) [ 
EE eLEL IR! 5 vavent posi 
EE 
EE 
98 
49 | hee ee ee ee ee EE Se aE ae 
49 : i 
98 ' « ; 
49 ' Alabama Manufacturing Company : 
98 } 
ry ' Dept. A-98, Birmingham 3, Ala. : 
96 i Gentlemen: Enciosed is check for $14.14. Please have your nearest : 
§ distributor (or distributor named below) ship one deluxe Gem Dandy i 
et. ! Electric Churn and one 3-gal. Gem Dandy Duraglas Churn Jar. Mail ' 
ts. ; us Free a set of motion display material. 1 
i ' 
: Name .... are : 
' 
! 
meaemmniel t Address : 
! 
1 My distributor is: : 
VENUE DELUXE MODEL Dealer's Cost $12.49 : i ; 
! wame 1 
6, M0. STANDARD MODEL Dealer's Cost $11.02 Boa 
! / ress ioowanee 
‘ : ‘ : i 
y YORK All prices slightly higher west of the Rockies : 
ee eee ee Ne ET 
, 1948 
il 
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MIMAR SUPER AIR FLOW (Model #312-R) | 


Hot or cold air cireulator for summer or winter, Twelve-inch 
fan with overlapping blades operates at a whisper... has low, 
high and intermediate speeds. This model delivers up to 1200 
cu. ft. of cooling air per.minute. For heating, fan slows down 
to 600 ¢.p.m. and coils produce 5400 B.T.U.’s of circulating 
warmth per hour. Guaranteed. 





MIMAR DELUXE (Mode! #212-A) 


It’s @ summer fan and winter heater in one space-saving unit. Summer fan oper- 
ates at 2000 r.p.m. Eight-inch overlapping blades produce a mass of cooling, 
cireulating air. Change-over to cold weather comfort-control is accomplished by 
a simple flick of the switch. MIMAR Deluxe heater coils give more warmth per 
hour than any other air circulator—regardless of price. When used as a heater, 
fan speed is automatically reduced. Unit is tiltable...can be directed wherever 
air flow is desired. Guaranteed. 





MIMAR SENIOR (Model #116-C) 


The Senior is exclusively a heater. It is thor- 
oughly unique b it prod two 

trations of heat from the same coils—warm and 
warmer. This MIMAR model is really two heaters 
in one, Case never gets hot because fan draws 
air over the glowing coils and distributes the 





heat throughout the room. Guaranteed. Our | 

and trim 

fill in and 

MIMAR PRODUCTS, INC. « BROOKLYN 5, NEW YORK 4 YOUN: 
EL MONTE, CALIFORNIA e CHICAGO, ILLINOIS 

66-76 § 

el MAKER: 
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ALL YOUNGSTOWN MANUFACTURING 
OPERATIONS ARE NOW | 
CENTRALIZED UNDER ONE ROOF 


TasOe MAR 


ALUMINUM TRIM 


® With the addition of a new extrusion press, and a plant twice as big as before, 
Youngstown Manufacturing offers you better, quicker metal trim deliveries than you've 
ever had! Better because all our activities are centralized in one location—faster because 
engineering and designing, extruding, polishing, punching, drilling, packaging, and ship- 
ping are closely co-ordinated under one roof. The SUPERIOR service—always good in the 
past—is now even more improved because of this billet-to-finished-shape processing and 
handling. Orders are scheduled much more efficiently, and greater attention is given to 
your specialized requirements. 

Always look to Youngstown Manufacturing as a dependable source for all your metal 
trim needs. Our large, complete stocks, and a well-trained staff of metal trim experts assure 
you of the finest mouldings . . . carefully designed, accurately made, promptly shipped to 
your place of business. Write today for a catalog and frice lists. 

















+ 
Our engineers will be glad to work with you on special designs § Dept. (J Please Send 
and trim for unusual requirements. For complete information on this, ; C) Catalog and Price Lists 
fill in and mail the handy coupon. ; Kg [_] Information on Special Trim Designs 
é 
Lau VA g Company 
' 
YOUNGSTOWN MANUFACTURING, INC. © 7" """* 
’ 4 : Address 
66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO g _ 
a City DG cccistnrsicinniel 
MAKERS OF SUPERIOR METAL TRIM SINCE 1930 s 
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no's yovion ANOtHEr great 


Greatest Expansion Program 





sae YOUR dividends from our $13,000,000 
ee investment in plant-expansion. . . 


MORE \ Congoleum-Nairn 
BETTER < Floor and Wall 
NEW / Coverings 


KEARNY, N. J. Oldest linoleum plant in the 
U. S., this is also the most modern. Major 
additions recently completed include: 

new stoving building, examining and 
finishing building and complete asphalt 
tile plant. 


CEDARHURST, MD. Produced here 
are all felt backings for 
Congoleum, Congowall and Nairn 
Linoleum. Recent additions have 
doubled the output of this plant. 
Large new buildings house 

huge felt-making machinery: 
storage is provided for large 
amounts of rags. 


© 1948, Congoleum-Nairn Inc, 
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Congoleum-Nairn 


in Smooth Surface Floor Covering History! 





MARCUS HOOK, PA. Largest plant in the world 
devoted exclusively to making enamel surface 
floor and wall coverings. Production capacity for 
Congoleum and Congowall now being substantially 
enlarged by new buildings and equipment. 





SALEM, N. J. The output of Marcus Hook is 
supplemented by additional printing 
units at nearby Salem, N. J. 





(CONGOLEUM-NAIRN INC. © 


KEARNY, N. J. « MAKERS OF NAIRN LINOLEUM ¢ NAIRN ASPHALT TILE © CONGOLEUM * CONGOWAILL 
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- 
“Hold Everything ° 


... With Hodell Chains 





Every hour of every day, for one purpose or another, some Id 
of your customers need chain. Their needs will be perfectly 

met when you sell them Hodell chain. PAYS TO 
Welded or weldless, with or without attachments, Hodell DISPLAY 
chains of all sizes, types and finishes have been standards HODELL 


of quality and dependability since 1886. CHAINS 
Hardware dealers everywhere, who have been successful 


because they have gained the good will of satisfied customers 








ne : 

hold it! . . . with Hodell. Theyre good ll 
and they identify your . 

Ask for a copy of our new catalog. store as a buying center 4 


for quality merchandise 


JACK © SASH © SAFETY © LADDER © PUMP © LIBERTY MACHINE © PROOF COIL © LIBERTY COIL © PASSING LINK © BULLDOG e SAMSON « FLAT LINK © REGISTER 


ESTABLISHED 1886 


THE HODELL CHAIN CO. \ 


CLEVELAND 23, OHIO 


Pacific 
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” Years ahead! The Standard Electric Register 
Write! ... for fast, convenient and accurate record 
writing... made possible by Standard’s posi- 

tive pinwheel feed. 


To U Cc h ci a utto n ‘ For thirty-one years, big industries and small 


businesses have used the Standard Electric 
That’s All i Register. Write today for proof that it will save 
° time, work and costs, protect: and increase 

profits, in your business. 


Standard 
Register 


Electric and Manual Form-Flow Registers. 
The Registrator Platen, for Typewriters 
and Other Busi Mach 
Marginally Punched Continuous Forms. 
“Paperwork. Simplifitation” by System Analysis 


















Write a cash or charge slip, produc- 
tion order, receiving or shipping form 
. whatever record you need. 





2 Oo O 0 00:0 0.0 
Ceo oo 0 0000 0 








THE STANDARD REGISTER COMPANY, 3312 CAMPBELL STREET, DAYTON 1, OHIO 
Pacific Coast: Sunset McKee-Standard Register Sales Co., Oakland 6, California. Canada: R. L. Crain Limited, Ottawa. Greot Britain: W. H. Smith & Son, Ltd., London. 


HARDWARE AGE, DECEMBER 16, 1948 17 


’ 








Steel pipe is first choice 
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—for giant housing developments 


The colossal Parkchester development in New York 
is one of the great experiments in modern housing. 
As it commands national attention for its daring 
conception and modern construction, likewise the 
materials, products, and equipment which compose 
it assume national interest. 


Adequate and strictly modern plumbing and heat- 
ing facilities play a vital role at Parkchester. Stee/ 
pipe, of course, is the predominant medium for the 
transmission and distribution of these services. So 
it is in all forms of modern housing, right down to the 
cozy cottage in the suburbs! 





COMMITTEE ON STEEL PIPE RESEARCH 


18 


Architects, builders, plumbers, and heating con- 
tractors know that stee/ pipe is durable, adaptable, 
serviceable and economical. That’s why, for conven- 
tional steam or hot water heating, or for the new and 
growing radiant panel heating . . . as well as plumbing 
supply lines, too . . . the overwhelming percentage 
of all pipe used is stee/ pipe. 


That's proof. Steel pipe is first choice! 


The interesting story of ‘‘Pipe in American Life” 
sent upon request. 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 
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a Homes & Gardens 


is selling these 





Hardware Products 


October, November 


and December 


All the brands listed on the next 
two pages are being sold through 
Better Homes & Gardens 

during the current quarter — 
October, November and December. 





Mitts Hit Souce Magarin 








October — November — December 


20 


HARDWARE PRODUCTS BEING SOLD THIS CURRENT 
QUARTER IN BETTER HOMES & GARDENS 


APPLIANCES & EQUIPMENT 


Admiral Refrigerator 
American Gas Ranges 
Arvin lron 

Arvin Grill 

Apex Washer 

Automatic Washer 

Bendix Washer 

Betty Crocker Iron 

Big Ben Time 

Bissell Sweeper 

Boss Range 

Bruce Doozit 

Cadillac Vacuum 

Caloric Range 

Cameron Dishwasher 
Coolerator Home Freezer 
Coolerator Refrigerator 
Crosley Range 
Deepfreeze Homefreezer 
Dexter Washer 

Dumore Floor Polisher 
Easy Washer 
Electromaster Range 
Everhot Appliances 

Filter Queen Vacuum 
Florence Range 

Frigidaire Dishwasher 
Frigidaire Range 
Frigidaire Refrigerator 
General Electric Dishwasher 
General Electric Disposall 
General Electric Fluorescent Lamps 
General Electric Homefreezer 
General Electric Kitchen 
General Electric Lamps 
General Electric Range 
General Electric Refrigerator 
General Floor Polisher 
Gibson Range 

Gibson Refrigerator 
Grand Range 

Handyhot Appliances 
Hamilton Clothes Dryer 
Hardwick Range 
Harper-Wyman Gas Burners 
Hoover Junior Vacuum 
Hoover Vacuum 

Horton lroner 

Hotpoint Disposall 
In-Sink-Erator Disposal Unit 
lronrite lroner 

Kelton Time 

KitchenAid Coffee Grinder 
KitchenAid Mixer 
Knapp-Monarch Liquidizer 
L & H Range 

Lewyt Vacuum 

Magic Chef Range 
Maytag Dutch Oven Range 
Maytag Washer 

Monarch Range 

Nesco Roaster 

Norge Range 

Norge Refrigerator 

Philco Homefreezer 

Philco Refrigerator 
Presteline Range 


APPLIANCES & EQUIPMENT— 
CONT'D 

Proctor Toaster 

Schaefer Homefreezer 

Servel Refrigerator 

Seth Thomas Time 

Simplex lroner 

Speed Queen Washer 

Standard Gas Ranges 

Sunbeam Mixer 

Tappan Range 

Thor Automagic Washer 

Thor Gladiron 

Toastmaster Toaster 

Tyler HarderFreez 

Voss Washer 

Wagner Sweeper 

Westclox Time 

Westinghouse Appliances 


HARDWARE 


Autoyre Towel Bar 
Burgess Batteries 

Casco Glue 

Delta Flashlights 
Dic-A-Doo Paint Brush Bath 
Duco Cement 

Edwards Door Chimes 
Gerity Chrome Accessories 
Graber Traverse Rods 
Invizible Sash Balance 
Keystone Wire Mesh 
Kintrim Metal Trim 

Kirsch Blind Hardware 
Knape & Vogt Closet K-Veniences 
LOF Glass 

NuTone Chimes 

Page Fence 

Plastic Wood 

Pittsburgh Glass 

Pyrene Fire Extinguisher 
Smooth-On Cements 
Stanley Trim 

Taylor Thermometers 
Three-in-One Oil 

Yale Trim 


HEATING MISCELLANEOUS 


Aeropel Fans 

Arvin Portables 

Burnham Portables 
Co-Z-Air Portables 
Dearborn Portables 

Dole Air Valves 

Dust-Stop Filters 
Electresteem Portables 
Emerson Portable 
Flexscreen Fireplace Screen 
Gardner Radiator Enclosures 
Heatilator Fireplace Forms 
Honeywell Controls 
Palmaire Portable 

Price Fireplace Forms 
Rheem Console Heaters 
Robertshaw-Fulton Controls 
Van-Packer Chimneys 
Warm Morning Heaters 


KITCHEN UTENSILS 


ArtBeck Meat Baster 
Arvin lroning Table 

Best Egg Beater 

Betty Crocker PressureQuick Saucepan 
Briddell Steak Knives 
Bruce Doozit 

Club Aluminum 

Club Coffee Dispenser 
Duralux Coffee Maker 
Edlund Can Opener 
Edlund Egg Beater 
Ekcoline Tools 

Enameled Utensils 

Flint Kitchen Tools 

Foley Food Chopper 
Foley Food Mill 
Guardian Service 
Juice-O-Mat Juicer 
Kwicky Juicer 

Memco Enamelware 
Met-L-Top Ironing Table 
Mirro Aluminum 

Nesco Pans 

NorrisWare 

Pacific Silver Cloth 
Presto Cooker 

Pyrex 

Revereware 
Rubbermaid Housewares 
Schleuter Mop Wringer Pail 
Wear-Ever Aluminum 
Wear-Ever Pressure Pans 
West Bend Aluminum 


MUSIC & RADIO 


Admiral Radio 
Baldwin Piano 
Bendix Radio 
Gulbransen Piano 
Hammond Organ 
Jewel Radio 
Magnavox Radio 
Motorola Radio 
Solovox 

Webster Recorder 
Wurlitzer Piano 
Zenith Radio 


PAINT & RELATED PRODUCTS 


Albron 

American Turpentine 
Cabot Stains 
Cuprinol 

Devoe 

Flatlux 

Glidden 

Imperial Wallpaper 
Kyanize 

Lawter's Luminous 
Luminall 

Masonite 

Minwax 

Mura-Tex 
Pentachlorophenol 
Pittsburgh 

Texolite 


BETTER HOMES & GARDENS 
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October — November — December 


HARDWARE PRODUCTS BEING SOLD THIS CURRENT 
QUARTER IN BETTER HOMES & GARDENS 


PAINT & RELATED PRODUCTS— 
CONT'D 


United Wallpaper 
Wall-Tex Canvas 
Wonsover 


PLUMBING 


Alcoa Anodes 
American-Standard Fixtures 
American Kitchens 

Briggs Fixtures 

Bryant Water Heaters 
Burks Water Systems 
Church Toilet Seats 

Crane Fixtures 

Crane Kitchens 

Culligan Soft Water 


PLUMBING—CONT'D 
Deming Water Systems 
Eljer Fixtures 

Faucet Queen Spray 
Frigidaire Water Heater 
General Electric Water Heater 
Goulds Pumps 

Heatmaster Water Heater 
Hotpoint Water Heater 
Miami-Carey Cabinets 
MQ Sewer Cartridges 
Orangeburg Conduit 
Permutit Soft Water 
Permaglas Water Heater 
Rheem Water Heater 
Roto-Rooter Sewer Service 
Ruud Water Heater 


PLUMBING—CONT’'D 
Servisoft Soft Water 

Stover Water Softener 
Thermo-Drip Humidifier 
Toastmaster Water Heater 
Wesix Water Heater 
Youngstown Kitchens by Mullins 


MISCELLANEOUS BUILDING 


Atlas Drill Press 

Belsaw 

Black & Decker Tools 
GBH-Way Homes 
Majestic Incinerator 
Orlyt Greenhouse 
Portland Cement 

Rock of Ages Monuments 


r.. reason that Better Homes & Gardens is such a top-notch 
spot for these ads is just this: BH&G editorial content is 100% 


service on better living. 100% service appeals only to the husbands and 


wives who run better homes. That means husbands and wives 


who not only have the interest but the income for everything that 


makes for better living. Better Homes & Gardens’ 3,000,000 


high-income families are the heart of the market for everything that 


goes into homes. They are your best customers. That's why it 


pays you to have the brands they've been pre-sold 


on in Better Homes & Gardens. 


SERVES...so it SCREENS...so it SELLS 
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YOU'LL DISCOVER MORE | 


» LARSAN said 







heck these bates! | 


@ Finest quality tool steel with maximum tough- 
ness and resiliency. 


is exactly the same length. 


@ Each tooth is beveled identical in both angle 
and pitch, each is equally spaced, each does 
its own share of the cutting. They are sharp, 
stay sharp, and require no touch-up before use. 





WwW... you sell Larsan saws you deliver 


a fine saw built for years of customer satis- 
_faction—thanks to Larsan’s exclusive heat- 
treatment and tempering process—plus fea- 
tures not found in any other saw, regardless 
of price. These features make Larsan a 
leader in fine saw manufacture. Rigid con- 
trol of all manufacturing processes, and the 
best in new and modern equipment, results 
in the finest saw possible to produce. 
Study the outstanding features of the Lar- 
san saw—the same features your customers 
look for in a fine hand saw. You'll quickly 
see why Larsan means more sales—more 
satisfied customers! 


Larsan saws are ground on the newest type, 
modern, precision grinders, assuring accuracy 
to .0005”. Each side of saw blade has precisely { 


@ Special design jointing guide insures each tooth If 


the same taper. Finish is mirror-smooth. 


| 


Comfortable grip, designed to fit the hand, and 
made of select, high-quality hardwoods. 





0, cylinder conta 
es for spraying 

fllons. Hend pum 
P’ cuxiliory use c 


@ Handles are completely interchangeable on all 
models of Larsan hand saws. 









@ Exact control of heat-treatment and tempering 
processes, reduces tooth breakage, the most 


common cause of saw return to the dealer. i] 


Larsan manufactures a complete line of 
hand saws and miscellaneous saws, sold 
through wholesale hardware jobbers. Write 
today for complete information. 


THE LARSAN MANUFACTURING COMPANY TTIYEIM TIE, 


678 -17th Avenue, Columbus 3, Ohio 
= ° ofPVELLT ~ 


THE LARSAN MFG.CO 
LOLUMBUS - - CHIa 


@ Larsan saw teeth are set with positive limit con- 
trols, establishing the same projection on each 


: 
side of the saw, for entire length of blade. " 






2WAY CHAI 
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NEW seili 


>? o Boost Your Sprayer Profits 


as Never Before... 


Tt. ee 
7 2 OPERATED =~ PRESSURE 
a . :' V Is In 
te 
© Cylinder 


Eliminates Hand Pumping 


CO, gas provides the pressure. Saves work, — no 
more time consuming, tedious hand pumping. Here's 
easier, faster spraying that you can promote profit- 
ably for a multitude of spraying jobs. 


Always Constant Pressure 


Patented valve regulator on CO, cylinder controls 
: flow of gas to tank . . . 30 lbs. pressure at all times. 
,¢ylinds i unite a , 
oar cee ee Assures an even, steady spray unmatched by any 
other compression-type sprayer. This feature alone 


pan. Rone pump retained 
t oux 4 ; r 
iliory use only. will build handsome sales volume. MODEL NO. ee 


Full Operating Capacity @ ssa 


Provides 25% to 30% greater operating capacity 
than ordinary sprayers of its size. Thus saves time 
because longer spraying is possible before refilling 
tank ... a powerful traffic builder. 


mY SMPNWAY Order Early for Spring Promotions 


mG 

( This FIRST NEW development in compression spraying since 

A 1910 is furnished with a helpful sales tag and complete operat- 
ing instructions. If your jobber cannot furnish bulletin giving 
complete information, including special opportunity to cash in 
on refill of empty COs cylinders, write to: 








° 
nares HAND = 


{ 


a \ R.E. CHAPIN manuracturinc WORKS, tnc., saravia wy nin 


t 
Manufacturers of a Complete Line of Dusters, Compression and Hand Sprayers Since 1887 ( b mony e, 
a) 








Kimble Glass Bar No. 70-C, No. 71-C 


in the “under $122 market 


e Two attractive items head the new Kimble _ vidually packaged, including chrome-plated 


Glass Bar line. Carefully designed to satisfy screws. Your cost allows you a generous profit 

your most discriminating customers, they’re —_— margin. 

priced to sell in volume. Kimble crystal Glass Bar No. 70-C, full 18" 
Full °4" thick ...smoothly curved bent towel space, priced to retail at 89¢; No. 71-C, 

ends with spun-on chrome fittings...indi- full 24" towel space, priced to retail at 98¢. 


QUALITY FOR LOWEST-PRICE TRADE, TOO: 














“ <= ———) - “TW. ™ aan > 
— oe . 
r a " ¥ 
= Al - rr ¥ " a 
ee — = — i = y —7—_———eEE 
= es —WV — ~ 


Double- purpose Glass Bar, No. 62-C. Adjust- Bent-end Glass Bars, No. 18-C and Button End Bars, No. 10-C and 
able fittings allow using full length or with 24-C, No. 18-0 and 24-0. Sturdy, No. 10-0. 18" towel bars, in 


room for washcloths at ends. Full 24" length high-grade and attractive, crystal or either crystal or opal glass, 
of 1/16" crystal glass. Substantial nickelled opal. Modern, strong fittings. Your sturdy metal fittings. Priced to 
fittings. Your cost permits a retail of 45¢. cost permits a retail of 25¢ to 39¢. retail at 15¢ and 19¢. 


GLASS BAR FOR EVERY PURPOSE 


KIMBLE GLASS ro repo 1, on10 ) 


Division of Owens-Illinois Glass ¢ ompany 


~ 





= 
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A PRODUCT OF oqwerwood Mis 


WM. E. HOOPER & SONS CO. 
New Yok PHILADELPHIA Chicago 
Mills WOODBERRY, BALTIMORE, MD. 
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FIERE ARE THE ADVANTAGES 
that SELL Milescraft Trowels 











These exclusive features were developed three 
ways. By our purchase of additional manufacturing 
facilities. (The complete trowel division of the 
E. C. Atkins & Co.—The Atkins Trowel Line.) From 
the joint experience of Atkins and Milescraft Engi- 
neers. Third, from extensive field research ... the 
man on the job wants these features: 


1. SWEDISH SPRING STEEL BLADES. The steel 
for all Milescraft Lite-Wate Finishing Trowels is 
imported direct from Sweden. There is no finer spring 
steel in the world. 


E—% ze) 
— 


< 


2. 








nef Dosh ed 
A Je 


2. COMFORTABLE HANDLE... HARDENED 
RIVETS. The wooden handle is lightweight, splinter- 
less and comfortable. The heads of the rivets are 
hardened to the same degree as the spring steel blade. 


3. FORGED ALUMINUM MOUNTINGS. The 
aluminum mounting is drop-forged. They withstand 
the severe deformation shown without breaking or 
cracking. You can bend the handle of these trowels 
to fit any size hand. 

See your favorite jobber for more information 
about Milescraft Lite-Wate Finishing Trowels. 


CEMENT AND PLASTER FINISHING TROWELS 





Model #95 A—4” x 12” 


Model +97 A—4” x 14” 


SOLD THROUGH JOBBERS ONLY 


MILES MANUFACTURING 


10409 MEECH AVENUE 
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COMPANY 


CLEVELAND 5, OHIO U.S. A. 
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You Attract 
All Three Classes 
of Customers 





power mowers 


People who buy power mowers are 
people with three different lawn 
mowing problems. 

That’s why Pincor builds power 
mowers of three different capacities: 
For SMALLER lawns. 

For AVERAGE-SIZE lawns. 

For LARGER lawns. 

And when it comes to features that 
clinch sales faster—no other 

power mower can touch Pincor! 
Every Pincor has that husky 1! H.P. 
Pincor-built easy starting 4-cycle 
engine. Rugged welded steel chassis. 
Welded steel reel. Heavy-duty 

bed knife. Removable cutting unit. 
Adjustable cutting height— 

from 4" to 219". Write for 

complete specifications. 


ARE YOU THE PINCOR DEALER LISTED 
WITH WESTERN UNION IN YOUR CITY? 








Feature the 
PINCOR : 

Electric Trimmer for $3450 
Shrubbery, Hedges, Bushes! ;.'5'3' rs", 

















HARDWARE AGE, DECEMBER 16, 1948 





PINCOR PRODUC 


PINCOR 
20-inch cutting width—for 
the AVERAGE-SIZE lawn. 
Advanced features include 
positive automotive-type 
clutch . . . built-in sharpener 
.. chain-driven wheels and 
reel . . . New Departure 
sealed lubricated bearings 
. Oversize puncture- 
proof tires. 


J 
Retail price F. O. B. Factory 


PINCOR P-I2 
18-inch cutting width—for 
the SMALLER lawn. Fea- 
tures include New Depar- 
ture double-sealed reel 
bearings . . . Oilite self- 
lubricating wheel bearings 
... reverse feature for sharp- 
ening . . . sectional wood 
rollers for easy handling... 
self-propelled, like every 
Pincor! 


Retail price F. O. B. Factory 


PING‘ 

24-inch cutting width—for 
the LARGER lawn. With 
optional extra attachments 
—it’s MORE than a great 
heavy-duty power mower 
Mower unit quick-detach- 
able for switch-over to snow- 
plow, sickle bar mower, 
centrifugal pump and lawn 
roller. 


Retail price F. O. B. Factory 





PINCOR PRODUCTS ARE SOLD 
DIRECT .TO DEALERS. PINCOR 
PRODUCTS ARE RETAILED 
AT FAIR TRADED PRICES. 


Manufactured by Pioneer Gen-E-Motor Corporation, 5841-49 W. Dickens Ave., 
Chicago 39, Ill. « Export Address: 25 Warren St., New York 7, N. Y., U.S. A. 


POWER LAWN MOWERS ¢« HAND LAWN MOWERS 
ELECTRIC TRIMMERS 











BALANCED 


NONE BETTER DISPLAY VARIETY 


Each NONE BETTER Panel comes complete 
with its Tool Asortment and a Kit for 
making attractive combination Displays 
with other Panels. The light Panel weight 


and handy 1'x 2" size make possible a 
wide variety of combined Displays for 
your counters or show windows. 
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THE NEW BRITAIN MACHINE COMPANY 





Here’s how you can start cashing in with profitable Hand Tool 
sales! The NONE BETTER Display Program offers you 
balanced, fast-selling Hand Tool Assortments PLUS handsome 
sales-making Stocking & Display Panels without additional 
charge! Each Panel is yours, when you buy these skillfully 
balanced Hand Tool Assortments. And how these fine Tools 


SELL—from colorful, eye-catching Displays! Bright, triple- 


plated, Chrome Finished Tools—designed for maximum utility 
in shop, farm, garage and home—sparkling against a rich green 
background . . . here’s real SALES POWER! What's more, your 
profit per sale is higher, because you operate with a minimum 
inventory investment. Write TODAY for the name and address 
of your nearby NONE BETTER Hardware Jobber . . . and start 
getting your share of those NONE BETTER profits! 


New Britain, Conn. 
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It 
All It 


Kitchen: 
admirat 


NATIC 


For here 


HARDWAR) 


WSC smarriy-styiep, cHRomium PLateD 
WIL CABINET HARDWARE 


by NATIONAL LOCK 


Envelope Packaged... 
1" Choice of 4 Hardware 
All Items From Open Stock Counter Display Boards 


Immediate Delivery 


t 


Kitchens ring with distinction . . . housewives sing with Make your selection from four attractive matched 
admiration . . . when these beautiful designs by sets. Each is conveniently packaged along with 
NATIONAL LOCK are your installation choice. necessary accessory parts. All at an attractive 
For here, indeed, is the cabinet hardware women want. profit to you. Everything available from open stock. 


N61-200 


N61-046 


“4 
“C0044 


N58-2390€ 
N61-225 


NATIONAL LOCK COMPANY 


Rockford, Illinois Merchant Sales Division 
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Satisfy Customers, Build 7 ATKINS : 






Repeat Business by Suggesting “ATKINS” New A-4 via iooes 
: , ;, ' ATKINS (i) 
Yes, sir—recommending Atkins Hacksaws pays off in many — 





ways. Your customer puts a blade in a frame...starts cutting Counter Saleman 


...and then the big surprise. Metal can be cut easily — 
almost effortlessly. All it takes is a “Silver Steel” blade. 


Your Atkins jobber will send you, absolutely 


Tough, rugged teeth take healthy bites at every stroke... without cost, this attractive, sales-stimulating 
4 5 4 Counter Salesman with the following blade 
hold up without breaking or dulling for many cuts through assortment order: 
toughest metals. That kind of satisfying performance is One Dor. No. 1810-10" One Doz. No. 3210-10” 
P — ss One Doz. No. 2410-10” One Doz. No. 2412-12" 
what builds appreciative customers... keeps them coming Two Doz. No. 1812-12” 


back to your store for more Atkins Blades. Ask your jobber ee ae ee 


for full information on the Atkins line today. 


Cher Shel’ SAWS 


E. C. ATKINS AND COMPANY « vome orrice ano Factory: 


402 SOUTH ILLINOIS STREET, INDIANAPOLIS 9, INDIANA 
BRANCH FACTORY: PORTLAND, OREGON 
Branch Offices: Atienta © Chicage © New Orleans © New York © Son Francisco 


MAKERS OF BETTER SAWS FOR EVERY CUTTING J08 














My 





walgims atwar) ante 
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SWAN RUBBER COMPANY 
BUCYRUS, OHIO 


World’s Largest Manufacturer of Garden Hose 
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Best Wishes to all 
our customers and 
their employees 
for a very 






Thank you 


for your splendid 
sales efforts on 
our products* 
which have made 
1948 our greatest 
year! 





co. 


LATEX PRODUCTS 


AKRON 9, OHIO 
200 Fifth Ave., New York 


Merchandise Mart, Chicago 


“FIRST for Profitable Sales 
Wherever Displayed — 


RUBBER DRUG SUNDRIES 
LATEX BABY PANTS 
INFLATED BALLS 
RUBBER DOLLS 
RUBBER SPECIALTIES 


LATEX GLOVES 
RUBBER BOUNCE TOYS 
LATEX TOYS 
SWIMMING CAPS 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... . 

quality produced by 

Griffin. 






P 


fi 
Bevery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 


ERIE + PENNSYLVANIA 


nk 








Nase 





_ AUSTIN & EDDY, INC, 
115 Broad St 
Boston, Mas: 


B. S. ALDER COMPANY 
45 Warren St. 

New York 7, N. Y. R. F. BEVERS 
4524 East 60th St. 
WILBUR H. DAVIS Seattle, Wash. 
1639 Fargo Ave. 
Chicago 26, III. 


GEO. A. GREGG 


9344 Woodward Ave. 
Detroit, Mich, 


CHARLES L. LEWIS 


703 Market St. | 
San Francisco 3, Cal. 


E. H. FARRAR 
229 Shell Bldg. 


W. S. JOHNSON 
ouston, Texas 


917 St. Charles Ave. , 
Atlanta, Ga Fi} 
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__ GET HEP TO BED 








JUST-OFF-THE-PRESS 


CATALOG 


Gephart Mfg. Co. 


1026 WEST ADAMS STREET, CHICAGO 7, ILLINOIS 


a 
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and to all... 


To those of you with 


+ LARGE—STUR 
x GROOVED, EAS 
1ASTI 


“A , AP is whom we have been 
* BIG SAR TRS OLVUR Fase exchanging Christmas 
Greetings for years... 


and to the amazingly 


Indispensable in Home, snnnaliinareal tind 
Farm, Factory, Workshop! ers and manufacturers 


with whom we have 


The big, sturdy, and easy-to-grip Parker Sand- become associated this 
ing Block is the new star in the famous Parker 
Line of Quality Small Hand Tools. A flexible year for the first time... 


cushion between block and belt, to follow the 


contour of the article sanded, assures a better 
job in less time with a minimum of wear on 
the abrasive. A patented clamp holds sanding 
belt firmly, yet permits quick and easy replace- 


ment of a fresh sanding surface from the 


magazine. Parker Sanding Refills are packed 
a dozen to a box in three different grades. 
Stock them for best results. Go after larger 
profits with these new, faster selling, quality 


Sanding Blocks. 





Fy! Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. Aw 





UNITED STATES HARDWARE & PAPER CO. 


Established 1927, Los Angeles, Calif. 


So. California's Leading Housewares Distributor 
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MILKING MACHINE 
Rubber Replacement Parts 


Sélistattin Cuorenteed 


RE “ 


STAR 





302 U 


UNIVERSAL 


157 SU 


FOR 


SURGE 





426H 


177M 
HINMAN 


EMPIRE 
MIME TREE 


onews 




















CONSISTENT REPEATERS 


Rubberware For 


All Milking Machines 


Write for Details 


RED STAR DAIRY SUPPLY CO. 


2001 E. Washington Ave. Madison, Wis. 
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merry christmas... and 
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OID eta aw recoRD-KiTs 
Spark Sales in your Venetian Blind Department 


Store traffic does not by-pass your Venetian blind section 
when you display RU-SON Kits prominently. Their color 
and low cost make them an easy over-the-counter sales 
leader. 
Attractively packed in neat cellophane wrapper complete 
with instructions. Sell them on do-it-yourself basis. One 
dozen solid woven ladder Re-Tape Kits, one dozen Re- 
Cord Kits in display box. Sixteen harmonizing : 
colors to match any style of decoration. 






Write now for 
full information. 


JOBBERS.... 
DISTRIBUTORS 


Ask us about the fast 
moving RU-SON line. 


J. RUBENSTEIN & SONS 
#15 Neptune Avenue, Jersey City, N. 3 





“Down on 
the knees” 


Hene is an all-season profit maker that has proven itself 
for over twenty years on every kind of kneeling job from 
mining and gardening to ordinary household chores. 
Tough rubber pads with straps molded in, along with soft 
sponge rubber make them the most comfortable knee 
cushions available. They prevent painful soreness and 
injury to the knees. Men and women wear them all day 
long— kneeling, standing or walking. 
Order these fast-selling, profitable knee pads 
from your jobber or write direct. 


JUDSEN RUBBER WORKS, INC. 
4107 W. KINZIE STREET © CHICAGO 24, ILLINOIS 
of Malded Rubber Products 


Founded 1891 


Manufacture 
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ELECTRIC DOLLY MADISON. 


RARE OLS MS 


BN 





em eeneeeeeeneeneee 






Manufacturers of America’s Favorite 


demand for home electric ice cream freezers 


* 
oi ¥ 





Now you can start cashing in on the big pent-up 





and meet 


it with the finest electric freezer ever made—the gen- 


uine Dolly Madison, America’s all-time home favorite. 
Off the market for so long due to material shortages, 
the Dolly Madison is now back on the market—to build 
satisfied customers and bigger profits for you. But 
you must act promptly! Factory orders will be filled 


fairly as they are received. 


7, SUPER-SMOOTH OPERATION 
No other freezer turns easier than 
the famous Husky—thanks to pre- 
cision manufacture and the use of 
modern die-cast Zamak gears, with 
@ permanent-mould aluminum main 
frame for accurate mechanical 
alignment. Dolly Madison, of course, 
is powered with a 110-120 v. 50- 
60 ¢. AC electric motor. 


2. ICE-SAVING TUB 

Unlike big, old-fashioned ice cream 
freezer tubs, Husky and Dolly 
Madison have compact, streamlined 
tubs—to save on ice—yet to freeze 
delicious ice cream faster! 


Ice Cream Freezers... 





rhe gomuine obctré DOL MADISON ad rhe famous 
a x hand theeler Mabe al ese erclismve Porter teat’? 


3S. “THORO-MIX" DASHER 

Both Husky and Dolly Madison 
have dashers of exclusive “Thoro- 
Mix’” Porter easy- 
motion action that makes creamy 
fine-textured ice cream—and makes 


design — plus 
it easier—and faster! 


G. LEAK-PROOF CREAM CAN 
Formed of superior quality coke 
tin-plate, both Dolly Madison and 
Husky have double-seam cream 
cans—reinforced at top with double- 
thickness flange and rolled bead 
for extra sturdiness! 


World’s largest manufacturers of home ice cream freezers 


YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
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Dealers report 





since installing 





























EALERS everywhere are re- 
porting 


creases in profits within a year 


tremendous _ in- 


after purchase of Goodyear 's 
SerVomatic V-belt merchandiser. 


the SerVomatic 


speeds up sales of fractional horse- 


Here’s why: 


power V-belts simply by being in 
your store. It’s a quick reminder 
to your customers, because it 
keeps V-belts right out in plain 


sight—out of your way but in- 








GOODFYE 


THE GREATEST NAME IN RUBBER 


HARDWARE 








visible to make its own 


stantly 


sales. Many customers even serve 


themselves! 


SerVomatic holds a complete as- 
sortment of the most popular 
sizes of Goodyear fractional H.P. 
belts — plus a belt guide and 
SELECTORULE 
fit the right belt to any appliance. 
The belts it sells are twins of the 


to help anyone 


famed Goodyear auto fan belts— 
original equipment on a _ large 


SerVomatic 


A 


Big Increase in Profits 


Goodyear’s V-Belt Merchandiser 


ales Increased 
asy, Quick Profits! 
eminds your Customers to Buy 


-Belts for Home, Farm, Small 
Machines — 


ver 90% of all their Needs 
akes Inventory-taking Easy! 
A Il-aluminum Beauty 

T akes iitle Room— 

i nstall it anywhere 

C ash in on a Ready Market 


of America’s 


share new cars— 
with the same _ long-life, low- 


stretch construction and backed 
by the reputation and unrivaled 
consumer acceptance of “the 


greatest name in rubber.” 


For full details on this sales- 
making merchandiser, see 
nearest Industrial 
Rubber Products Distributor, or 
Goodyear. V-Belt Sales 
Akron 16, Ohio. 


your 


Goodyear 


write 


Dept = 


Selectorule—T.M The Goodyear Tire & R 
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2 NO.1 i} 


DRILL SET 


CONTAINER 


BIT STOCK DRILLS IN 9 FRACTION SIZES 
Ye°%¥o* Ver: H.°%e- hee M- Hee R% 


This handy, popular priced Drill Set is just the thing for home There’s a 


workshops and farms. Every man who owns a brace is a pros- <> Cleveland DRILL SET 


pective buyer—and few can resist the desire to possess such a a p 
‘ , or Ever urpose 
handsome and compact set of drills. The smart, clear plastic con- y P 


tainer makes a very effective counter or window display—almost @ Carbon or High Speed Steel 
sells itself. The drills themselves, for metal or wood, are genu- @ Fraction, Wire Gauge or Letter Sizes 
ine Cleveland Carbon Steel Drills. Each set is individually wwe O 8S GE ae har a 


Every user of drills is a prospect for 
the dealer who displays one or more 
of these C@eeland Drill Sets. They 
are available in a wide variety .. . for 
machinists, electricians, garage me- 
chanics, hobbyists and farmers. 


packed in a cardboard box. 


‘ ma 





THE CLEVELAND TWIST DRILL CO. ¢ 1242 East 49th Street « Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 * Chicago 6 * Dallas 1 + San Francisco 5 «+ Los Angeles 11 + London W. 3, England 





Pe 
“CLEVELAND” JOBBERS EVERYWHERE 
\ are ready fo serve you! F 
= ~~; ~s~\) 


J 
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KLEINS ° 


eee choice of 
good workmen 


Among men who know good tools, there 
is no substitute for quality. That’s why 

wherever you find linemen or electricians 
—mechanics or radio repair men—you'll 
find Klein Pliers. 

Klein Pliers have the proper balance... 
just the right spring to the handles to prevent 
tired hands... a fitted hinge that keeps jaws 
perfectly aligned... carefully matched knives 
that stay keen. 












The Klein line includes pliers for every pur- 
pose. Keep these quality tools on your want 
list—your jobber will fill your order as soon 
as possible. 


Distributed Through Jobbers 
Foreign Distributor: 


International Standard Electric Corp., New York 






A copy of the Klein 
Pocket Tool Guide, 
showing the Klein line 
and containing valuable 
tool information, will be 
sent on request. 













Since 1857 


KLEIN&s & Sons 


CHI AG 18 ILLINO! 
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The 
SAFE 
WRENCH 
for 
POLISHED 

PIPE 














RIFaID 
Strap Wrench 





.--Your customers like this 


handy tool for shops and homes 


| @ It sells easily because it meets a 


real need —to prevent wrench cuts 
and scratches on polished pipe. 
Strong I-beam handle and head in 
one piece. Handy hang-up hole. 
Easy to attach and use. Special 
webbing strap of unusual strength, 
easily replaced. Two sizes: No.2, '/g" 
to 2", 17" strap; No.5, 1“ to 5”, 30” 
strap. A quality best 
seller—order from 
your Supply House. 





Popular RICAID 
Pipe Wrench, with 


guaranteed housing. 
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Yes sir, Mr. Dealer .. . you'll be amazed and delighted with 
this sparkling, newly designed line of screw and nut driv- 
ers...and the way it steps up sales. Mechanics, craftsmen, 
home shop enthusiasts . . . in fact everyone who likes tools 

















... can’t resist the beautiful, clear Amberyl* handles and 
precision-built high quality steel blades. They look like the 
industry's finest, and they are! Fill all your screw driver needs 
BRIG PLATED from one source through the easy-to- 
CADMIUM read Vaco Catalog, and watch your 
apw profits grow! 
VAN 
WROME 
om geet 
317 EAST ONTARIO STREET 
yst-pRoOF | CHICAGO 11, ILLINOIS 
FINISH k *Trade Mark Registered 
g-page Catalog LET THIS BEAUTIFUL SCREW 
- s 
B FREE Yr maplete Size Toble DRIVER DISPLAY HELP YOU SELL! 
+ £ . 
this Hions - °° . there never 
Send ad colored lustre oie owt oer pets in the 
ane er ke this , drivet 
Nearly oe a — ables ro fit the aa 
3 e . * 
business om Covers all ew and 
ro the tc move, 7 egulat, 
ware aio, * driver SYP head, e« ip @, | 1a 
most every prince, ho g screw | ' t 
Phillipss © drivers» SPN aig align’ wie "I 
includes a drivers, f° aes”, neon if ! 
rivers, P ry : drivet>> shor its, gilt | | i> 
er plade , ii 
coo!Ss ye" ad angeable . hammers ; 4 
drivers» * puilt units, P “al displays of Put one of these eye-catching boards 
\ ets, cus om 40 individus , catalog out where store traffic can see it and 
. ore than need ¢ watch those drivers sel]! The spark- 
\ nd m -eems x * lles s 1 t like 
Jing, itet AY ling Amberyl handles stand out like 
fast-** fot it, 2 jewels against the cream background. 
“\ ,. sen Board and shelf stock include 110 


mixed square and round regular and 
Phillips blades. This board is a prov- 
en “natural’ for the hardware trade! 
@ More Selling Features Than Any Other Line! 

@ More Styles and Sizes Than Any Other Line! 

@ More Attractive Displays Than Any Other Line! 
@ More Big Unit Sales Than Any Other Line! 
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THE TAGS 0 









Abrasives by CA 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Compan) 


HARDWARE AGE, DECEMBER 16, 1948 





‘to 





"Keep It 
matically 
keeping | 
the time 
of this n 


is added 


In store 
CARBO 
ence of 1 
You, too 
It's easy. 
ber sales 
a liberal 


—miail a 


pany, M 





HARDWA 








om / 14n) 


,, 1948 








"Keep It Sharp” tags are producing extra sales auto- 
matically. Tied to tools, they point up the necessity of 
keeping cutting edges in sharp working condition. At 
the time of purchase, the buyer of tools is reminded 
of this need for abrasives. The result: an extra item 
is added to the sale. An extra profit is rung up. 


In store after store, profitable related selling by 
CARBORUNDUM is paying dividends. The experi- 
ence of the Hanneke Hardware Company is typical. 
You, too, can put this fast-turnover plan into action. 
It's easy. It’s practical. It’s profitable. Your local job- 
ber salesman can supply complete details. To obtain 
a liberal quantity of "Keep It Sharp” tags in a hurry 
—maila penny postcard to The Carborundum Com- 
pany, Merchandising Division, Niagara Falls, N. Y. 
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Hanneke Hardware & Paint Company 
of St. Louis reports increased sales as 
direct result of tagging tools with “Keep 
It Sharp” tags. 


Grinding Whee) 
CARRFROR( NEU As 


Carl I. Hanneke, President, is “‘sold"’ on the results 
of related selling. The effectiveness of the tags sup- 
plied by The Carborundum Company are especially 
satisfactory. Attached to tools or cutlery, they have 
helped increase sales while providing an additional 
service to the customers. 
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MORE of them than ever before 
\\ —every one real 


PENNSYLVANIA QUALITY 


@ Get ready NOW for your 1949 lawn mower season. 
Your jobber can supply you with PENNSYLVANIA QUALITY 
MowERS—as many of them as you need—for your good cus- 
tomers who want the best. 

The Pennsylvania standard line of mowers includes 
the following: 








Great American . Pennsylvania Jr. 
Meteor . Pennsylvania Power Mower 
Penna-Lawn 
Pennsylvania Trimmer and Edger 


‘““PENNSYLVANIA QUALITY’’—as always—means de- 
pendable grass cutting, easy operation, long life and simple 
adjustment and service. In short, it means customer satis- 
faction. 


PENNSYLVANIA SERVICE 


To simplify your service problem, Pennsylvania 
offers a complete Replacement Parts Catalog. 
A copy of this will be sent you free of charge 
on request. 





Place your order with your jobber 
—SOON! 


PENNSYLVANIA 


QUALITY LAWNMOWERS SINCE 1877 


PENNSYLVANIA LAWN MOWER DIVISION A€ECO 
AMERICAN CHAIN & CABLE . 
Bridgeport, Conn. © Camden, N. J. wy 












Great American 
The all-time favor- 
ite—the largest 
selling quality 
mower—the one 
that made the 
Pennsylvania 
name famous. 


Pennsylvania Jr. 
A super-quality 
hand mower— 
made to cut the 
finest or the tough- 
est grass. Train of 
3 cut gears on both 
sides gives great 
driving power. 


Meteor 

The favorite with 
those who have 
fine grass and a 
smooth lawn. Avail- 
able with 7 blades 
for bent and other 
fine grasses. 


renna Lown 
This new medium- 
priced mower will 
be a really popu- 
lar model. It is an 
all ‘round mower 
with typical Penn- 
sylvania grass-cut- 
ting quality—easy 
to operate and to 
service. 


irimme ind Cage 

A popular time-and-work-sav- 
ing tool—Pennsylvania qual- 
ity throughout. The trimmer 
has a 6” width of cut. The 
edger is a steel disc with o 


small plow. 

/ 

ennsyivania Power Mowe jf 

Now offered in 18” and 21” /, 
widths. %4 H.P. motor with / 
Push-Pull control of car- 
buretor and clutch. 
Typical Pennsyl- 
vania grass-cut- 
ting quality, 
plus a de- 
pendable 
power 
unit. 
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Informal Editorial Comments 





by Charles J. Heale 


Merry Christmas to All Hardware Folks 
And Their Families From All Members 
Of the Hardware Age Staff 


LTHOUGH this is our fourth 
A Christmas since the actual 
shooting war stopped we 

still find ourselves a long way off 
from a formal, just and equitable 
peace. The United States has cer- 
tainly made every possible effort to 
bring about such a peace for all of 
the world and has had the staunch 
support of Britain, France and 
others—only to be _ blocked ‘at 
every turn by the non-co-operation 


(to put it very mildly) of one 


other large nation—Russia. 
Although observers, official and 
unofficial, continually tell us that 
Russia does not want another war, 
can’t handle another war at this 
time, etc., there has been hardly a 
single toward a_ general 
peace agreement that has not been 
completely nullifed and thwarted 
by Russian veto, accompanied by 


move 


ridiculous and often outrageous 


statements to explain that coun- 
try’s reasoning. 

And so we find we have won the 
greatest and worst war but have, 
as yet, been unable to win a true 
In our efforts to bring 
about such a peace we have not 


peace. 


only compromised but almost cod- 
dled the dissenter—to a point al- 
most of exhaustion to our national 
patience and pride 


book. 


and pocket- 
Even so, as we approach 
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this Christmas season we can be 
truly proud and completely un- 
ashamed as our national efforts to 
bring peace to the entire world 
have been unselfish and unstinted 

unfortunately also unsuccessful 
even at this late date. 

Despite these continuing and 
threatening dark clouds which be- 
set the international picture, the 
entire staff of HARDWARE AGE 
wishes to take this opportunity to 
wish all hardware folks and their 
families a very Merry Christmas 
and express the further hope that 
many more such holidays may be 
enjoyed by all Americans—and let 
us offer a little prayer that before 
another Christmas rolls around the 


world may truly be at peace on an 
equitable and lasting basis. 

\s this issue goes to press, scat- 
tered reports on the holiday selling 
season are most encouraging. 
Whether or not unit sales will sur- 
pass 1947 is not clear, but it does 
appear that dollar volume will be 
higher and very satisfactory. An 
important phase is indicated in the 
general reports that more previous- 
ly “hard to get” merchandise is 
available this year and, while there 
continue to be shortages, the over- 
all picture is quite different than it 
has been for two or three years, 
and should materially improve as 
we enter the new year. 

Always the first precise data to 


oo 8 & 


be made available, for obvious re: 
sons, reports from larger stores in 
the larger cities give further en 
couragement to the opinion that 
the 1948 Christmas gift selling sea- 
son will be a “whopper.” As usual. 
there were some low spot days and 
some low spots in certain sections 

—but, taken as a whole, the early 
returns are fine and very much on 
the cheerful side. 

Again let me say that every 
member of the HARDWARE AGE or- 
ganization extends heartiest wishes 
to all hardware folks and thei: 
families that this will be the mer- 
riest of Merry Christmases. 

PEACE ON EARTH TO MEN 
OF GOOD WILL. 


| Still Say, "The Election Is Over— 
Let's Get Back to Work’ 


M* informal comments “The 
Election Is Over, Let’s Get 
Back to Work” (see HARDWARE 
Ace, November 18, page 79) pro- 
voked a widely assorted group of 
wriiten reader opinions. Some 
readers were enthusiastically com- 
plimentary. some mildly so and 
quite a few definitely took excep- 
tion. This I like for it not only 
indicates reader interest but is also 
another wholesome bit of evidence 
that we do live in a democracy and 
intend to keep it that way. Differ- 
ences of opinion not only make 
horse races possible but, what is 
much more important, tend to 
keep our elected government off- 
cials on a more even keel and make 


them more sensitive to the wishes 
of all of our citizens. 

It is a long time tradition of the 
business press that both politics 
and religion are taboo editorially. 
To this | subscribe at heart and in 
principle. But when an election is 
decided (and this last one sure was 
decided), or when elected officials 
are in office. | do not consider it 
politics to express agreement or 
disagreement with what they do or 
say and/or what they don’t do or 
say. In fact, I think it is the duty 
of the business press to appraise 
the economics involved and to be 
for or against policies and actions 
based on their effect on the na- 
tional health and specifically their 


Bo & 


possible good or bad effects on the 
industry or trade served. Most 
readers will probably agree with 
this opinion. 

To indicate how keenly, and 
often inconsistently, some folks 
take their political views, let me 
tell you of two letters from the 
same mid-west state, both serving 
the farming areas primarily. On 
reader calls me “radical and pra 
tically a new dealer” while th 
other charges that I am only trying 
to protect what he calls “the vested 
interests and am an economic ro\ 
alist.” Now—both men are not 
correct. In fact neither are. And 
so I still say “The election is over. 
Let’s get back to work.” 


Too Many Drives for Funds for Worthy Causes 


ARDLY a week goes by that is 

not dedicated to some worthy 
fund raising drive — somewhere. 
Many of these drives, especially in 
the larger centers are operated by 
professional money raisers who 
really do organize and promote 
these various projects on a per- 


With none of this 


can | quarrel but I do feel that 


centage basis. 


there are too many demands being 
made. from too many directions. 
all of the time. 

\ person is importuned every 


18 


few feet in a railroad station. 
movie theatre. outside of restau- 
rants. etc. Offices and stores are 
organized and the request for con- 
tributions seems endless. All of a 
fellow’s friends seem to be par- 
ticularly interested in some drive 
and few of us like to 
turn down a friend or even a 


or drives 


stranger work'ng for some good 


cause that usually needs much 
more money than is collected. But 
I still think these drives are too 


frequent and too numerous and 


likewise perhaps often too compli- 
cated. 

In some sections of the countr\ 
there are “Community Funds” ot 
“Community Chests” with onl) 
one or two fund drives per year. 
Moneys received from such colle: 
tions are prorated among the many 
worthy causes by an accepted 
group of public sp rited citizen: 
This idea should grow and I reall 
believe more money would | 
raised less painlessly and with 


better spirit of giving. 
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You'll get giddy ties . . . gaudy shirts glamorous pajamas . but will anyone think 
of giving you a new key cutting machine? Probably not! 

Well then, why not buy yourself an ILCO Key Cutting Machine? Make it a gift 
from you to your business, and dress up your key cutting department. (A corner is all 
you'll need; ILCOS take up less space than lovers at a movie.) 

Sure, for our own obvious reasons, we want you to buy an ILCO Key Cutting 

mpli- Machine. But we have your good at heart too. Because we know that the most profitable 
thing you can sell is a key! In less than a minute-you can turn an inexpensive key blank 
untry into an item of real value to your customers, giving you the widest profit margin among 
a” os all the items you may sell! That's good business! 
. only ILCO Key Cutting Machines are fully guaranteed, easy to use, inexpensive to own, 
year. and delivered complete ready for work. A catalog describing the full line of ILCO Key 
olle: ; Cutting Machines and the work each one is best suited for is yours for the asking. Write 
man\ for it today. Use it to select the best Christmas present you ever received. 28 
ept | 
= |1LCO KEY CUTTING MACHINES 
really 
e cm 
a GNP ER EN DENT LOCK COMPANY 
“Ee FITCHBURG, MASSACHUSETTS 
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U. S —Canada—United Kingdom 
Sign Pact Standardizing 
Screw Threads 


Complete interchangeability of bolts, nuts and other 
threaded products made in the three nations now possible 


- signing of an inter- 


national accord here recently by 
representatives of the United 
States, United Kingdom, and Can- 
ada now makes possible for the 
first time in history complete inter- 
changeability of bolts, nuts, and 
other threaded products manufac- 
tured in the three nations. 

Details and specifications for 
the U. S. were drawn up by the 
National Bureau of Standards, 
working in cooperation with the 
Sectional Committee on the Stand- 
ardization and Unification of 
Screw Threads. This committee 
was organized under the American 
Standards Association and was 
sponsored by the American Society 
of Mechanical Engineers and the 
Society of Automotive Engineers. 
Representatives of the Depart- 
ments of the Army, Navy, Air 
Force and Commerce also repre- 
sented the U. S. through the Inter- 
departmental Screw Thread Com- 
mittee. 


Will Take Time 


The Bureau of Standards points 
out that while agreement on all 
fundamental points has been 
reached, there still are minor de- 
tails to be worked out and it is 
expected that several years will be 
required to effect the changes com 
pletely in all three countries. 
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Washington Bureau 
of Hardware Age 


The new unification agreement 
provides a 60-deg.. antle and a 
rounded root for screw threads. 
The crest of the thread may be flat, 
as preferred in U. S. practice, or 
rounded, as preferred by the U. K. 
The number of threads per inch 
for the various series of thread 
diameters has been unified, and 
the limiting dimensions for three 
classes of fit have been agreed 
upon. The three classes of fit that 
have been recognized bear the 
designations of “loose,” “medi- 
um,” and “close.” 


Limitations on Commerce 


In the past, the Bureau of Stand- 
ards points out, one of the irk- 
some aspects of international trade 
has been the necessity for supply- 
ing and distributing screw thread 
parts associated with equipment 
sold by one nation to another. And 
the question of the availability of 
such parts has acted as a psycho- 
logical deterrent on purchases of 
products from other nations. These 
limitations on commerce among 
the U. S.. U. K.. and Canada now 
are expected to vanish as the uni- 
fied standards are acted upon in 
the coming years by industries of 
the three nations. 

The present accord calls for a 
continuance of future cooperation 
in the field of screw thread stand- 


ardization. Such co-operation has 
two aspects. First, the unification 
will be extended to other English- 
speaking nations, all of which use 
the English system of measurement 
in manufacture. Second, the de- 
velopment of this and other stand- 
ards will continue to progress. 
“Standards are not static,” as the 
Department of Commerce ex 
presses it. “They must always keep 
pace with improvements in mate 
rials and methods of production 
and inspection developed in in- 
dustry.” 

The basic mathematical form- 
ulas for tolerances and allowances 
were tentatively agreed upon 
earlier this year, and the final 
agreement upon the standards was 
reached among the representatives 
of the three nations on November 

8, 1948. 


Annual Dollar Value 


The annual dollar value of bolts. 
nuts, screws and rivets has recently 
been in the neighborhood of 4 
quarter of a billion dollars an- 
nually. Approximately 1,000,000 
short tons of carbon and _ alloy 
steels are required annually for 
these products. The Department 
of Commerce estimates that during 
the war, production of such items 
ran at the rate of 200,000.000 
pieces a day. 
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Holds Credit Losses to Less 
Than One-Eighth of 1 Per Cent 





L. F. White, credit manager, assisting a customer to fill out 
a credit card. These cards are made out on all new accounts. 


Warr “Regulation 


W” was in force, while it was out, 
and now that it is back in again, 
Lawlor’s Lincoln, Neb.. has had 
one policy on credit. 


Here's the Policy 


1. Hold to 1/3 down and never 
go below 14. 

2. No paper to run for over 12 
months. 

3. A minimum monthly pay- 


ment of $5 regardless of loan 
total. 

1. And a 6 per cent interest and 
carrying charge added _ at 
time the contract is made. 

At Lawlor’s all paper is carried 

by the store. A number of years 
ago a reserve for bad accounts was 
set up. To build this reserve 14 
of 1 per cent of the loan total on 
all contracts was set aside. If a 
washer retailed for $150, and the 
down payment was $50, this left 
a contract total of $100. plus 86 in- 


terest. or a note of $106 to be paid 
in 12 equal monthly payments. On 
this amount $1.06 went into the 
reserve fund. 


Quite a Record 


Even with the new liberalized 
“Regulation W,” the lowering of 
down payments from 1/3 (the old 
requirement) to 1/5, Lawlor’s has 
not gone below 4, and the major- 
ity of sales show a down payment 
equal to or greater than the re 


Lawlor's, of Lincoln, Neb., has only one credit policy and 
sticks to it in the face of “easy credit" competition. 
Delinquents get no favor at any time 
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I UNDERSTAND THAT ALL MONTHLY CHARGE ACCOUNTS ARE DUE ON THE 18T 
| AND PAYABLE BY THE 10TH OF THE MONTH FOLLOWING PURCHASE. 1! AGREE 
————-| TO PAY A CARRYING CHARGE OF 4 OF 1% A MONTH ON PURCHASES 60 DAYS 


—_———| PAST DUE. 


SIGNATURE 





ACCEPTED 





After a sale is made the credit manager takes over. This card is the 
first record made towards granting or refusing credit. No credit is 
extended without first checking with the local credit association. 


quired 1 3 of the purchase price. 
These credit rules are adhered 
to in the face of advertising from 
chains offering credit on terms as 
low as 10 per cent down, and other 
equally liberal inducements. 
How does Lawlor’s get the busi- 


ness in the face of this competi- 
tion? There are several answers. 
For one, Lawlor’s is a leading in- 
dependent hardware store which 
has a large following and is well 
managed. 

Here is the rule on a time sale: 


$00 on the 22nd of April, 1948 
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LAWLOR'S, LINCOLN, NEBR. 


After a contract is made out, the terms are entered on this ledger 
sheet for easy reference. A separate sheet is used for each contract 
if a customer has more than one. Regular monthly statements are sent 
out on payments due. If a payment is 30 days past due, a green tab is 
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attached. A red tab indicates default and collection must be forced. 
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The department head or floor sales- 
man is not allowed to talk terms 
with a buyer. The sale is made 
and the buyer is then taken to 
credit manager L. F. White. Ap- 
proximately 65 per cent of all ap- 
pliance and larger machinery sales 
are made on contract. 


The Credit Card 


The buyer brings the copy of the 
sales slip to the credit office and a 
credit card (illustrated on this 
page) is made out if it is a new 
account. 

If the buyer is rated in the local 
retail credit association list, and 
the rating is satisfactory, the sales 
contract is immediately made out. 
If buyer is a new account and not 
rated with the credit association. 
he is asked to return another day 
to complete the contract. Before 
a contract is completed a report 
from the credit association is ob- 
tained, 

After the contract is made, a 
ledger sheet is made out. For easy 
reference the terms of the contract 
are written in the upper right hand 
corner of the sheet and a separate 
sheet is used for each contract 
where a buyer has more than one. 

Regular monthly statements are 
sent out on payments due. When 
a payment is past due 30 days a 
green tab is attached to the top of 
the ledger sheet. A red tab is at- 
tached when the account is con- 
sidered in default and collection 
must be forced. 


Overdue Accounts 


When an account is six months 
past due a notice is stamped on the 
regular monthly statement. This 
notice reads: “If the past due bal- 
ance is not paid on or before 

- - 19— your account will 
be turned over to our collection 
department.” 

“The important thing,” credit 
manager White said, “is to follow 
through. If you tell a customer 
that you are going to turn over the 
account for collection on such and 
such a date—when that date comes, 
do what you said. Start collection 

“If a delinquent buyer learns 
that you will still delay, after you 
have set a deadline, then other 
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warnings are useless. And this has 
a way of getting around. We be- 
lieve in being liberal and even 
bending over backwards but when 
we say we are going to collect, we 
do it. or exert every effort in try- 
ing. 


Reminders Every 15 Days 


Reminders are sent out 15 days 
after a payment is in default. 
These reminders are on regular 
statement forms and read: “Just 
to remind you—that’s all. That 
we have not received payment for 
your --————. If payment has 
already been made, just forget this 
reminder. If not, will you please 
send it today. We'll appreciate it. 
Lawlor’s.” 

The date each reminder goes out 
is noted on the ledger card. 


A Sound System 


There is nothing spectacula: 
about Lawlor’s credit system. It 
has been worked out with good 
sound business judzment. Credit 
buyers are treated with just as 
much consideration as cash buyers. 
But when it is necessary to crack 
down there is no fooling around 
about it. 

And their record of loss on time 
sales—less than ¥@ of 1 per cent 
of actual unpaid balance of such 
sales— is good proof that the sys- 
tem is working. 





Regular follow-up is an important way of cutting down credit delin- 
quency. The one at the top is a polite, subtie reminder of the fact. 
But when an account is six months past due, warnings are firm and the 
store does not delay in turning over such accounts for collection. 
The form used for this type of delinquent is illustrated at bottom. 











C. H. Hardamert of the firm's appliance department, on the right, closing 
a sale. The matter of credit is not mentioned to the prospect. Should 
the customer desire credit, he is taken to the main office of the store. 








16, 1948 









“People like . . . knowledge of 
merchandise and what it will 
do. Pleasing appearance and 
friendly personality, poise, 
alertness, animation and an 
ability to talk well." 


& customer is an im- 


portant person and likes to be 
treated as such. With promptness 
and courtesy, that is, in every hard- 
ware store. 

Of course, various other factors 
enter, depending somewhat upon 
the nature of the merchandise and 
size of sale. And this truism al- 
ways applies: 

“People are interested in what 
their money will buy: not in what 
you want to sell them. 

The customer doesn’t give a 
whoop about you or your prob- 
lems, or your store; he’d rather 
think and talk about his side of 
the deal. 

That’s where the target’s located 
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—the place for you to aim your 
sales ammunition. 

Some people, when they are the 
customers, even get cocky and 


over-bearing. They’ve got the 
money, they want to be satisfied, 
they adopt the “come on and 
make me” attitude. 

Sometimes this gets so bad it led 
a chap by the name of Hazlitt to 
write this: 

“There is not a more mean, 
stupid, dastardly, pitiless, selfish, 
spiteful, envious animal than the 
public.” 


Good and Bad Traits 


That sounds pretty rough and it 
is not (thank goodness) quite that 





bad in the hardware business. but 
it gives you something to keep in 
mind. Since so many customers 
show this natural inclination, prob- 
ably there is a similar streak hid- 
den away in even the nicest cus 
tomers. By being pleasant and 
agreeable you can help keep down 
the undesirable; this will make 
your selling job immeasurably 
easier. 

A recent questionnaire showed 
that people like these traits best in 
retail salespeople: 

Knowledge of merchandise and 
what it will do. Pleasing appea! 
ance and friendly personality. U: 
derstanding customer’s needs and 
trying to please. Ability to make 
brief, concise sales talks. Poisé 


HARDWARE AGE, DECEMBER 16. 1948 





alertne 
to talk 
Here 
same 
peeves: 
Lack 
tesy. | 
what | 
manne! 
little i 
wanted 
old thi 
or no 
ness. 


Th 


Let’s 
life of 
salesme 


HARDY 


But 
ep in 
omers 
prob- 
< hid- 
tL cus- 

and 
down 
make 
irably 


iowed 


est in 


P and 
ypear- 
, Un 
5 and 
m ike 


Poise 


1948 








alertness and animation. Ability 
to talk well. 

Here’s the order in which the 
same people listed their pet 
peeves: 

Lack of interest. Lack of cour- 
tesy. Slow service. Don’t know 
what it’s all about. Befuddled 
manner or confused talk. Showed 
little interest in my problems; 
wanted to sell me something—any 
old thing, no matter what. Little 
or no appreciation for my busi- 
ness. 


The Fuller Brush Man 


Let’s take a chapter from the 
life of that good old fundamental 
salesman, The Fuller Brush Man. 
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While he has to be energetic and 
resourceful, he must also be pleas- 
ant, or he won't be able to get in- 


side the housewife’s door. This is 
really quite a game, and there are 
several standard moves and coun- 
termoves in it. 

For example, the housewife may 
say. “I got your sample and 1 
looked over your folder, but I’m 
not interested in any brushes to- 
day.” 

The salesman, “Well. Mrs. 
Jones, we can’t put every item in 
our folders; so here is one brush 

a completely new item--I be- 
lieve you’d like to see. If you have 
just a minute, I'll step in. . .” 

Half of the women will go for 
this; the other half will say, 
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“People's pet peeves are... 
a lack of interest, slow ser- 
vice, lack of courtesy, a be- 
fuddied manner and little or 
no appreciation for the cus- 
tomer or for his business." 


By BRIANT SANDO 
President, 
The Sando Company 
Orange, Cal. 


“Sorry, but I'm just so busy this 
morning that 1...” ; 

The good salesman pleasantly 
breaks in, “Of course, I know 
you're busy, Mrs. Jones. Suppose 
I just step in for a minute or two, 
then. This will give you a chance 
for a little rest, and I have a 
ra 

Again this will work with some 
and miss with others who may re- 
tort, “Nothing here, mister; you'll 
only be wasting your time.” 


Keeps Smiling 


The salesman just smiles and 
says, “All right, ll keep that in 
mind, Mrs, Jones. It’s really a 
pleasure for me to show our new 
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items. You have no objections to 
looking for just a minute or two— 
have you?—and there’s no obli- 
gation.” 

Each time the salesman is re- 
buffed, he makes “the retort cour- 
teous’—using a slightly different 
working, and stepping forward 
with his sample case to enter the 
door. By the time the above rou- 
tine is completed, he is either “in” 
or convinced that further efforts 
might antagonize the prospect. 

In the latter case he suggests 
that he'll call again when it’s more 
convenient. He'll try to set a 
definite time, but if that fails he 
just says, “Ill be around again in 
a few weeks.” and leaves quickly. 

In the retail selling of hardware, 
supplies and equipment. the same 
principles apply but from a dif- 
ferent angle. Here the custome 
has come to you, and so it is 
doubly important to make him or 
her feel welcome—and then do 
your best to fit your merchandise 
to all the needs you can uncover. 

Three main kinds of customers 
come into hardware stores: 1, 
those who wander aimlessly 
through the store, shopping to kill 
time; 2, those who are “just look- 
ing,” but will buy if something 
catches their fancy, and 3, those 
who have a definite item in mind 
and are ready to buy it. 

Though all are important. the 
people in the last category do the 
most buying. Hence, a Denver de- 
partment store staged a playlet for 
its employees, dramatizing the five 
main things such customers want. 
Five salespeople marched across 
the stage, carrying large placards 
on which were lettered the follow- 
ing five points. and then the right 
and wrong way to handle them 
was acted out in a skit. 


Five Important Points 


1. Your customer wants im- 
mediate service. Wrong way: A 
customer enters but the salesper- 
son is engaged in a lengthy con- 
versation on the telephone. He 
ignores the customer and the latter 
walks away. Right way: The sales- 
person continues the telephone talk 
but smiles and nods at the cus- 
tomer and then cordially ap- 
proaches as soon as possible. 

2. Your customer wants will- 
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ing* service. Wrong: Two sales- 
people are standing together talk- 
ing. The customer waits but shows 
growing impatience. Right: The 
nearest salesperson leaves the con- 
versation and approaches  cus- 
tomer, promptly and eagerly. 

3. Your customer wants intelli- 
gent service. Wrong: Salesman. 
chewing gum, stares dreamily into 
space, leans on counter, finally ap- 
proaches customer in a slow, slov- 
enly manner and inquires, “Ya 
wanna buy something?” The cus- 
tomer snaps “No” and_ walks 
away. Right: Salesman briskly 
approaches customer, with a lively 
and smiling “May | serve you?” 

4. Your customer wants atten- 
tive service. Wrong: Salesperson 
meets customer but obviously is 
preoccupied with stock sheet and 
some figures. Customer states ex- 
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This interesting advertisement 
was published recently by Pioneer 
Hardware, Marinette, Wis. Each let- 
ter of the store's name was used to 
begin a sentence indicating some 
line of merchandise stocked at the 
store. No matter which way the 
reader looks at the ad, horizontally 
or vertically, he can read something 
which makes sense and which re-em- 
phasizes the name of the store. 


act needs, but salesman asks a 
pointless question and wanders 
away with no evident destination. 
Right: Salesman listens attentively 
to what customer says, then states, 
“Yes, we have exactly what you 
want—right over here—if you ll 
step this way, please . . .” 

5. Your customer wants graci- 
ous service. Wrong: Salesman 
approaches customer in a cold, dis 
interested manner—showing that 
duty calls but it’s no pleasur 
Right: Salesman walks directly to 
customer, smiles, says a cheery 
“Good morning!” and waits ex 
pectantly for the next step in a 
friendly manner. 


A Three-Step Formula 


In a sales booklet issued by the 
drug house of McKesson & Rob 
bins, we find a basic three-step 
selling method which can be wide: 
ly applied. Most people enter re 
tail stores with the idea of buying 
good merchandise as cheaply as 
possible—but they don’t know ex 
actly what they want, or they are 
uncertain on brands or sizes, and 
need help from the salesperson. 

Thus, the first step is to inspire 
the customer’s confidence; find out 
the specific buying problems: then 
put yourself in the customer's 
place and act accordingly. 

The second step is mental: 
choose from your stocks the brand 
of merchandise in the correct qual- 
ity, size and price to fit above 
needs in the most satisfactory man- 
ner. Get the facts first s0 you 
won't shatter the customer’s con- 
fidence by hesitating when vou 
take the third and final step. 

Step three is to present the prod- 
uct, which you have carefully se- 
lected, with a few well-chosen 
words or specific selling sentences. 
Sales come easier when you can 
make positive recommendations or 
present definite propositions. 

Don Mitchell, head of Sylvania 
Electric Products, picturesquely 
points out a good trial balloon 
“Ask each of your salespeopl 
‘Who is your boss?’ If he an 
swers. ‘Why, you’re my boss.’ fir’ 
him! 

“But if he says, “The customer !s 
my boss,’ raise his pay and help 
him along; you’re going to need 
that guy in the years to come.” 
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Aerial view of the Race farm being "Fitted for the Future." 


. ap : 


me 
ITTING a Farm for 


the Future” was the name given a 
modern soil and water conserva- 
tion demonstration staged recent- 
ly on the 850-acre John Race farm, 
near Denver. Colo. As a result the 
place is twice as valuable today as 
it was a short time ago. This im- 
provement is the result of the co- 
operation of 130 machinery and 
equipment manufacturers and 
dealers. 

Sponsored by The Western 
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naTrion is ro jyec rs 


Up Buying Potential 


20,000 people watched a farm ‘renovation’ demonstra- 
tion calculated to double its value. Land reclamation 
projects like this will sustain high level farm income and 
the market on which many hardwore dealers depend 


Farm Lije and radio station AOA 
this modern soil and water saving 
exhibition is believed to be the 
largest in point of acreage eve 
held in the United States. 
Farmers and ranchers from 20 
western and midwestern states—-a 
crowd of more than 20,000—were 
on hand to see the first demonstra- 
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lion in which irrigated, non-irri- 
gated and pasture land was im- 
proved and safeguarded in a single 
day. On a 25-acre field, farmed 
without the benefit of irrigation, 
terraces were built on the steeper 
slopes, and, on the less steep por- 
tion, cultivation by several mois- 


(Continued on page 86) 
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“-KROREWBERES 


A father and son— 
Charles B., president 
and Charles W., vice 
president, compare 
an old high wheeler 
with one of their 
modern trucks. 





This artist's sketch shows Kronenberg's of today. The 
corner furniture annex has the most modern appearance. 


= in the an 
nals of upstate New York mercan- 
tile business is Kronenberg’s, Inc., 
Hamburg, N. Y.—a hardware de- 
partment store—which this year 
celebrates its 100th anniversary. 
Closely allied to the growth of 
Hamburg—now a town of 6000 
population — has been Kronen 
berg’s expansion in lines and ser- 
vices. 

In the words of Charles W 
Kronenberg, vice president, and a 
member of the fourth generation 
of the family to be active in this 
unusual enterprise, “We are just 
as proud of our store as the local 


The Sports Shop with panels fitted 
with fishing needs which can be re- 
moved to provide open shelf type 
for other lines, when occasion 
arises, with minimum effort. 
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Where the business began—the house at the right is the home of the firm's founder. 


townspeople are. The present store, 
having approximately 300 ft. of 
modern. street level, show win- 
dows, does what we consider a 
real merchandising job—$800,000 
last year—in a town of 6000 
people. We are able to maintain 
that volume by drawing customers 
from the city of Buffalo—15 miles 
north—thus reversing the usual 
procedure.” 


Diversified Lines 


lhe diversified lines of merchan- 
dise and types of service offered 
by the big store are shown in il- 
lustrations on this and succeeding 
pages. To properly picture the en- 
tire store would require many 
more photographs. 

In addition to complete hard- 
ware. paint, appliance, radio and 
other departments, Kronenberg’ s 
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The Story of Kronenberg’s, Inc. 


In its century of activity, this Hamburg, N. Y., hardware 

department store prided itself in offering "Everything for 

the Home .. . Since 1848". Modern methods and a wide 

diversification of lines and services help the firm to follow 
through on its slogan. 





Part of the hardware and tool section on the store's main floor. 
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Part of the giftwares and 
greeting card display in 
the basement. The greeting 
cards have more than 30 
ft. of display unit space. 


operates a complete furniture cd 
partment, camera corner, jewelry 
and watch department and grect 
ing card section—the latter par! 
of its widely diversified gift de 
partments. Through the years the 
store’s services, lines and methods 
as well as its interior have been 
altered to better serve Hamburg 
and its environs. So complete are 
the store’s stocks—everything but 
ready-to-wear lines and food—that 
it can almost say that it provides 
all needs “from the cradle to the 


” 
vrave. 


Open House 


An open house for its patrons 
and friends, a special party for the 
entire staff, special sales events 
and the issuance of a brochure. 
“100 Years . . . of growth thru 
Service,” have all been used dur- 
ing this anniversary year to mark 
the big event—between Oct. 1 and 
30. No sales were made during the 
Open House day. 

Interesting is the first paragraph 
of the brochure—on a page show- 
ing sketches of the original and 
present day stores. It reads, “One 
hundred years is a long time . . . 
in the history of men, nations or 
institutions. And the march of 


The company's parking lot is an "L"-shaped plot, 70 by 100 ft. To the 
left are the shops and at right background is the rear of the store. events brings many changes, 
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Watches, rings and tableware are 
found in the jewelry department. 
it's a spot for the gift-minded. 


changes that test the souls of men 
and the strength and vitality and 
capacity for improvements of the 
business which they establish. 
Only the fittest service . . . those 
fittest to grow in experience and 
knowledge, those fittest to serve 
civic and community welfare as 
well as commercial interest, those 
fittest to grow through service.” 


How It Began 


Back in 1847, a young Swiss, 
Joseph Kronenberg, left his native 
land at the age of 27, to come to 
the United States finally reaching 
Buffalo, N. Y. The next year, 
when gold was attracting thou- 
sands to far-off California, Joseph 
decided to prospect for his own 
independent livelihood in nearby 


se di Hamburg. Courage, a few tools 


asain and a small quantity of metal were 
ee his stock in trade with which he 
grect 


r part traveled the surrounding country 
% de. to repair kitchen utensils and do 
nee other odd jobs. The road was not 
ethods easy, but eventually he opened a 
been little tinsmith shop in Hamburg, 
mburg the original site of which is now 
part of the Kronenberg store. In- 

deed a letter written several years 
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anges, The "Camera Corner" is compact but complete and houses considerable advertising 


material, specimens of photographic art and both quality and price line cameras. 
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after his arrival in this country, 
and still in possession of the fami- 
ly, told of the difficulties he was 
having in making a living, yet 
waxed enthusiastic over American 
freedom and the good prospects 
for the future. 

With the help of his Swiss-born 
wife, whom he married in this 
country, he _ finally prospered 
through the addition of other lines 
of interest to rural areas. Fire 
destroyed his shops and store in 
1882 these being rebuilt and ex- 
panded by his son, William. Two 


oc 


years later—in 1884—Joseph 


Mr. and Mrs. Krinenberg ride to the 
employee dinner on Sept. 29 in the 
type of transportation which was 
used when the store was started. 
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“Open House" visitors 
looking at an exhibit 
of merchandise, some of 
it 100 years or more 
of age, including some 
items which were made 
by Joseph Kronenberg. 





Here's a final view of 
the fashion parade at 
the employees’ dinner 
on Sept. 29, 1948. Some 
of these costumes are 
of a type far beyond 
the recollection of a 
younger generation. 
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Kronenberg retired and suld the 
business to his son, William and a 
partner, Newton Fish, the business 
becoming Fish & Kronenberg. The 
founder passed on in 1598. 

William, like his father, was ag- 
gressive and foresighted and un- 
der his guidance the business 
doubled operations, erecied new 
buildings and expanded its lines 
to include general hardware, tin- 
ning, plumbing, steamfiiting. 
stoves and furnaces. He had en 
tered the business as a 16-year-old 
lad in 1872, and retired from it in 
1901, because of a need for out- 
door life. William Kronenberg be- 
came a construction supervisor in 
the oil pipe and gas pipe fields. 
His was an active life until his 
passing in 1930. He found time 
to be active in civic affairs, aided 
in establishment of the Hamburg 
Canning Co., of which he was pres- 
ident for many years, was a di- 
rector and president of the Bank 
of Hamburgh and active in realty 
development in the village. From 
1909 to 1922 he was village super- 
visor and under his guidance the 
Hamburg Town Park was pur- 
chased for residents of the com- 
munity. 
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C. W. Kronenberg fourth generation of the family, and the 450-Ib. 


“Open House.” At the left is 


Claude Bain who took 30 hours to bake and decorate the cake. 


Charles B. Kronenberg. now 
president of Kronenberg’s, Inc.. 
joined the store in 1905. Affiliated 
with many civic and fraternal or 
ganizations he has been a director 


of the Bank of Hamburgh since 











FRIDAY 


This announcement 
of the centennial 
sale of the store 
ran in the Ham- 
burg Sun and Erie 
County Indepen- 
dent and appear- 
ed in the issue for 
Sept. 30, 1948. It 
wes full page 
tabloid size and 
was 17 in. high 
and 11/2 in. wide. 
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1919 and its president since 1930 
Since 1908 he has been a director 
of the Hamburgh Savings & Loan 
Association. 

Representing the fourth genera 
tion of the family to be active in 
the business, Charles W., son of 
Charles B., is vice president of the 
concern. Besides his duties as an 
officer of the firm, he heads the 
camera and sports department for 
Kronenberg’s. His affiliation with 
the business was interrupted dur 
ing World War II by service as an 
artillery officer and hopes that his 
infant son, Jon Eric, will some 
day be in the business as the fifth 
generation of the family, so en 


gaged. 


Anniversary Brochure 


\s to the store’s growth, the an- 
niversary brochure points out that. 
“Our philosophy of business is 
based on the democratic relation- 
ships sponsored by our founder. 
Joseph Kronenberg and his son. 
William Kronenberg. Today that 
spirit is exemplified by the friend 
ship and loyalty we have between 
ourselves and employees and the 
friendship of our employees with 
our clientele. 

“This store is a monument to 


(Continued on page 94) 
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Floor Space—the Problem 
Modern Display—the Answer 
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Moving a plumbing and heating shop to the basement added 30 ft. to 

the main store room of the Hill Hardware, Postville, lowa, and cleared 

the decks for display selling. This town of 1,200 now has a hardware 

store it can boast about. These illustrations show what Louis L. Hill, 
N.R.H.A. president, has accomplished. 
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Housewares, cleaning 
goods, and appliances 
range along.a sidewall and 
towards the rear. In the 
store center are four shop- 
ping islands, 8 ft. long and 
5 ft. wide which are used 
for gift goods and house- 
wares. 


Part of the former shop 
room houses an elevator 
and an enclosed office lo- 
cated behind the new ap- 
pliance section. The entire 
store can be kept under 
supervision from the office. 

Other physical changes in- 1 
clude a complete fluores- 

cent lighting system, press- 
ed wood squares on the 
sidewalls down to fixture 

height and a _ complete | 

painting job. 








1948 
This shot, from the rear of M 
the store, shows a neat Unk 
display arrangement of Hard 
otherwise, hard-to-store, Park 
farm supplies such as pails P 
and milk cans. The entire prove 
store was planned by the track 
lowa Retail Hardware 
Assn., co-operating with rom 
Mr. Hill. custo 
pract 
these 
Wi 
ner-s 
new 
husky 
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Without previous retail experience, D. K. Becker and W. O. Muncy opened their hardware 


store, a 30 by 95-ft. showroom of merchandise. 


The Extras Pay Off 
For This New Store 


Faced with established competition, but with a 
trade population of 175,000 to draw from, the 
Valley Hardware Co. cashes in on "plus" services 


— in May, 


1948, D. K. Becker and W. O. 
Muncy, proprietors of the Valley 
Hardware Co., 408 Seventh St., 
Parkersburg, W. Va., have already 
proved that they are on the right 
track to profitable retail selling. A 
bromide to some, the adage, “the 
customer is always right,” is a 
practiced business philosophy of 
these hardware novitiates. 

With that precept as their cor- 
ner-stone of service-retailing, this 
new business has been given a 
husky frame on which to grow in 


the future. On the basis of the 
store’s first four or five business 
months, volume is steadily ap- 
proaching the six figure mark for 
a year’s operations. 

To the Valley Hardware, the 
customer being right—always— 
means offering an unconditional 
guarantee on all its merchandise. 
That’s a policy that’s the best 
honesty and one that has cost the 
firm less than $100 in its first 
months of business life and built a 
steady repeat trade. It means, too, 
that service, adjustment and re- 
pairs are made without question. 
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This view is from the store's front. 


Another of the extras that pays 
an extra in volume dividends stems 
from the traditional wholesaler- 
retailer relationship. If an item 
not in stock or out of stock is 
called for, the customer is not 
turned away. Instead, if he will 
wait, calls are put through to the 
local wholesalers for the merchan- 
dise. That willingness to pursue a 
sale has provided an extra volume 
of from $1,000 to $1,500 per 
month that otherwise would have 
been lost. And, because whole- 
salers can provide such services, 
Mr. Becker and Mr. Muncy prefer 
to depend entirely on their whole- 
salers rather than on buying di- 
rectly from manufacturers. 


Advertising Media 


To keep in touch with its poten- 
tial 175,000 trade population, the 
Valley Hardware depends in some 
measure on advertising by direct 
mail and in farm papers. The firm 
also advertises in the local high 
school papers because it considers 
students a highly impressionable 
croup. which if they can influence 
to visit the store, they can influ- 
ence into becoming long-term cus- 
tomers. Students’ favor and pa- 
tronage is further encouraged by 


(Continued on page 71) 
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Sales went up 50 per cent when Maskell's moved two blocks to a slightly smaller 
store. A second floor will be added to house builders’ hardware, toys and stockrooms. buildi: 


Maskell Gets Them | C 


W. hardware store in Grosse Pointe he wanted just about everybody to This 
HEN Clifford Park. a suburb of Detroit, Mich., know about his new store so he his pa 
Maskell was ready to open his new about a year ago, he decided that invested heavily in advertising two i 
$750 worth. tablish 
Besides advertising in_ three a << 
newspapers that blanket his trad- widens 
ing area and mailing 5000 notices, Mr. 
he spent $75 to rent two huge of ten 
searchlights which swept over the he per 
sky continuously from 7 till |] Sennen 
p-m., on opening day, Saturday seal 
Sept. 10, 1947. Miles away peo- stalled 
ple saw the lights and being curi- wneng" 
ous followed them to Maskell’s, of hie 
and then joined the crowds going buildir 
into the bright new store. 
Visitors Became Customers 
Mr. 
By the end of the day between plannit 


3,000 and 4,000 people had in- 


store a 





spected the store and every third which | 
This attractive new store and its side parking lot invite motorists ~ fourth one made a_purchas tendo 
to do their hardware shopping there when traveling to or from Detroit. From that time many of these peo- stores. 
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ple became steady customers of the 
new store at 17,020 Mack Ave. 

Mack Avenue is a heavily trav- 
eled arterial highway leading into 
Detroit and Mr. Maskell figures 
that 95 per cent of his customers 
come to his store in their cars. He 
gets his heaviest trade in the early 
morning hours and again in the 
late afternoon when people are 
either going to or returning from 
their work in Detroit. 


Foresight Paid 


About four years before Mr. 
Maskell built his new store he had 
heard that Mack Avenue was to be 
extended at that point and he had 
the foresight to buy a large plot of 
land with the idea of eventually 
building a hardware store. 


chandising experts, fixture manu- 
facturers and other dealers. 

One of these features is the side 
entrance which he copied from a 
jewelry store front he had seen in 
New England. This side door is 
slightly recessed and is flanked by 
two windows, each about 2 ft. 
wide, in which are displayed traf- 
fic appliances or other small ob- 
jects. One of these displays can 
also be seen through a side window 
by anyone standing in the little 
recessed areaway. 

His primary purpose in giving 
his store a side entrance was to 
eliminate the baby carriage prob- 
lem with which many stores have 
to contend. Mr. Maskell had seen 
many mothers bring their car- 
riages into stores and park them 
directly in the center aisles where 


Coming or Going 


This was a fortuitous move on 
his part, for his hardware store, 
two blocks away, that he had es- 
tablished about eight years earlier, 
was condemned to permit the 
widening of the highway. 

Mr. Maskell was practically out 
of business for three months while 
he personally directed and helped 
construct his new store. He did 
much of the carpentry and _ in- 
stalled the ceiling and in other 
ways helped hasten the completion 
of his new brick and cinder block 
building. 


Planning Took Time 


Mr. Maskell spent more time in 
planning than in building his new 
store and it incorporates features 
which he learned about by reading 
trade publications, visiting new 
stores, and by talking with mer- 





they were an inconvenience to 
other customers. He planned his 
store so that store traffic is chan- 
neled according to people’s inter- 
ests. He laid out his store so that 
there are two side aisles and two 
inside aisles. each 4% ft. wide. 


Feminine Appeal 


He arranged his stock so that 
the merchandise that has a particu- 
lar appeal to the women can be 
found down the center aisles. The 
merchandise that is most common- 
ly bought by the masculine trade 
was placed along the aisle directly 
in front of the door. The tool 
racks are just inside the door. 
Along the farther wall are the paint 
and kindred lines. 

The owner felt this was _ the 


Most of his Grosse Pointe Park customers drive 
past his store on their way to and from work so 
he advertises to get them to stop and. shop there 








The door is at one side, thereby giving an unbroken expanse of window 
frontage. Small items are shown effectively in the two small windows. 
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wisest arrangement fer his particu- 
lar store because many of his best 
customers are carpenters, brick- 
layers, plumbers, painters, electri- 
cians and others, who don’t like to 
have their time wasted by waiting 
while women make up their minds 
about small kitchen gadgets. Since 
all the table displays are below eye 
level a craftsman can tell at a 
glance in which section of the store 
he can find what he is seeking. 

Mr. Maskell is very considerate 
of his craftsmen customers for he 
himself had been one until he de- 
cided to leave the sheet metal field 
to go into the hardware trade. By 
giving good service to these men 
with whom he formerly worked, he 
has built up a substantial trade 
with them. 


Advertises Regularly 


Because he figures that he has 
to compete with all the other hard- 
ware stores which lie along Mack 
Avenue, all the way into the heart 
of Detroit, Mr. Maskell knows full 
well that he has to advertise regu- 
larly in order to stop many of the 
people who drive past his store 
every day. While he considers his 
trading area to be about two miles 
long and a mile wide, Mr. Maskell 
knows that he has potential cus- 
tomers who drive 20 miles from 
their homes into the center of De- 
troit. His objective is to get more 
and more of these commuters to 
stop at his store. 

While he does advertise in the 
weekly Grosse Pointe newspaper 
which covers his trading area, he 
finds that direct mail advertising 





Tools are near the front door. The store is arranged so that painters go 
to one part of the floor, electricians to another, carpenters to another. 


is more effective for his store. He 
has been using direct mail cam- 
paigns about every three months 
for the past five or six years. At 
the present time he uses a mailing 
service which distributes between 
8000 and 10,000 mailing pieces 
within his trading area. 


Uses an Agency 


When he first started to use di- 
rect mail he and his employees did 
all the work involved but he final- 
ly came to the conclusion that it’s 
a waste of a hardware dealer’s time 
when the job can be done more 
efficiently by an agency. 

His mail campaigns get immedi- 
ate results, according to Mr. Mas- 
kell, especially when they are 
timed just right for the painting 
or gardening season. He can tell 
when the mailing pieces have 











Rope is displayed neatly and is readily accessible. 
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reached certain areas by the phone 
inquiries he gets. 

More than half the people who 
reside in his trading area are of 
above average means and many 
are professional people, and are 
therefore discriminating in their 
tastes even when it comes to hard- 
ware store merchandise. This Mr. 
Maskell learned when he stocked 
a lot of low-priced aluminum 
kitchen utensils, early this year. 
In a few months’ time he was able 
to sell only a few pieces of the in- 
expensive utensils but in the same 
period he sold more than 200 
pieces of copperware, bearing a 
well-known brand name and sell- 
ing at much higher prices. 


An Effective Method 


One of the most effective ways 
in which he does direct mail ad- 
vertising is to have printed eight 
or 10 slips of paper of postcard 
size which can be slipped into a 
small envelope. These are printed 
on both sides, in color, with a dif- 
ferent item or line featured on 
each side. One of these ads may 
show and describe a can opener 
that might interest Mother; an- 
other may list the prices of shells 
and cartridges for Father’s bene- 
fit; a third may be of interest to 
the young son in the family be- 
cause it’s about a football, and a 
fourth may show a girl’s bicycle. 
There are enough slips in each en- 
velope to interest all the family. 

A number of other businesses 
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rushed to the same _ intersection 
when Mack Ave. was extended at 
that point and the hardware store 
shares in the traffic that is drawn 
to the spot by a restaurant, a 
beauty parlor, a confectionery 
store, auto accessories store and a 
real estate office. 

In less than a year’s time Mr. 
Maskell found that he was doing 
50 per cent more business than he 
had done in his old store two 
blocks away. 


Attractive Floor 


One of the most attractive fea- 
tures of the new store is an asphalt 
tile floor, done in contrasting col- 
ors. Because of the crowds that 
swarmed into the store on opening 
day Mr. Maskell was dismayed, 
fearing that his new $500 floor 
was being ruined. The next day 
when he had it cleaned and pol- 
ished he found it just like new and 
he has kept it that way ever since 
by having it scrubbed and waxed 
every two weeks. 

This floor, he believes, helps 
him increase his sales of floor 
waxes, cleaners and floor mainte- 
nance materials of all kinds. As a 
reminder to his customers he keeps 
three floor buffers up by the front 
door. These he rents, together 
with a sander and an edger. These 
are rented mostly by home owners 
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This "stopper" sold cases and cases 
of 2, 4-D when the weed-killer was 
first introduced. This ad was four 
columns by 12 in. in size. Another 
effective ad featured a sash and 
moulding painter. When the dealer 
found that it “pulled”, he repeated 
it and sold 300 of these items. 


From eight to 10 
of these printed 
slips, post card 
size, are slipped 
into envelopes 
and are mailed 
to approximately 
8,000 homes. 


but he also gets a good part of this 
business from small stores and 
offices. 

Garden tools, equipment and 
materials of all kinds constitute a 
major line with this store because 
it is located in a community of 
homes. There are scores of new 
homes of the $10,000 to $15,000 
variety in the neighborhood, and 
each one requires lawn materials 
and equipment. During the spring 
this store sold 10 power mowers 
and 45 hand mowers. 

The store was built back from 
the street so there is sufficient 
space in front of the store for the 
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display of garden equipment, 
wheel goods, galvanized ware and 
other larger merchandise. 

Hunting and fishing lines were 
stocked in the new store. 

Mr. Maskell anticipated that his 
business would soon outgrow the 
first floor of his 40 by 70 ft. store 
so he built with the idea of adding 
a second floor as soon as neces- 
sary. Provision was made for a 
stairwell and the flooring is al- 
ready in place for the segond floor 
which will be used for the display 
of builders’ hardware, a_ year- 
‘round toy department and for 
storage. 


The Extras Pay Off for This New Store 


(Continued from page 67) 


denations towards team and band 
uniforms. 


Largely Institutional 


Much of the store’s advertising 
is largely institutional in its mes- 
sage and a favorite copy theme 
plugs the idea of hardware as gifts 
of quality. 

Store sites can often spell the 
difference between the success and 
failure of a store. The Valley 
Hardware, in this respect, is par- 
ticularly fortunate in being situ- 
ated a few doors away from Park- 
ersburg’s bus station, which car- 
ries a great deal of farmer-traffic. 
Consequently many a farmer pass- 
ing by has been tempted to visit 
the store because of its new and 
attractive neatness. It’s not un- 
usual for farmers to stop in and 
pick up purchases en route home. 
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The store itself is a 30 by 95 ft. 
premises and has been equipped 
with fixtures made by W. C. Heller 
& Co. There is also a full-size base- 
ment in reserve for future ex- 


pansion. 


Extras Get Results 


It’s these extras which this young 
store provides that have helped it 
grow healthy roots and spread its 
influence. The proprietors took 
their first lessons in retail pro- 
prietorship from a Department of 
Commerce booklet, “Establishing 
and Operating a Hardware Store” 
and now that they've set up thelr 
business. have been learning eve 
since. One of their best continu- 
ing sources of hardware informa- 
tion is from salesmen. They make 
an effort to see them all at all 
times. 





Truckers Emphasize 
Speedy Steel Shipments 





BRIDGEPOR’ 


Hot-rolled strip in 5-ton coils on a 
trailer en route from Carnegie- 
Ilinois’ Irvin Works near Pittsburgh 
to Follansbee Steel Corp. Although 
trucking this shipment to Follansbee, 
W. Va., saved less than $1 a ton, 
the steel got to its destination the 
same day. It also by-passed the 
shortage of railroad gondolas. 





This double trailer leaving the Irvin 
Works is carrying about 20 tons of 
sheets which it delivered in Detroit 
the next day. The trucker doesn't 
stress the $24 saving in cost on the 
shipment but emphasizes speed — 
overnight delivery — to sheet- 
starved consumers. This contrasts 
with three days by rail. In Ohio 
and Michigan the payload limit is 
25 tons; in Pennsylvania 20 tons, on 
double trailers. 








Most steel is hauled in open trail- 
ers but some is moved in covered 
vans. Steel mills don't like to load 
this type vehicle—may one day 
charge extra for it. Here cold-fin- 
ished bars are being loaded at 
Jones & Laughlin's Pittsburgh mill 
warehouse. The setup permits load- 
ing eight trucks at one time. 





Some truckers try for too much 
profit and run into trouble with po- 
lice weighing crews. Police said 
that this trailer, stopped near Pitts- 
burgh, was carrying 48 tons of 
coiled strip, a 33-ton overload. 
Railroads are in the van in the 
fight against overloading and Penn- 
sylvania state police are cracking 
down on violators. 
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BRIDGEPORT, 














Merry Christmas 
wi’ Happy New Year 





To all of you, from all of us at Remington, most hearty season’s 
greetings! Your loyalty and cooperation are sincerely appreciated. 
We wish you and yours the merriest of Christmases, and hope 


that you may enjoy a most prosperous New Year! 


Remington 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT 2, CONN. 
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The new Hibbard, Spencer, Bartlett & Co. plant at 2201 W. Howard St., Evanston, Ill. 
Building and grounds cover 35 acres and floor space is equivalent to 19 acres 


19 Acres of Wholesaling 
Under One Roof 


Hibbard, Spencer, Bartlett & Co.'s new plant in Evanstown, IIl., 

designed to represent the ultimate in hardware wholesaling 

facilities today, features 840,000 sq. ft. of warehouse and 

office space—the latest materials handling equipment. Three 
freight tracks run into building 


The second floor 
reception lobby. 
Beyond are the. 
general offices. 
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A SYMBOL of suc- 


cessful hardware enterprise over 
the course of 93 years is the new 
building housing the offices and 
warehouse of Hibbard, Spencer, 
Bartlett & Co. in Evanston, IIl. 
Representing the latest in mate- 
rials handling planning in the 
wholesale hardware field, the plant, 
in building and grounds, covers 
35 acres in a combination of 
efficiency and beauty. 

The first thing one sees on ap- 
proaching the new quarters is the 
sign over the model, experimental 
retail store. It is 106 feet long 
and made of a permanent enamel 
steel which is blue in the daytime. 
The letters are 5 ft. high and are 
silhouetted at night by the light 
of 2000 25-watt lamps. 


Modern Exterior 


The outside of the building, in 
keeping with the inside, is beauti- 
ful as well as modern. Beauty in 
winter and summer was the object 
of the landscapers. One thousand 
low, trimmed yew hedges at the 
main entrance, create a compact 
evergreen foliage the year round. 
In front of the hedges colorful 
petunias are planted. Between the 
hedges and the building 2000 win- 
tercreeper provide a complete 


green carpet. Juniper is planted in 
bays and points to relieve straight 
line monotony. In addition cherry. 
thorn, crab apple, and birch trees 














The lobby leading to the model retail store, auditorium, warehouse and 
offices is 35 ft. high. Marble imported from Italy and cut and polished 
in this country was used throughout this truly imposing room. 


provide an effective background 
for the modern and _ beautiful 
building. 

The lobby to the building is 35 
ft. high, finished in marble im- 
ported from Italy and cut and pol- 
ished in this country. The central 
lighting fixture weighs 5100 lbs. 
and contains 540 solid glass tubes. 
It gives off 7500 watts of light. 

Off the lobby is the entrance to 
the retail store and the staircase 
leading to the offices on the second 
floor. The offices, retail store, 
cafeteria and personnel depart- 
ment, occupy 107,224 sq. ft. of 
floor space. 


Experimental Retail Store 


The experimental retail store 
was planned as a sample room and 
a model store which would show 
the firm’s customers not only the 
merchandise they can buy but also 
how that merchandise may be dis- 
played effectively. 

Stretching behind the store is 
one of the largest one-floor build- 
ings in the country. It is 800 by 
1060 ft. in dimension and cover- 
ing nearly 840,000 sq. ft. As an 
idea of the vastness of this build- 
ing, the floor area has as much 
concrete in it as a highway 20 ft. 
wide and seven miles long. Twelve 
full-sized football gridirons could 
be housed and there still would be 
room for spectators. Distance from 
one end of the building to another 
is about two and a half times the 
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distance from home plate to the 
center field fence in the average 
baseball park. Roof drainage is 
equivalent to that of 4000 homes. 

A water supply from the 100,- 
000-gal. steel gravity tank, at one 
end of the building on an 100-ft. 
elevation, is used for the 8460 
sprinkler heads in the building and 
also for the lawn sprinklers. 

One of the more impressive 
mechanical features of the ware- 
house is a “dragline” which circles 
around the bin’ merchandise. 
Trucks may be hooked on this 
dragline which is 1200 ft. long, 
accommodates 120 trucks, and 
takes 40 minutes to make the com- 
plete circuit. 


Handling Orders 


When an order is received, it is 
put on a truck. At the same time, 
cards are placed in the box on 
front of the truck, indicating the 
division from which merchandise 
will be filled from the order. The 
truck is then hooked onto the drag- 
line, but can be unhooked at any 
point if items in any division are 
too numerous to be filled by the 
order clerk in the regular time. 
The truck can be hooked on the 
dragline again when it is ready to 
move on. A time card is also at- 
tached to the truck, so shipments 
will be packed in the order in 
which they are received. 

When a truck has made a com- 
plete circuit, of the bin merchan- 
dise stock, it comes to the packing 
department where it is discon- 
nected from the dragline and the 
items checked. The order is then 
ready for packing. : 

After the merchandise is packed. 
labels which were prepared in the 
order entry department, are at- 
tached by the packer and the box. 
or carton, is placed on a conveyor 
belt which runs about 500 ft. to a 
scale, where boxes are weighed 
and the weights recorded on the 
order. 

Behind the bin stock department 
is the receiving department where 
all less-than-carload merchandise is 
delivered by trucks. Fifteen trucks 
can be accommodated at one time. 
Entrance and exit doors are oper- 
ated by the electric eye. Merchan- 
dise is placed on trucks, when un- 
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Views of Hibbard’s Experimental 
Retail Store 





A view of the experimental retail store planned as a sample room and 
model store to show the firm's merchandise and how it may be displayed. 





The model store is off the main entrance. The name sign above the 
store is 106 ft. long, made of permanent enamel steel which is blue 
in the daytime and at night is silhouetted by 2000 25-watt bulbs. 





Another view of the model store. In addition, the plant 
has an auditorium in which dealer meetings can be held. 


loaded, and pulled by tractor to 
the various sections of the ware 
house. 

The full-package merchandise 
section and car unloading has a 
“south” railroad track with a ca 
pacity of 14 freight cars. A simi 
lar track further to the north has 
the same capacity. Merchandise 
from the factories received on 
these tracks is placed on pallets 
and removed from the car by elec- 
trically operated transporters, or 
fork lifts, to the platform from 
which point the pallets are picked 
up by electric fork equipment and 
taken to various sections of the 
building. 


Full Package Department 


In the full package department, 
as an order comes off the con- 
veyor belt from the packing de- 
partment, if it has no full pack- 
aged items on it, it is complete 
and ready for shipment. However, 
if full package items are on the 
order, the packed boxes from the 
packing department, together with 
the order, are put on a warehouse 
truck, one that is considerably 
sturdier than those used in the bin 
section. 

A box for division cards is on 
the front of this truck also. The 
truck is hooked on to a second 
dragline which makes a circuit 
through the full package goods’ 
stock. This dragline is 1600 ft. 
long, will accommodate 140 trucks 
and takes about 45 minutes to 
make the complete circuit. 

In making the circuit of this 
stock, the order is filled and 
checked, and labels attached as it 
goes along the dragline. At its 
end, the truck is detached and 
turned over to the shipping depart- 
ment which is immediately to the 
left. Here 24 delivery trucks can 
be stationed to be loaded with the 
completed shipments. 


10,000,000 Lbs Per Month 


Heavy merchandise such as 
nails, barbed wire, stoves, lino 
leum, etc., when called for on an 
order are picked up by fork lift 
trucks and are then brought to 
the shipping department.  Ap- 
proximately 175,000 packages pe! 
month, with a tonnage of approx 
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‘< | to you an old-fashioned Merry Christmas... 
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s; to 
this 
and S we enter our 80th year of service to the hardware 
as it trade, we wish to express our sincere apprecia- PM ZALI FNS LT pl L085 § 
_ its tion for your continued friendship and patronage. 
and . —_— . 
om We are sincerely grateful for your patient under- The Cleveland Chain & Mfy. Co. 
the standing of the production difficulties, due to steel Cleveland 5. Ohio 
‘ile shortages, that have constantly beset our industry. Deciatiinn Cemmaties: Cait Gened ti tae Chene, 
' r : land $, Ohio * The Bridgeport Chain & Mtg. Co., 
the And—we pledge that in the coming year we will Bridgeport 1, Conn. + Seattle Chain & Mfg. Co. 
7 é ‘ Seattle 8, Wash. « Round California Chain Co., 
strive to better our services to you... in the hope that So. San Francisco and Los Angeles 54, California 
5 é Woodhouse Chain Works, Trenton 7, N. J 
we may continue to merit your regard. 
h For 49, we wish you happiness, prosperity and peace. Since PDR" 1869 
as = f a] 
' Veg wo 
ino wr ° ‘ 
| an hoor SYA 
lift Vice Pres., Charge of Sales 
t to Security In Every Link 
Ap- 
pe! 
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mately 10,000,000 Ibs. per month, 
are handled by the shipping de- 
partment. 

Fork lifts facilitate moving the 
palletized merchandise about the 
warehouse. The pallets are wooden 
platforms that fit onto the forks on 
the trucks. When the contents of 
one of these platforms is to be 
moved, the fork truck moves over 
to it, the forks going into the 
spaces of the platform. The truck 
then backs away carrying several 
hundred pounds of merchandise. 

These trucks can also raise or 


“Draglines" are used to move trucks about. There are two such systems; one 1200 ft.. 
long, accommodating 120 trucks; the other 1600 ft. long, accommodating 140 trucks. 


lower their forks which means 
they can pile or unpile goods on 
any level. Eleven of these trucks, 
which are powered by electric bat- 
teries, and 18,000 pallets, are in 
use. In addition, two warehouse 
tractors, powered by electric bat- 
teries and with a capacity of 15 
loaded warehouse trucks, are used. 

A third railroad track into the 
warehouse holds 12 cars. Heavy 
merchandise such as nails, stoves. 
etc., comes in on this track and it 
is also used for outbound carload 
shipments. 







The plant’s partial second floo: 
is almost entirely occupied by gen- 
eral offices which feature indirect 
lighting and an accoustical ceil- 
ing to absorb sound. Therefore, 
though there are 350 people work- 
ing in one room—operating type- 
writers, bookkeeping machines and 
other devices, and talking over the 
telephone, it is quiet and pleasant. 
The air-conditioning 
makes the equivalent of 390 tons 
of ice a day and cools the office 
during the summer. 

The buyers’ and assistant buy 


equipment 





This conveyor belt runs 500 ft. Racks right and left above 


it provide salvage and storage 
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Fuu-COLORAD |". TO CATCH THOSE 7 
- 10 a || LATE SHoPPERs! 
XMAS BUSINESS: = (preva 
eronaescTins = _ M/D - DECEMBER 
<a - ij 


UP GO YOUR CHRISTMAS SALES OF ZIPPO LIGHTERS 
WHEN FOLKS IN YOUR NEIGHBORHOOD SEE THESE BIG ADS 
IN LIFE, LOOK AND THE SATURDAY EVENING POST, 
AND THE NEW YORKER! THEY RE PART OF THE BIGGEST 
ADVERTISING CAMPAIGN IN ZIPPO HISTORY! TIE-IN WITH 
THIS CAMPAIGN! WRITE ZIPPO MFG. CO, BRADFORD PA. 
FOR FREE SALES AIDS! PuT THEM TO WORK For You! 


GO With ZIFPO THIS CHRISTMAS! 
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Six tumblers in a neat box 
—easy to display— easy 
to sell. Two blue, two tan- 
gerine, two green. 


Of most attractive design 
with flared rim which 
permits easy pouring and 
gives rigidity. Highly 
durable—good for long, 
satisfactory service. Size, 
814 oz. 

They make attractive dis- 
plays and move fast! An 
excellent item to feature 
now. Ask for folder A-] 
and prices. 


PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET 














CLEVELAND 4, OHIO 
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Three railroad tracks run into the building; two have a 
14-car capacity and the third a capacity of 12 cars. 


ers offices are near the front door 
because they have the most callers. 
Next comes the stenographic de- 
par.ment, the dealers’ service de- 
partment, credit and bookkeeping 
departments, the treasurer's and 
cashier’s office: the order entry 
department where all orders are 
received and prepared for the 
warehopse, the country sales and 
city sales departments, and the fil- 
ing department. 

Other sales departments are: in- 
dustrial and railroad sales, depart- 
ment store sales, the inventory con- 
trol department, mail department. 
and pricing and billing depart- 
ments. A photostatic machine re- 
produces invoices photographical- 
ly very rapidly. A conveyor, run- 


ning through the departments 
eliminate the usual “office boy” 
who had to run around distrib- 
uting material to the different de- 
partments, 

There are two private offices in 
the building; one for F. B. Kauf- 
man, Hibbard president, and the 
other for C. J. Whipple, chairman 
of the board. There is also a di- 
rectors’ room and a little kitchen 
where luncheon can be made for 
the directors. 

Hibbard, Spencer, Bartlett & Co. 
maintains a personnel office where 
applicants for positions are inter- 
viewed and personnel records arg 
kept. Adjoining that department 
is’ a medical department with a 
registered nurse on duty all the 





Eleven fork lift trucks, powered by electric batteries, are used 
for handling palletized merchandise; 18,000 pallets are in use. 
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time and a doctor in attendance 
two hours every morning. There 
are also beds for people who may 
become ill or injured at work. 
The Blue Cross plan for hospital 
care is available to all Hibbard 
employees and their families. The 
company also has group life insur- 
ance and a retirement plan under- 
written by an insurance company. 
Hibbards and its employees con- 
tribute to these welfare plans. The 
employees have a savings and loan 
association which has been oper- 
ating for more than 25 years. 
There is a cafeteria which will seat 
350 people served from a tiled 
kitchen with all 
equipment and the latest automatic 


stainless _ steel 


and hygienic devices. A conveyor 
belt returns used dishes to the 
kitchen. 

The new plant also houses an 
auditorium which will seat a thou- 
sand people. The company plans 
to use it for meetings of employees 
and dealers and for recreation. 


Began in 1855 


It was in 1855 that William G. 
Hibbard began this hardware en- 
terprise in a four-story, 24-ft. wide 
building in Chicago that was to 


become, 93 years later, a whole-" | 


sale hardware organization, of 
such magnitude that a_ building 
1060 ft. long and 800 ft. wide is 
needed to house its operations. 

The young firm of Tuttle, Hib- 
bard & Co. survived many hard- 
ships including a fire in 1857 and 
the panic of the same year. Despite 
these setbacks, business increased 
and the firm moved to a larger 
building at 62 Lake St. in 1860. 
Five years later, Franklin Spencer 
joined the company to make the 
title, Hibbard & Spencer. Once 
again the growth of sales forced a 
move to larger quarters at 92-94 
Michigan Ave. 

The Chicago fire of 1871 de- 
stroyed much of the stock and 
what was saved was removed to 
William G. Hibbard’s home. After 
a brief stay there, the business re- 
sumed operation at 30-32 Lake 
St., where in a few years they ex- 
panded until they were using all 
the buildings from 16 to 32 
Lake St. 

Adolphus Bartlett began work 


(Continued on page 98) 
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4 With the new demand for more efficient 
cies) closet space, leading home furnishings 
ye magazines are constantly pointing to 
cluttered, outmoded closets as the homemaker’s 
No. 1 headache. You can cure this headache 
profitably when you feature K-Veniences. 


K-VENIENCES will modernize and beautify 
any closet. They double closet capacity, keep 
everything in easy reach, save pressing — and 
they can be installed in a jiffy. K-VENIENCES 
give so much value for so little money. 


K-VENIENCES ARE YseTesTed 
FEATURE THEM CONSISTENTLY 


—~J 


Garment bracket increases ’ y ; 
Clothing carrier brings 


hook capacity six times. ee 
. ’ clothes within easy reach. 


( 
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Extension closet rod holds 
clothes without sagging 


Shoe rack holds five 
pairs of shoes securely. 


NNR ENA 


WROTE W. 






FREE BOOKLET 





GRAND RAPIDS, MICHIGAN 








Sell and Help Sell 





"The salesmen's honeymoon is over,” says Arthur Melamed, 
president of the Coast-to-Coast Stores Organization, in an 
address to the Minneapolis Association of Sales Managers. 
He contends it's now the duty of both manufacturers and 
wholesalers to show dealers how to sell more profitably. 


| AM, at heart, a buyer 
of merchandise. I belong to that 
breed of tomcats that buys mer- 
chandise, and then virtually chal- 
lenges the sales department to sell 
it at a profit. 
Of buyers, Elbert Hubbard even 
went so far as to say, and I quote: 
“The typical buyer is a man 
past middle life, spare, wrinkled, 
intelligent, cold, passive, non-com- 
mittal; with eyes like a codfish, 
polite in contact, but at the same 
time unresponsive, cool, calm and 
as damnably composed as a con- 
crete post, or a_plaster-of-paris 
cast; a petrified human with a 
heart of feldspar and without 
charm or the friendly germ, minus 
bowels, passions, or a sense of 
humor. Happily they never repro- 
duce, and all of them finally go 
to hell.” 


Now I have read and heard, and 
so have you, a lot of things equally 
uncomplimentary of sales managers. 
But, the fact of the matter is, heaven 
help the manufacturer, the whole- 
saler, and the dealer, in which or- 
ganizations those in charge of buy- 
ing, and those in charge of selling, 
do not work hand in hand, helping 
each other with their respective 
knowledge, contributing to each 
other the benefits of their respective 
experiences. 


Meet on Common Ground 


And, so, we meet on common 
ground today—the buyer and the 
seller. 

During the past few years, sales 
managers, for the most part, have 
had a picnic, or, as it has been re- 
ferred to more frequently, salesmen 
have been on a honeymoon. 
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I need not tell you that, up until 
recent months, the job of selling 
has been far less difficult than the 
job of buying. 

During that lush and, I might say, 
economically unhealthy period, the 
lot of the buyer was difficult. He 
stood begging for merchandise from 
his sources of supply. In his anxiety 
to give the sales department some- 
thing to sell, his tendency was to be 
indifferent to quality, indifferent to 
value and, sometimes, indifferent to 
company policy. As a result, many 
companies now find themselves with 
merchandise that no self-respecting 
sales department can dispose of, nor 
should dispose of, even if it were 
capable of doing so. 


Becoming More Difficult 


I need not tell you that, regard- 
less of how good business may be 
with you right now, the job of sales 
manager is becoming more difficult, 
and the anxieties of the buyer less 
severe. No longer can the traveling 
salesman cover his territory by tele- 
phone from the comforts of his own 
fireside. 

I say, it is a blessing to our eco- 
nomic structure that the days of 
easy, push-over selling are rapidly 
coming to an end—that buyers, once 
again can be choosy with their 
sources of supply and can insist on 
top quality, commensurate with 
prices, and that values can be 
weighed in the balance. 

I say, it is a blessing to our eco- 
nomic structure when sales mana- 
gers and their salesmen, once again, 
must strive to reach their quotas— 
that, once again, they must put forth 
the added effort and energy so es- 
sential to successful selling. 

For the past eight years, and up 


until recent months, the problem has 
not been how to sell, but what to 
sell. No longer is it a question of 
what to sell. It is becoming a ques- 
tion of how to sell. 

There’s an old adage, “Goods 
well bought are half sold,” which, 
I believe, is just as outmoded as the 
one about the man who builds a 
better mousetrap. To my way of 
thinking, the most constructive way 
—the best way—the easiest way—to 
makes sales is to help your cus- 
tomers sell what you sell them. Gone 
are the days of the brown derbied, 
checker suited, stogie-smoking, here 
today, gone tomorrow drummer 
the fellow whose sole interest in his 
customer was to sell him something. 
There were too many of that type of 
salesman for too long a period. As 
a result, while many manufacturers 
and wholesalers accumulated great 
wealth in their operations, they did 
it, to a great degree, at the expense 
of their customers. In so doing, 
some of them “killed the goose that 
laid the golden egg.” 


Too Much Time Elapsed 


Too much time elapsed during 
that period when too many manu- 
facturers and wholesalers were busy 
condemning and seeking legislation 
against mail order houses and chain 
store organizations, when it would 
have been much more practical for 
these manufacturers and wholesalers 
to apply to their own selling meth- 
ods, the very secrets—the very basic 
fundamentals—that contributed to 
the fantastic growth of the mail 
order houses and chain stores. 

It would have been much wiser, 
and much more profitable for them 
to have utilized that time in educat- 
ing their dealer customers in the 
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Joe S. Weber, like other champion fishermen everywhere, 
considers Langley reels the “finest ever used” for casting 
light lures. They know Langley reels embody every known 
factor for outstanding casting performance. For extreme 
accuracy and extra long casts with lightweight lures, 

light rods, and extremely light lines, Langley reels with the 


Anti-Inertia spool are the answer. All Langley reels feature 


the exclusive Langley Anti-Inertia spool that has no hard-to-start, 


hard-to-stop momentum. The spool starts quicker with the 
Cast, stops instantly when the lure strikes the water. 


Profit by selling the reels with the Anti-Inertia spool. 


*Letter from Joe S. Weber, 3905 McPherson, St. Louis, Missouri. 





MAKERS OF FIELD TESTED FISHING REELS 
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All Langley Casting Reels 
Feature the Anti-Inertia Spool 


Reel Spool Spool Reel Fair 
Model Diam. Width Weight Traded 


Streamiite 310 yn" 4 34° Sox. 12.50 
Streamlite 311 1," 134” Sox. 12.50 
Streamlite 312 1 “j. 1344” Sox. 12.50 
Lurecast 330 7, 134" 4¥2 oz. 15.00 
Target 340 15," 134” 402. 12.50 
Lokecast 350 “ 13%4" 60. 8.75 
Lakecast 352 134” 602. 8.75 


3 
4 

! 

2 
Plugcast 360 
DeLuxe Lokecast 370 4” 
Deluxe Lokecast 372 y,’ 

3 
44 


Castrite 380 


13%” 60x. 10.50 
134” 602. 10.50 
134” 60. 10.50 
134” Sox. 6.75 





For Information Contact Your Local Jobber or Write Direct to 







LANGLEY CORPORATION, 660 SECOND AVE., 
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SAN DIEGO 1, CALIFORNIA 


art of selling. I do not believe that 
the phenomenal growth of the chain 
store system was due to shrewd buy- 
ing. Rather, it grew and prospered 
by the sheer force of intelligent sell- 
ing, and all that it implies 
in the knowledge 


in prop- 
er store display 
of the merchandise to be sold—in 
advertising—and in all of the fac- 
tors that make successful retailing 
possible. 

You’ve been to boxing matches, 
so called, and seen a prize fighter 
go back to his corner, round after 
round, reeling and bleeding from 
the terrific punches of his opponent, 
only to be told by his manager and 
seconds to “get out and get him” in 
the next round—only to receive idle 
words of encouragement and inspira- 
tion, but with not a single sugges- 
tion of how to do it—and only to be 
knocked down and out on the canvas 


floor. Doesn't that type of fight 


manager and that type of second 
remind you of a certain type of 
Doesn't 
that prize fighter remind you of a 


sales manager you've met? 


certain type of salesman who has 
come to you, seeking an opportunity 
to make a comeback? 


Starts at the Top 


Successful selling is more than a 
sales manager's or a salesman’s job 
in any organization. That job starts 
with top management. That job is 
part and parcel of the buying and 
merchandising departments. Top 
management and the merchandising 
department must supply the tools 
the weapons—the opportunities—for 
the sales manager and the salesman. 
Without them, it is too much to ex- 
pect of any sales department to be 
successful in its work. 

There are many intelligent men of 





Tools Up Its Windows for 50 Per Cent Sales Boost 


HIS w-ndow display brought 

the Tracy, Robinson & Williams 
Co., Hartford, Conn., distributor 
of hardware and mill supplies, a 
50 per cent increase in sales of tool 
items. The window was a display 
tie-up inspired by an advertise- 
ment in Harnware AGE run by 
Better Homes and Gardens maga- 
zine, offering reprinis of a “Tool 
Up” article listing tools needed in 
every household. 

Russell E. Diehm of the hard- 
commenting on the 


ware firm, 


sales-stimulating display, 
“We are happy to say the recep- 
tion of the window was very en- 
Many of our custom- 


says 


couraging. 
ers mentioned seeing the display 
in the window. while others read 
the article in the magazine. Some 
of our customers commented on 
the display while they were in the 
store making a purchase. We 
found, too, that it was a reminder 
to them to purchase a tool which 
they often desired when doing a 


m'nor repair job at home. 


t AM 
“t1WUE SW 
Ane ORL 


Plenty of people viewed this window—purchases were next in order. 


fine personality who have failed as 
salesmen, solely because they were 
sufficiently unfortunate to represent 
companies whose ideas in buying 
and selling hindered whatever 
chances they may have had for suc. 
For. what entitles 
a company such as this, with. that 
type of sales policy to the loyalty 
and repeat business of its customers, 

You, as sales managers, have not 


cess as salesmen. 


had too much to worry about, as far 
as selling goods, is concerned, dur- 
ing what has been commonly called 
the post-war 
which came this 
honeymoon period. But 


period, and during 


most enjoyable 
what you 
are concerned about is this post- 
honeymoon period in which we are 
right now, or, at least rapidly ap- 
proaching. Some newspaper column- 
ists and radio commentators would 
have us believe that, not only is the 
post-war period over with, but we 
should consider ourselves in a_pre- 
If they are right, and 
we all hope and pray that they are 


not, then we will have to cross that 


war period. 


bridge when we come to it. 

But, right now, top management, 
buyers and sellers of merchandise, 
mindful of the increasing competi- 
tion in virtually all lines of en- 
deavor, have a joint responsibility. 
Top management must instruct its 
merchandise for 
sale. The 
sales department must have a hand 


buyers to select 


which there is a ready 


in the selection of that merchandise 
because its job is to dispose of it. 
(nd top management must say to 
its sales department, “Here are ad- 
vertising and merchandising and 
dealer service helps that will make 
it easier for your customers to sell 
the merchandise you sell them.” And 
the smart sales manager will say to 
his salesmen, “Don’t load your cus 
tomers. Help them to get maximum 
turnover of the merchandise you sell 
them. for if you do, you will have 
more and better customers over a 
longer period of years.” 


Depend on Manufacturer 


It is interesting to note that even 
the large chain store organizations 
look to their manufacturer suppliers 
for help in selling merchandise . . 
the products which they buy 
from them. Just recently, we were 
informed that one of the very large 
retail chain drug organizations. in 
no uncertain terms, admonished 
their manufacturer suppliers in ts 
I quote: “// you 


want to sell us something, be sure 


pertinent fashion. 


your product is accompanied by 4 
plan which will so help our business 
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1402 Merchandise Mart, 3 
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that we will be more anxious to buy 
your product than you are to sell it.” 
If these organizations, with all of the 
facilities, look to, depend upon, and 
expect their manufacturers to help 
them sell merchandise, certainly the 
independent retailer has every rea- 
son to look to, depend upon, and 
expect his wholesaler to help him 
sell the merchandise and products 
which he buys from his wholesaler. 

We hear and read a great deal 
these days about democracy in gov- 
ernment. How about applying more 
of its principles to the general con- 
duct of business, as it concerns both 
the buying and selling of merchan- 
dise? 

Too great is the number of com- 
panies, particularly retail establish- 
ments, that have been forced out of 
business because they have been the 
victims of over-enthusiastic and ag- 
gressive salesmanship . . . the sales- 
manship that concerns itself solely 
with the taking of orders. Some 
sales managers and salesmen feel 
that their job is to sell, sell, sell, 
and let the customer worry about 
the rest. The smart sales manager 
and the smart salesman, on the other 
hand, has the wisdom of adhering 
to the practice of sell and help sell. 

That’s it! Sell and help sell! If 


more companies followed that doc- 


trine, all of selling would be easier, 
and our appalling mortality in busi 
ness would be lessened. 

The news and the predictions of 
business, in general, are good, al- 
though here and there you meet 
businessmen who are still haunted 
by the bugaboo of a presidential 
election year. We are a great na- 
tion of prosperous farmers and well 
paid workers. And, much as some 
of our political from 
across the seas, and to a degree 
from within our own country, would 
lead us to believe, the backbone of 
our national wealth is made up of 
the incomes of the rank and file of 
our people. 


opponents 


I have every confidence that our 
American way of life will never be 
contaminated or destroyed by the an- 
tagonistic “isms” that emanate from 
beyond our borders. Our high, clean 
standard of living is our greatest 
strength for the preservation of our 
ideals. 

And with that, in closing, let us 
all . . . in top management .. . in 
sales management . . . in merchan- 
dising management . . . and in the 
service to those on whom our own 
success depends practice that 
democratic way . “live and let 
live” ... sell and help sell! 





Farm Reclamation Projects 
Step-Up Buying Potential 


(Continued from page 57) 


ture-conservation methods was car- 
ried out on the contour. A rough 
hilltop was returned to grass. 

Machines adapted to both large 
and small jobs were at work on 
45 acres of irrigated land. Two 
large fields were leveled, floated 
and finally fertilized in readiness 
for acrop. A new irrigation ditch, 
lined with concrete by two differ- 
ent methods, was built to bring 
water to a field formerly impos- 
sible to irrigate. 


Pond for Stock 


In the native grass pasture where 
60 head of dairy cattle are run, 
better utilization of the range is 
assured by construction of a stock 
water pond. Spreader dams in two 
locations insure the best use of all 
rainfall on the without 
gullying. 

When the giant demonstration 
was over, the farmstead had an 


grass 


entirely new and more attractive 
appearance. The 75-year-old home, 
shaded by giant now 
reached by a convenient winding 
driveway attractively fenced and 
landscaped. The milk house was 
repainted, the yard fenced and the 


trees, is 


driveway graded. A _ permanent 
concrete water tank replaces the 
dilapidated tank, and it and feed 
bunks stand on 


aprons in the newly leveled and 


now concrete 
drained feedlot. 

At each demonstration through- 
out the farm, trained technicians 
of the Soil Conservation Service 
and Extension Service of Colorado 
A & M College were on hand to 
answer questions of visitors. Tech- 
nical details of planning the field 
work were handled by these gov- 
ernment services. More than $1. 
000.000 worth of farm implements 
and machinery were on display in 
a 10-acre implement show area that 


had been provided. 


HARDWARE AGE, DECEMBER 16, 1948 





Oc 


AC] 

hou: 
Octobe 
ber, br 
the firs 
within 
period 
industr 
cent gr 
1946, 
figures 
C. G. F 
the Va 
ers’ As 
Chicag: 

Octo 
573, co 
tember 
from 3 
Ten-mo 
units, | 
the cor 
and to 
the enti 


Oc’ 
Ge 


IR 
in 
line ser 
7.2 per 
the Air 
way Ey 
cently. 
An e: 
were di 
schedul 
ing the 
315,459 

1947. 
fic, wh 
85,000- 
U.S. a 
crease 
month, 
nouncec 
Amor 
highest 
of air « 
in Octo! 
cent; De 
ington, 
burgh, 
13.5 pe 
cent; ( 
Dallas, § 
7.3 per 


HARDW 


> Casier, 
in busi- 


tions of 
ood, al- 
u meet 
haunted 
sidential 
reat na- 
ind well 
as some 
s from 
degree 
r, would 
bone of 
e up of 
1 file of 


hat our 
ever be 
‘ the an- 
ite from 
h, clean 
greatest 
1 of our 


, let us 
am ae 
.erchan- 
1 in the 
yur own 
ice that 
and let 


tractive 
1 home, 
is now 
vinding 
ed and 
ise was 
and the 
manent 
ces the 
nd feed 
oncrete 
ed and 


hrough- 
nicians 
Service 
olorado 
1and to 
q Tech- 
he field 
se gov- 
an $1. 
lements 
splay in 
rea that 


6, 1948 





Oct. Vacuum Cleaner 
Sales Ahead 
Of Sept. Totals 


ACTORY sales of standard-size 

household vacuum cleaners in 
October edged ahead of Septem- 
ber, bringing the total units sold in 
the first 10 months of this year to 
within 7.9 per cent of the same 
period in 1947, best year in the 
industry’s history, and 23.6 per 
cent greater than the total for all 
1946, according to industry-wide 
figures announced here recently by 
C. G, Frantz, secretary-treasurer of 
the Vacuum Cleaner Manufactur- 
ers’ Assn., 141 W. Jackson Blvd , 
Chicago 4. 

October unit sales totaled 281,- 
573, compared to 280,084 in Sep- 
tember and down 21.4 per cent 
from 358,546 in October, 1947, 
Ten-month sales were 2,831.78 
units, compared to 3,076,963 in 
the corresponding period of 1947 
and to 2,289,441 cleaners sold in 
the entire year of 1946. 


October Air Express 
Gains 7.2 Per Cent 


A® express shipments handled 
in nationwide domestic air- 
line service in October increased 
7.2 per cent over October, 1947, 
the Air Express Division of Rail- 
way Express Agency reported re- 
cently. 

An estimated 338,048 shipments 
were dispatched over the nation’s 
scheduled, certificated airlines dur- 
ing the month, compared with 
315,459 shipments in October, 
1947. Gross revenue of this traf- 
fic. which is handled over an 
85,000-mile airline network in the 
U. S. and Canada, showed an in- 
crease of 14.7 per cent for the 
month, the Express Agency an- 
nounced. 

Among the cities showing the 
highest percentage gain in number 
of air express shipments handled 
in October were: Atlanta, 16.4 per 
cent; Detroit, 15.9 per cent; Wash- 
ington, D. C., 15.6 per cent; Pitts- 
burgh, 15.2 per cent; Milwaukee, 
13.5 per cent; Boston, 12.9 per 
cent; Cleveland, 11.2 per cent; 
Dallas, 8.2 per cent, and Baltimore, 
7.3 per cent. 












NEW 


CNS PRINCESS 


®) Electric, Coal-Wood Range 


Cook Electrically in Summer 


Cook with Coal or Wood 
in Winter 












COMPACT 
40°’ of Floor Space 


LARGE COOKING CAPACITY 
FULL PORCELAIN OVEN 


HI-SPEED OVEN 
Heating Unit 


PYROFLEX 5-SPEED 
Non-warping Surface Units 





*“FUEL-MISER’’ 
CONSTRUCTION 


ON DISPLAY 
Space 510-B 
AMERICAN FURNITURE MART 
3rd Floor—HIGH POINT FURNITURE MART 


* DISTRIBUTED NATIONALLY * 


H. A. McRae & Company, Inc. 
Troy, New York 


Rudning-Robertson Company 
Sioux Falls, South Dakota 

Mascon Distributors, Inc. Small & Schelosky Company 
Springfield 7, Massachusetts Evansville, Indiana 

Motor Power Equipment Company Steinman Hardware Company 
St. Paul, Minnesota Lancaster, Pennsylvania 

Plymouth Electric Company Stratton- Warren Hardware Co 
New Haven, Connecticut Memphis, Tennessee 

Radio Television & Appliance, Inc. Wyeth Company 
Seattle, Washington St. Joseph, Missouri 

Richmond Hardwore Company Upstote Distributors, Inc 
Richmond, Virginio Syracuse 8, New York 


Appliance Wholesalers 
Portland 9, Oregon 

Harper & Mcintire Company 
Ottumwa, lowa 

French Nestor Company 
Jacksonville, Florida 

Georgia Appliance Co., Inc. 
Atlonta, Georgia 

J. R. Hunt & Company, Inc. 
Baltimore, Maryland 

Lappin Electric Company 
Milwaukee 3, Wisconsin 

Larson Company 
Fargo, North Dakota 


ALLEN MFG. CO. Inc., Nashville «faa 





- 


Yes, send me complete details—literature and franchise information 
i on Dual-Duty Ranges... 


i Firm Name 


Address tei — a 
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Merchandise displayed in this fashion now moves about 
25 per cent faster according to this Racine store owner. 


Half a Modernization 
Much Better Than None 


: 
S, stock turns a year 


on china and glassware indicates 
that these lines are mighty good 
traffic builders for the Racine 
Hardware Co., 1416 Washington 
Ave., Racine. Wis. 

Frank Lammar, who has been 
operating the store in the uptown 
shopping center of Racine for the 
past five of its 20 years, states that 
these lines account for about 10 
per cent of the store’s annual sales 
volume. 

“China, glass and giftwares are 
especially good for us during the 
Christmas and May-June wedding 
seasons,” states Mr. Lammar. 

“Besides bringing in a lot of cus- 
tomers. especially women. these 
lines are profitable ones. The mar- 
gin of profit on them is about 40 


88 


Business had to go on so the Racine Hardware Co. 
improved just one side of its store. China, glass 
and giftwares now have much more sales appeal 


per cent and breakage is neg- in china provide a wide range of 
ligible.” selection to meet the diverse needs 
More than a score of patterns and tastes of the customers. 





The walicase and island display units were installed while business 
continued. Understock is clean and handy on concealed lower shelves. 
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When you assist contractors, or home 
owners, to solve their water seepage 
problems with Kay-Tite, you ring up a 
nice long profit sale. 

wa «6 For more than 20 years hardware and 
SL sen building supply dealers have been cash- _*i 
ing in on Kay-Tite. S= 









: wos | FOR CONTROLLING WATER SEEPAGE... 


ete 





» For the farmer or city home owner with the problem of moisture penetra- 
——__— neste ame eee? stopping water seepage thru porous masonry Kay-Tite is in a class by 


BRICE. 10 Ib. $2.90, $0 Ib. itself. Can be applied easily with brush or spray. 


KAY-TITE HAS GIVEN MORE THAN 20 YEARS OF 
SATISFACTORY PERFORMANCE 


KAY-TITE NOW IN 8 COLORS: WHITE, GRAY, BRICK RED, 
ROSE, CREAM, BUFF, SPANISH BUFF, GREEN AND BLUE. 


KAY-TITE PRIMER — 


This compound conditions non-porous surfaces so that regular 
Kay-Tite may then be applied. This primer adheres to any 


painted or unpainted surface. nese enaeen ote, 
+ Ib. $2.90, 50 Ib. 








AT YOUR WHOLESALERS OR WRITE 


KAY-TITE company 





WEST ORANGE e ~NEW JERSEY 
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Perfection 
DUBL-CHEM-FACED 


(TRADE MARK) 


MILK FILTER DISCS 





ARE BEST SELLERS AND 
MOST PROFITABLE 
TO YOU!, 













FAST 
TURNOVER 
because 
HIGHEST QUALITY 
AT LOW COST! 


SALES REPEAT BECAUSE YOU GIVE 
CUSTOMERS MORE FOR THEIR MONEY! 


No other double-faced filter disc is more 
efficient, regardless of price! Build a steady, 
profitable trade by helping farmers save 
money at every milking! Millions in use! 


NATIONALLY ADVERTISED IN 


Successful Farming, Hoard’s Dairyman, Dairy- 
land News, Wisconsin Agriculturist, The Farmer, 
Modern Dairyman, Rural New Yorker, New 
England Dairyman, New England Homestead, 
Dairymen’s League News, Better Farming Meth- 
ods, California Dairyman, Western Dairy Journal, 
and other publications. 








- 


SCHWARTZ MFG. CO., TwoRivers, Wiss | 


Exclusive Manufacturer of ; 


erpection 
| DUBL-CHEM -FACED 


(Trade Mark) 


MILK FILTER DISCS | ' 


"eager et 


90 














Mr. Lammar recently renovated 
and modernized most of the store’s 
interior by installing new  wall- 
cases along one side of the store. 
as well as center. step-up island 
displays. 

This move greatly improved the 
establishment from the standpoint 
of efficiency as well as appearance. 
The improvements had to be made 
without interruption of the busi- 
ness so only one of the sides of the 
store could be completed, but be- 
cause of his experience with the 
new fixtures Mr. Lammar is anxi- 
ous to give the other side of the 
store the same treatment. This he 
plans to do early during the next 
year. 

The display fixtures were built 
in the store by a local carpenter. 
The wallcase, bu‘lt as one unit, is 
72 ft. long and is divided by par- 
litions into sections, each of which 
is 6 ft., 8 in. wide. 

The glass shelving brackets. 
fastened to the plywood backing 
of the side fixture, are adjustable 
so that merchandise can be moved 
from one location to another at 
any time. 

The first section is devoted to 


giftwares, the second to glass and 
the third to china dinnerware. The 
next one is given to the display of 
electrical traflic appliances and 
similar household items. The next 
four sections are devoted to hand 
tools. The other sections are for 
housewares. sundries and plumb- 
ing accessories. 

Although the store is only 23 ft. 
wide and 90 ft. long. Mr. Lammar 
has four full-time employees, as he 
thinks it better to have a little 
more sales help than needed at 
times rather than not qui‘e enough. 
for the reason that there is little 
opportunity for pilfering 
there are salespeople near at hand. 


when 


Because the store is on a prin- 
cipal shopping street, in the hear! 
of the city, Mr. Lammar believes 
that his windows are his best ad- 
vertising media, so to keep them 
alive and interesting he changes 
each one every other week. 

“The partial modernization was 
a long step in the right direction 
and I think that the merchandise 
that is shown on the new displays 
has moved 25 per cent faster since 
it has been shown to better advan- 
tage.” states Mr. Lammar. 





China War Hits U.S. 


T HE Civil War in China is hav- 
ing a very serious effect on the 
manufacture of paint brushes in 
the United States, according to the 
American Brush Manufacturers 
Assn.. 50% Arch St., Philadelphia 
6, Pa. With the fall of Mukden 
and the almost complete subjuga- 
tion of North China by the Com- 
munists. the bristle industry of that 
section has come to nearly a com- 
plete halt. 
Chinese bristles. pig bristles, 
constitute the basic raw material 
out of which many paint brushes 
are made. Basically, the Associa- 
tion states, the paint brush indus- 
try has for the past two years de- 
pended upon Tientsin. Tsingtao 
and Manchurian bristles for fully 
50 per cent of its brush filaments. 
South Central China. that is, Chun 
king. Hankow, and Shanghai, have 
given us the other 50 per cent. 
The outlook from North China 
for this type of bristle is now dark. 
Telephone reports of the past few 


HARDW 


Brush Production 


indicated that the 
bristle dressers are operating with 
skeleton crews, if at all, and many 
are planning removal to the south 
of China. Thus, the paint brush 
industry is looking forward to the 
possibility of greatly diminished 
supplies during 1949 and of hav- 
ing to change radically its formu- 


weeks have 


lation of paint brushes to accom- 
modate itself to the reduced vol- 
ume and the changed type of 
bristles coming from South China. 
The paint brush industry has 
for several years been experiment: 
ing with synthetic filaments to eke 
out the diminishing supply of long 
bristles. Undoubtedly, with the 
situation growing acutely critical 
the search for the improvement of 
the present synthetics and for addi- 
tional filaments will be hastened. 
There is. of course. also a pos 
sibility of the return to the war 
time brush. This brush, under re- 
strictions of the War Production 
Board, Bristle Order M-51. was 
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manufactured with a bristle con- 
tent of not more than 55 per cent 
of the mixture, 45 per cent gen- 
erally being horsehair from vari- 
ous sources; Canada, the United 
States, and the Argentine being 
chief among the countries produc- 
ing this substitute. 

If a return seems necessary to 
this type of brush, the paint brush 
industry will, undoubtedly, publi- 
cize a promulgation of the Trade 
Practice Rules which were issued 
by the industry January 14, 1939, 
under agreement with the Federal 
Trade Commission. These rules 
were especially clear as to brand- 
ing, requiring disclosure of compo- 
sition and labeling of brushes. so 
as to give the user as much infor- 
mation as possible as to the type 
of brush he was buying. 


Examine Carefully 


With brushes of this kind being 
manufactured, 
amine carefully the stamping and 
labeling. The Trade Practice Rules 
require that the composition of the 
brush should be disclosed in the 
stamping, and the bristle, horse- 
hair, fibre, or other materials 
should be stamped on the handle 
in order of their percentage, and 
that labeling should conform to the 
stamping. 


users should ex- 


Industry Hopeful 


The paint brush 
hopeful that the period of acute 
shortage may be bridged over by 
the use of synthetics and mixtures, 
and that the possible negotiation 
of peace in China may permit the 
resumption of bristle production 
on a good scale in North China. 
Until that time comes, however, 
painters and users of paint brushes 
are urged to examine their present 
stocks. In almost every paint shop 
there are brushes which by careful 


industry is 


washing and reconditioning can be 
used for many more paint jobs. 
During the first years of the war, 
this reconditioning of paint 
brushes became quite a substantial 
business and brought forward a 
tremendous number of partly used 
brushes which were successfully 
cleaned and conserved the supply 
of new brushes for the armed 
forces. 


| 
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IS THE LOWEST PRICED 
(612.45 LisT), HIGH-QUALITY 
TIME SWITCH EVER PRODUCED 
BY GENERAL ELECTRIC / 


ITS GOT SILVER CONTACTS, 
TELECHRON’ MOTOR AND OTHER 
FEATURES TO GIVE LONG-RANGE 
CUSTOMER SATISFACTION AND 
HELP KEEP SERVICE CALLS AT 
A MINIMUM /...“ 





T-47 Handy Time Switch 


/N ADDITION... 


IT'S GOT A SOLID ADVERTISING 
AND SALES PROMOTION PROGRAM 
BEHIND IT. THIS INCLUDES---“” 


1, SPACE ADVERTISING IN NATIONAL 
PUBLICATIONS 


2. ALL SORTS OF DEALER HELPS: 


fl 
Ai. 
ot 
of 4 NEWSPAPE 
i. 


6 COUNTER 





w) nas , ' 
j WINDOW 5! 


NOW/ FILL IN THE COUPON 





Yes, I'm interested in the profit possibilities of the T-47 Time Switch. 
Please send me Bulletin GEA-4874. Also send me the address of my 
nearest G. E. Distributor. 


i Name 
+ Company Street 
City State 


Mail to: Section C603-68, Apparatus Department, General Electric Company, 


GENERAL &@ ELECTRIC 
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The Ad-Viser 


Questions and Answers on Effective Advertising 


Every so often you encounter certain problems in 
connection with advertising. Read this article for 
you may find the answer to your problems right here 


= us deviate from 


our regular lessons in advertising 
techniques to answer some ques- 
tions which have been asked by 
some of our readers. The answers 
will. I believe. serve to solve some 
promotional problems for you and 
perhaps act as a guide in your fu- 
ture practices. 

From the many letters that have 
been received. | have chosen those 
questions which are most pertinent 
to the majority of hardware mer- 
chants. The remaining, of course. 
will be answered in the Ad Clinic 


“Brand Name" Advertising 


Question: Is it advisable to use 
“brand name” advertising ? 

ANSWER: Yes, it is usually ad- 
visable to use “brand names” in 
your newspaper and radio adver- 
tising. Such a practice will accom- 
plish a number of things. Primari- 
ly. it will build confidence in the 
minds of your potential customers 
who have been subject to the con- 
stant advertising of the manufac- 
turer. Secondly, if it is a well- 
known product, your promotion 
will boost the reputation of your 
store. It will be assumed that you 
carry only quality items, if the 
standards of the “branded” prod- 
ucts are widely accepted. Third- 
ly. a favorable association is made 
by the customer when you tie-in 
your name with one that is known 
throughout the country. Conse- 
quently, it is wise, wherever pos- 
sible, to push these names along 
with the name of your store. It 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


serves to identify you with better 
made products. 

Question: What percentage of 
sales should be spent on adver- 
tising ? 

ANSWER: As stated in a previous 
article. the amount depends upon 
your own specific business. Per- 
centages may run anywhere from 
| to 15 per cent depending upon 
previous results, potential sales. 
etc. Careful tests are essential to 
determine the exact amount for 
you. Media tests are also impor- 
tant to discover the breakdown of 
the decided total appropriation. 

Question: What is the future of 
television as a media for a hard- 
ware store? 

ANSWER: Television is fast be- 
coming a first class advertising 
media. However. many technical 
difficulties are yet to be solved. 
Right now, time is available to big 
city stores only (wherever there are 
stations) and audiences are ex- 
tremely limited. However. this 
situation is changing fast. In not 
too long a time. it will be made 
available to local retail stores and 
will unquestionably sell merchan- 
dise as no other media. There will 
be more about television in a fu- 
ture Ad-Viser article. 

Question: How is it possible for 
a hardware store to start a mail 
order business quickly and eco- 


nomically ? 


\NsweR: Use your own cus- 
tomer list as a basis for your mail 
order business. These people have 
made purchases in your store, 
know your merchandise and have 
confidence in you. They are the 
best possible prospects for mail 
order. If you do not keep a cus- 
tomer list, this is a good time to 
start. Make a duplicate sales slip 
for every purchase made in the 
store. Be sure to indicate the name 
and address of the customer. Then, 
in your spare time, make an alpha- 
betical listing of these names for 
use in selling by mail. The list 
can also be used for direct mail 
advertising. 

Additional names can be ob- 
tained by newspaper advertising, 
offering free catalogs, etc. While 
these are not quite as valuable as 
those mentioned above. they can 
be worked up with good promo- 
tion, to real customers. 


Outdoor Signs 


Question: Are outdoor signs of 
any value to the hardware mer- 
chant? 

ANSWER: Outdoor signs are of 
great institutional value to hard- 
ware stores. This media is com- 
monly used to publicize a policy. 
slogan or just a store name. Signs 
have little or no “immediate pro- 
motional” value. However. from a 
long range point of view, they can 
and do increase store traffic. 

Question: What is the value of 
advertis ng media “tie-ins”? 

ANSWER: Whenever financially 
possible, tie-ins should be used. 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 
















Now you can set a real F aaitbneee ent 
y up a real, PAINT AND VARNISH BRUSHES 


result-getting paint brush depart- (DOUBLE THICK) 
ment in only two feet of counter space! —s Suggested 
Star Dispensers show standard, compet- Guie enc ae ee 
‘ce 4 doz. 1” hes $ .25 
t | . . . a im 
itively priced varnish and wall brushes in your 2 doz. 1%" 1 Sag 30 
choice of assortments ... and they do a whale of 1% doz. 2” 24" 50 
a selling job in just a little space! Place your Ya doz. 22” 2%" 69 
order with your wholesaler. Star Brush Manufac- Ya doz. 3 2% 1.00 
turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 
Chinese Bristles. 
Concentrated Stopping Power SALES RETURN $38.34 
Colorful Star Dispensers pack a lot of attention- YOUR COST 25.56 
getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 ye 


And their all-metal, nickel-plated, permanent con- 
struction features the ‘loop’’ design that reduces 
pilferage. Write for details on dispensers e 
for other popular assortments of 


wall and varnish brushes. 


No Shed...No Streak...No Spatter 








They can be especially effective in 
sales, events, etc., to saturate the 
market. 

Tie-ins consist of utilizing “com- 
binations” of media such as news- 
paper, radio and direct mail, to 
accomplish one specific job. When, 
for example, you want to publicize 
the sale of an item, the advertis- 
ing in all media should be brought 
into play simultaneously. It would 
work something like this: 

Your customer sees your news- 
paper advertisement announcing a 
sale. The same day, a radio com- 
mercial proclaims the same story. 
In the mail, the next morning. he 
finds a mailing piece which lists 
some of the items being offered. 
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those who have gone before us, a 
monument to their vision, their 
faith, and their high business 
standards to bring quality prod- 
ucts to the Hamburg area. 
“Traditionally we have tried to 
keep a step ahead of community 
needs and to anticipate customer 
wants in the field of merchandise 
which we carry. Meeting those 
community needs has been the rea- 
son for our expansion into the 
multi-departments we now have.” 


Bonus Plan 


Further the brochure states, the 
concern’s desire to “give our em- 


ployee family pleasant, profitable 
and congenial working condi- 
tions.” In line with this desire the 





Then when he passes your window, 
large displays encourage him to 
enter. The combination is simply 
irresistible. 
Question: If an 
budget cannot afford an advertis- 


advertis:ng 


ing manager, where can profes- 
sional advice on promotion be ob- 
tained? 

ANsWER: There are a number of 
places. In fact, a good percentage 
of the country’s hardware stores 
do not employ an advertising man- 
ager. They have come to depend 
upon the town’s local newspaper 
for not only advice but perform- 
ance. The paper usually maintains 
a service for its retail advertisers 
which includes actual production 





(Continued from page 63) 


company has an incentive bonus 
plan, which last year gave a total 
of $24,000 in gifts to staff mem- 
bers. Based on length of service, 
all of the older employees of the 
without regard to their 
earnings—received bonuses rang- 
ing from $50.00 to $875.00. 


sonuses have been paid by Kro- 


concern 


nenberg’s for many years. Store 
promotion plans and the down- 
stairs stores are under direction 
of Howard W. Klippert, son-inlaw 
of C. B. Kronenberg. 

The firm’s tribute to its em- 
ployees and customers is aptly ex- 
pressed by a sign just inside the 
main entrance of the big store, 
thus, “The Century of Service You 
Have Made Possible. 


“This Institution has been suc- 


This is the staircase to the basement giftwares section. Note 
the invitation to "Come to the (Ceramics) Fair." Stairwell sides 
and the ledges atop are used for glass fancy gift displays. 
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of advertising. There is either a 
very small fee for this service or 
none at all. 

Visit your newspaper a few days 
before each insertion. Tell the 
staff what merchandise you would 
like to promote. Work with the 
staff on layout and copy. They 
will do the rest. Most papers sub- 
scribe to mat services of all types 
and can supply professional art 
work and copy at a minimum cost. 
As a matter of fact, the newspaper 
will probably assist you with youi 
direct mail as an accommodation. 

For radio copy. consult the staf 
of the local radio station. Here, 
too, professional advice can he 
obtained at very low cost. 


Years of Growth Through Service 


cessful through the years because 
‘pleasing you’ has always been our 
goal. 

“Your confidence .. . 
tronage . . . your goodwill com- 
bined with the faithful and ef- 
ficient service of our employees 
... have truly built this business. 

“Thank You and Come Again! 

“Kronenberg’s, Inc., Founded 


1848.” 


your pa- 


Expansion Began in 1937 


The store’s three-story stucco ad- 
dition of modern exterior cul- 
minates an expansion program 
started in 1937, it and other addi- 
tions of floors and buildings en- 
larging the store by nearly 20,000 
sq. ft. At present Kronenberg’: 
total floor area is 37,934 sq. ft. 
The present combined buildings 
shown in the sketch taken from 
company ads—date from 1928 
when the main store. the Kronen- 
berg Building was _ remodeled. 
Contrasted with it are the home 
and original shop of the founder. 
also shown in sketch form. Th 
Buffalo St. corner was acquired in 
1937, which was followed by deep 
ening of the existing basement and 
the third floor of the corner unit 
was added in 1943. primarily for 
storage purposes. In 1946 the se 
ond floor of the corner building 
was finished and the first floor 
completed. Further additions and 
expansions are planned and actual 
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» ad- FOR DAD—Doehler-Jarvis makes more FOR MOTHER — Doehler-Jarvis makes FOR THE KiDS—Versatile Doehler-Jarvis 
cul- than 2,000 die-cast parts for auto- another 1,500 different die-cast parts die-casting machines also turn out 
mobiles, hardware and other things for Milady’s vacuum cleaner, sewing complete cast metal toys as well as 
ram dear to the heart of the tool-using male. machine, kitchen mixer and other ap- gadgets from pencil sharpeners to 
ddi- pliances. candlesticks. 
en- 
000 
sae In our modern world of mass-production, die-casting is Why not let us apply our fifty years of accumulatec 
tt probably the most efficient and fastest of the whole list of know-how and the facilities of our seven strategically- 
Tai production techniques, located plants to helping solve some of yeur design and 
BS There are thousands of products on the market today production problems. 
rom whose cost could be lowered, whose usefulness could be It could be a Christmas present that will cheer your 
928 improved and whose sales would be increased by the appli- production and sales departments this year and for many 
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A'AWHALE & 


BRAND 
| HACK SAW 
FRAMES 


The new Butcher Type 

Handle on Model No. 
| ws5 WHALE Hack 
Saw Frames really 
| takes hold with cus- 
tomers! Superbly bal- 
anced, finger - fitted 
grip of tough rubber 
composition. Fully 
enclosed protective 
design. Rugged Fors- 
berg frame. Order 
this outstanding Hack 
Saw Frame TODAY! 


WHALE 


BRAND 
HACK SAW 
BLADES 


A perfect sales 
team with WHALE 
Hack Saw Frames! 
High speed moly 
steel MO-HY is 
ideal for really 
tough work. HY- 
FLEX meets demand 
for flexible, extra 
hard Blade of all- 
round cutting ex- 
cellence. 



















































Send for the new Forsberg Cata- 
log! WHALE & VIKING Brand 
Wood Turning Tool Sets, Screw 
Drivers, Hack Saw Frames & 
Blades, Coping Saw Frames & 
\ Blades, Band Saws, Breast 
Drills, Hand Drills. 

a 












© MIG. CO., BRIDGEPORT, CONN., U.S.A. 
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ly in the blueprint stage at the 
present moment. 

Of the present sales staff of 30, 
five handle furniture while the rest 
sell hardware and related lines. 


Furniture Added 


Furniture was added to the 
store's siocks about 30 years ago. 
This phase of the business has 
constantly expanded since that 
time, its biggest single expansion 
having been construction of the 
fine corner unit of most modern 
interior and exterior design. 

Watches, jewelry and a great 
expansion of the gift sections of 
the big store. were the result of 
pre-war and early wartime short- 
ages in regular hardware lines. 
Watches, for example. are offered 
in four different lines, priced from 
$5 to $100. Although the store 
does not have watch and jewelry 
repair men it handles such details 
by turning them over to qualified 
repair experis, not employed by 
the store. 

Since 1944 the store has fea- 
tured as one of its regular spring 
promotions a “Ceramics and Glass 
Fair” in the basement, the event 
being advertised in a local news- 
paper and by special windows. 
This promotion has been respon- 


sible for increasing volume in 





a eo. —_ ( 3 


chinaware, dinnerware, _ pottery, 
glass and crystalware about five 
times. Girls dressed in peasant 
costumes during one of the fairs 
helped promote the sale of im 
ported chinaware lines. Although 
sets of a definite number of pieces 
were featured in this event. the 
store purchased extra sets for re. 
placement purposes to provide for 
sales on an “open stock” basis 
Showings in the ceramics and 
glass sections vary from time to 
time, but mass displays are fre. 
quently utilized for glass and crys 
talware, dinnerware being show, 


in many instances in table settings 


“The Camera Corner" 


When Charles W. Kronenberg 
reiurned to the store, following 
overseas service, cameras and 
photographic supplies were added 
to the store. The “Camera Corner’ 
offers four lines of cameras, three 
makes being sold mostly fron 
stock, the fourth being largely o1 
a “special order” basis. Camera 
prices range from $1.98 to $300.00 
and the camera shop enjoyed a 
volume of about $20.000 in 1947. 
Started with a 10 ft. case, the de- 
partment now utilizes two 10-ft 
cases and about 20 ft. of wall 
space. To carry the ‘Camera 
Corner” service a step further it 








—_—. 


a * 





The home bar's placard says, “Bar Mart—Everything for the Com 
vivial Moment." Fancy stemware is shown upon pantry-type shelving. 
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accepts films for developing, print- 
ing and enlarging, the work being 
sent to a Buffalo photofinishing 
concern. Phonograph records 
were also added to the store's 
lines about the same time as photo- 
graphic lines both as a traffic and 
profit builder. 


Kitchen Modernization 


Offering practically all the fur- 
nishings for a home, the store has 
neglected no phase of merchandis- 
ing to sell wares and services for 
the brand new home or for the 
one being subject to a moderniza- 
tion project. In the past year 
more than 100 kitchen installa- 
tions have been sold at total prices 
ranging from $600 up. Moderniz- 
ation jobs—complete or partial 
numbered about 100, sales rang- 
ing from $150 for partial improve- 
ment to $600 for a completely 
modernized kitchen. Half of the 
kitchen modernization projects 
were on a cash basis, the balance 
on deferred payment arrange- 
ments. 

Sporting goods provide a year 
‘round opportunity for the store 
to attract clientele of all ages. At 
the time the sporting goods pic- 
ture, shown in these pages was 
taken, fishing tackle was the center 
of attention. The panels on which 
tackle, lures. leaders, baits, etc.. 
were shown covered stocks of these 
items. In other seasons these 
stocks and sample panels are re- 
moved providing the department 
with a number of open shelving 
units for showing other lines in 
season. The 30-ft. sports shop pro- 
vides equipment for just about 
every type of outdoor sports ac- 
tivity, regardless of season. Com- 
plete team outfits are sold for all 
types of competitive sports. 

Proud of its service to the com. 
munity and of its employees. 
Kronenberg’s has a 25-Year Club. 
Charter members of this club and 
the year of their affiliation with 
the concern are: Charles B. Kron- 
enberg. 1904: Henry Moddick. 
1907; Carl Shweikert, 1914: Wil- 
liam Sauer, 1914: Louis Koester. 
1916: Chester Pellien. 1917: 
Beulah Bowden, 1919; Edward 
Petrie, 1920; Fred Rauch, 1921: 
Adrian Miller, 1921 and Alfred 
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TWO TOUGH GUYS FROM TRIPLEX ARE WE, 
ALL SET FOR A GAME OF HOCKEY; 

THO WE’RE NOT THE SAME SIZE, 

YOU CAN SAFELY SURMISE 
WE’RE BOTH JUST AS TOUGH AS CAN BE! 


Tough, accurate and fast! Do we mean hockey 
players? Well, yes—but what we're really referring 
to is TRIPLEX threaded fasteners. For they are 
tough—with plenty of holding power. And their ac- 
curate, free-running threads assure fast assembly. 
You'll find this true of the entire TRIPLEX line— 
all sizes, all types. If you don’t have our complete 
catalog, better write today to—TRIPLEX SCREW 
COMPANY, 5317 Grant Avenue, Cleveland 5, Ohio. 


IoGUGHNESS 


CAP AND SET SCREWS BOLTS, NUTS AND RIVETS 














NYLON SEABRAID 











Representatives 





see aid is made of the finest quality, high ED. W. SIMON CO., 320 Broadwoy, 
tenacity DuPont Nylon ... braided on the finest New York 7, N.Y. 
and latest machines in the industry for uniform- JOHN W. BENTLEY, 222 W. Adams 
_ . Street, Chicago 6, Ill. 
yok for Sunset’s Seabraid to be the na- M. D. CHALKLEY, 706 Gettings St., 


Suffolk, Virginia 


# 


NSET LINES 


‘ 





aT 


“America's Finest Fishing Lines’ 








For Fast Turn-Over 
And Extra Profits, 
Cash In on the 


“GOLD LABEL” 


© H. B. SHERMAN MFG. CO. 


New 
Sherman 
“GOLD 
LABEL” 
Sprinkler 


9” HIGH 


This season Sherman offers two great “GOLD 
LABEL” values. The “GOLD LABEL” Hose Noz- 
zle, with its heavy, all-bronze, patented leak-proof 
construction, is well known as the finest nozzle 
made. The big new “GOLD LABEL” Sprinkler, 
with richly enameled, all-cast body, Hi-Spinning 
Center, and long-life bearings, and reasonable price 
appeals to a tremendous market. Plan now to in- 
crease YOUR hose fitting sales and profits, with 
these and other items in the nationally advertised, 
nationally demanded Sherman line. 
Write for catalog H49-2. 





H. B. Sherman Mfg. Co., Battle Creek, Michigan 


“cor wae” Sherman Brass | 


Hose Nozzle 





LAWN HOSE GOODS | 





Loos, 1923. One of the original 
members of the club, Marvin M. 
Schwert, who joined the organiza- 
tion in 1904, has passed on since 
formation of the club. 

From an area of 20 to 25 miles 
away, including a population of 
about 50.000, the store regularly 
draws its trade, and even people 
from the outskirts of Buffalo. The 
store’s trade. largely with subur- 
ban dwellers is attracted by va- 
riety, good value and well known 
quality lines. Its management is 
particularly proud of the way its 
expansion program is attained, by 
using earnings of the business 
rather than through bank loans. 
Full page ads are constantly used 
in a local tabloid size newspaper. 
For the anniversary month a 16- 
page broadside, of local news- 
paper size, offered special mer- 
chandise and outlined some of the 
concern’s history. 


19 Acres of Wholesaling 
Under One Roof 


(Continued from page 81) 


with the company in 1864. Begin- 
ning as a duster of shelves, he suc- 
cessively worked his way up 
through the positions of sales man- 
ager, secretary, director, vice-pres- 
ident, president and chairman of 
the board of directors. His name 
was incorporated with the others 
in 1882, and the name of H:bbard, 
Spencer, Bartlett & Co. emerged. 

The company moved to a 10- 
story fireproof building at the 
State Street Bridge in 1903. Forced 
to evacuate the building in 1925 
when the property was condemned 
for the Wacker Drive improve- 
ment. before its new building was 
completed, the entire stock was 
moved in one week-end. The stay 
being only a temporary one, the 
firm was soon moving again, this 
time to a modern 14-story distrib- 
uting plant at 211 E. North 
Water St. 

The Army Air Force took over 
the building in 1943, necessitating 
the removal of the offices again to 
temporary headquarters. Shortly 
after the building was returned to 
its owners, plans were begun for 


this new warehouse. the most mod 
ern of all. at 2201 West Howard 
St., Evanston, the 19-acre plant 
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whieh was recently opened with 
fitting ceremonies attended by 
prominent civic and_ business 


leaders. 

Officers and directors of Hib- 
bard, Spencer, Bartlett & Co. are 
C. J. Whipple, board chairman: 
F. B. Kaufman, president; W. J. 
Claussen, vice-president and treas- 
urer; F, F. Threadgold, vice-presi- 
dent; O. W. Ahl, secretary; Frank 
Hibbard, chairman of the execu- 
tive committee; F. C. Bartlett. 
W. I. Schermerhorn, Stuart J. 
Templeton, and Bruce Baird. 


Sundries Department 
Appeals to Women 
ITH a large and profitable 


housewares department, the 
McCoy Hardware, Indianola. 
lowa, population, 4123, has also 
been operating a sundries section 
for the past few years and finds 
that it attracts many customers. 

Mindful of the fact that women 
spend about 80 per cent of the 
money taken in through retail 
establishments, Richard McCoy. 
owner, has fashioned a neat dis- 
play area toward the front of his 
store which contains many such 
sundry items as shaving cream, 
tooth paste, hair tonics, shampoos, 
toothbrushes and shaving brushes. 
\ neat sign, reading “Sundries” 
identifies the department. 

This sundries department has 
done so well in the store that Mr. 
McCoy has added to the original 
installation by putting in an aisle 
table nearby which shows face 
creams, lotions, combs and other 
such items. Women who shop for 
housewares, especially farm wom- 
en. find it very convenient to pick 
up sundries and other similar 
items at the hardware store, in- 
stead of making an additional trip 
to a drug or variety store. 

Mr. McCoy and staff say that 
this department has increased their 
store traffic considerably, with re- 
sultant extra sales of housewares 
and other items. 

The sundries section is given 
frequent mention in McCoy's 
newspaper advertising. but seldom 
gets an entire advertisement for 
the line. Part of the regular ad 


space has always been found to be 
enough to mention several sundry 
specials at the store for the week. 
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This beats 4 magic carpet! 





Air Express can bring you supplies and equipment from 
any U.S. point—overnight. And that’s better than old- 
style magic! Air Express is the fastest way you can find 
to ship or receive. No delays, because shipments go on 
every flight of the Scheduled Airlines. 

What’s more you get special door-to-door service at no 
extra cost. With low Air Express rates, you can use this 
fastest service as a regular procedure. Let Air Express 
keep your business running fast—and smoothly. 


Specify Air Express-Worlds fastest Shipping Service 


e Low rates—special pick-up and delivery in principal U.S, towns and 
cities at no extra cost. 

© Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

True case history: Rubber equipment users regularly get replacement 

parts by Air Express so machines won't stand Ube. Recent shipment: 

102-lb. carton picked up 5 p.m. the 18th in Noblesville, Ind. Air-rail 

to Dallas, delivered 9 a.m. following day. 799 miles, total cost only 

$26.78. Any distance inexpensive, too. Phone local Air Express 

Division, Railway Express Agency, for fast shipping action. 








. 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE u.s. 





Rates include pick-up and delivery door 
to door in all principal towns ond cities 












‘Little Miss’ 
Carpet Sweeper 


Porter Steel Specialties, Inc., Shelby- 
ville, Ind., offers the “Little Miss” car- 
pet sweeper, 33 in. high, incorporating 





all the features of the regular Porter 
models including all-steel case, moth- 
proofed bristle brush with comb, center- 
ittached handle, rubber furniture pro- 
tector and brush which automatically 
adjusts to carpet thickness. Finished 
in cherry red, baked-on enamel with 
gray trim, the unit is ideal for work or 
play. Suggested to retail for $3. 


Sales Feature Book 
Added to Vises 


The Desmond-Stephan Mfg. Co., Ur- 
bana, Ohio, is attaching a sales and 
feature booklet to each vise before box- 
ing. Booklet includes a photo of vise 
and arrows pointing to construction 
features. After a prospective customer 
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looks over the booklet he is well in 
formed on features of the vise. Booklet 
is also a help to floor salesmen. 


Greenlee Socket Chisels 


Greenlee Tool Co., Div. of Greenlee 
Bros. & Co., Rockford, IIl., offers a line 
of socket chisels with handles of clear 
green Tenite. Maker says the handles 
withstand severe hammering and pound- 
ing. Hardened steel pin inserted 
through the tenon section and part of 
the handle body  prevides added 
strength and rigidity. When purchased, 
the handle is set lousely in the steel 
blade. Hammering and use seat it 
firmly in the socket so it is perma- 
nently attached in a force-fit. Plastic 
handles are reported to be safe from 
flash fire and to be resistant to perspi- 
ration. Surface is naturally lustrous. 
Tenite handle js the right weight for 
perfect balance, says the maker, and its 
contours are designed for comfortable 
fit in the hand. Blades are bevel edged 
and of high carbon steel. Line fea- 
tures socket butt, secket firmer, and 
short socket firmer types. 








‘Sate Whirl’ 


Sandee Mtg. Co.. 5050 Foster Ave 
Chicago 30, TIL. is making the deluxe 
“Safe-Whirl” play mower which fea 
tures a clear plastic handle to simulate 





in animal's head with reins. This pro 
vides a ride as well as a push and pull 
toy. Has no sharp edges and soft 
smooth scratch free finish. Easy to 
clean and to keep clean. Packed in in- 
dividual paper wrapping and shipped 
in assorted colors. Over-all length 34 
in., width 7 in. Packed four to case 
weight 6 lbs. 


Roller Catch for Doors 


The Stanley Works, New Britain, 
Conn., offers a roller catch for interior 
doors that permits smooth silent opera- 
tion with a push-pull action, says maker. 
Reported to be easily installed at any 
desired location on the door by boring 
a 7/8 in. diameter hole 2 in. deep. 
Finger tip adjustment, accomplished by 
retracting the rubber roller from the 
catch without tools and turning it in 
or out as desired, provides for any vari- 
ance in distance between the edge of 
the door and casing. Strike and face 
plate are available in any standard 
hardware finishes. 
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AND ABOVE ALL, DON’T MISS 
TAYLOR BOOTHS 165 AND 167 
AT THE HOUSEWARES SHOW 
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Smart man! Why? Well, for one thing, he knows that And that’s only the beginning of the complete, fast- 
women are buying Taylor cooking thermometers as selling line of Taylor Thermometers and Barometers 
never before. He knows a girl can’t pick up her favorite you'll see in booths 165 and 167! (Two samples be- 
magazine without seeing an article or picture urging low) Taylor Instrument Companies, Rochester, N. Y., 
her to cook by thermometer. and Toronto, Canada. 


\ Piathdan , Taylor 


INSTRUMENTS 
‘ 


, Taylor 
ACCURATE, DEPENDABLE, CAST 1OUSE 


Kitchen Thermometers 


/ eS Strate Your Food Sellers $ 





TAYLOR NSTRUMENTS MEAN ac RA 
u cy ¢ 








Taylor 14AN1 Deal. Actually your own self-selling 

Thermometer and Barometer department on only 

Taiylor Tnstrumonts mon ACCURACY FIRST 20 inches of counter space! 

<Taylor "H"” Merchandiser. Full color display —sells all four 
of Taylor’s best-selling cooking thermometers — Roast 
Meat, Oven, Deep Frying, and Candy. 





See Taylor's fast-selling, nationally advertised 
line of precision-built specialty items for 
extra profits all year round! 





HARDWARE AGE, DECEMBER 16, 1948 101 





ay 








Put this in 
your Christmas 
window! 






Makes both work and play 
Easier ...for Father, Mother, Sister, Brother 
Electrically drills (up to 4%” in 


steel), sands, carves, grinds, cleans and . Dritt 
polishes wood, metals or plastics. Every 


home needs these electric tools for re- ~\ 
pairing, building, finishing and general Yo 
maintenance, for polishing furniture, SANDER 
cars, etc. It makes “‘impossible’’ jobs; yy 
easy; tedious work fun and provides yt 
hobbies for all. BUFFER 


SPEEDWAY MANUFACTURING CO. Aor 
1836 S. 52nd Ave., Cicero, fil. 


GRINDER 








TT TT WORD IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 





















STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED | 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 





BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
SEE YOURS FOR PARTICULARS 


BUY with conviserwus 


DA NCHOR 
WIRE CORPORATION 


183-16 JAMAICA AVE 
3 LONG ISLAND NEW YORK 
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WHAT'S NEW 








Hotpoint's Dishwasher 


Hotpoint Inc., 5600 W. Taylor St., 
Chicago 44, Ill, offers the 1949 auto- 


matic electric dishwasher which fea- 


tures the front opening characteristic 
by using a self-sealing aluminum door 
which eliminates gaskets and door 
springs. Dealers are being supplied 
with a new demonstration kit which in- 
cludes a plastic door through which 
consumers can see red glass dishes dur- 
ing the washing cycle. Cord set for 
lighting interior of the dishwasher and 
an automatic timer device are included 
in the kit. The models incorporate a 
new drain system to simplify installa- 
tion, a dial control permitting greater 
flexibility of operation, and a_ one- 
piece wrap-around cabinet. Dishwashers 
have 30 per cent fewer parts than 
former Hotpoint models. Appliances are 
available in three models: 27-in. MC4 
under the counter model, suggested to 
retail for $269.95; MCS, free standing 
unit equipped with a _ counter-height 
top and backsplasher, suggested to re- 
tail for $289.95, and the MC6, which 
is incorporated with a 48-in. sink and 
Disposal] if desired, suggested to retail 
for $499.95. All have work surface area, 
top spray, front opening and electric 
drying. Stainless steel dish racks have 
a capacity of 58 pieces of china and 
glassware. Equipped with ball-bearing, 
rubber-tired rollers, rack now can be 
rolled out of the tub onto the door 3 
in. farther than in former models. Deal- 
ers’ merchandising package includes 
also; a four-color, full-line folder; a 





six-page, four-color specific ition sheet; 
a four-color envelope stuffer; sets of 
four-color direct-mail pieces and a litho 
graph dishwasher display with a Christ- 
mas unit and window banner. 


Hoffman Lion 
Java Sisal Rope 


Hoffman Lion Mills Cu., 783-5 Broad- 
way, New York City 3, is in production 
again on Java sisal rope. No. 3/732 
Java sisal clothesline or utility rope, 
hanked, is 45 ft. long. It is 7/32 in. 
diameter hard laid, soft fiber Java sisal. 
Said to be smooth and pliable with no 
splinters. Reported to resist climatic 
conditions, it will not stretch when wet. 
Break 575 Ibs. weight, doz. hanks, 644 
lbs. Hanks are four connected, each 
labeled with bright red, white, blue 
“Elm” brand label. Suggested to re 
tail for 49 cents. 


Aluminum Shower Cabinet 


Steel Partitions, Inc., Jamestown, 
N. Y., is offering the Viking deluxe 
aluminum shower cabinet, featuring 
pinch lock construction which, it is 
said, enables average person to assem- 
ble unit in about 20 minutes. Designed 
as to make side walls interchangeable, 
eliminating stocking right and left 
shower stalls. Side and back walls are 
of 18-gage rust proof aluminum. Each 
is shipped with satin finish chrome 
plated swivel shower head and satin 
chrome indexed 3% in. center mixing 
valve for % in. pipe. Soap dish and 
drain are of stainless steel. Finished 
with three coats of glossy white baked- 
on enamel. Top and bottom finished 
with glossy black baked on enamel. 
Furnished with shower curtain and 
stainless steel curtain hooks. It is 32 
by 32 by 76 in. with 24 in. openings. 
Shipping weight is about 115 lbs. per 
unit. 





HARDWARE AGE, DECEMBER 16, 1948 








'Fry-! 

Vor 
Ave., | 
“Fry-P 


rainer 





skillets 
forated 
rim an 
is friec 
Aid,” i 
stays Vv 
drainir 
skillet. 
onions, 
on the 
are do 
stackec 


W ell 


¥ ell 
issued 
line of 
trated, 
specific 


‘Tow 


The 
ler, N. 
try” a 
caliber 
sight « 
beat 
light g 
door t 
fingers 
reporte 
use in 
"7. 2 
the re: 
Adjust 
and el 
sights 
changi 
the gu 


Ww ide l 





Stock 

sportin 
Weigh 
for $2: 


HARD 








n sheet; 

sets of 
la litho- 
a Christ- 


5 Broad- 
oduction 
i. af tae 
ty rope, 
7/32 in. 
va sisal. 
with no 
climatic 
1en wet, 
iks, 614 
d, ear h 
ce, blue 


| to re- 


inet 
lestown, 
deluxe 
‘aturing 
it is 
assem- 
esigned 
geable, 
id left 
alls are 
Each 
chrome 
| satin 
mixing 
sh and 
inished 
baked- 
inished 
namel. 
n and 
is 32 
“nings. 


Ss. per 

















‘Fry-Pan-Aid' 

Vorton Mig. Co., 3907 W. Cullom 
Ave., Chicago, IIL, has designed the 
warmer and 


“Fry-Pan-Aid,” a bacon 


lrainer that is said to work on all size 





is a crescent-shaped, per- 


skillets. It 
forated aluminum drainer with a wide 
rim and narrow collar. As the bacon 
is fried, you place it on the “Fry-Pan- 
Aid,” it drains properly, and the bacon 
stays warm and crisp, says maker. All 
drainings are kept together in the 
skillet. In frying hamburgers and 
onions, onions may be fried and placed 
on the drainer while the hamburgers 
are done. Pancakes keep warm when 
stacked on this unit. 


Wells Tool Catalog 


Wells Tool Co., Greenfield, Mass., has 
issued a catalog describing its complete 
line of thread cutting tools. Well illus- 
trated, the catalog includes all sizes and 
specifications. 


‘Town and Country’ Rifle 


Arms Co., Inc., Roches- 
ter, N. Y., offers the “Town and Coun- 
try” a single shot rifle in .22 and .177 
calibers. Features an instantly selective 
sight combination. Maker claims it to 
be a truly convertible model for use in 
light game hunting and indoor and out- 
door target shooting. A twist of the 
fingers of the muzzle end of the rifle is 
reported to convert the gun at once for 
or field shooting. Open 
mounted at 


The Crosman 


use in range 
“V”" and target 
the rear in an over and under position. 
available for windage 
Once sighted in these, 
to be altered when 
sarrel of 


peep are 


Adjustment is 
and elevation. 
sights do not have 
changing sight combination. 
the gun is precision rifled, six grooves, 


wide lands. Overall length is 367% in. 


Stock is a combination of target and 
sporting types in a _ walnut finish. 
Weighs 6 lbs. 1 oz. Suggested to retail 
for $24.95. 
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plants! 
and belts—for you. 


V-Pulleys... 


a a ee ae ee 





RE RS arom, 


WORTHINGTON 








that will put over that 
profitable fractional hp business 


70 million V-belt drives in homes, stores, farms, small industrial 
That means plenty of replacement business — pulleys 


With the Worthington line you have one-piece V- pulleys, 
famous QD rim-and-hub V-pulleys (easy to fit, 
loose, noiseless, trouble-free, no wobble), 
plus Worthington-Goodyear EC Cord V-belts— 
to fill the complete range of requirements. 
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can’t work 
and Adjustable-Pitch 


x 


and here’s what you get 
to make easy sales 









FRACTIOWAL HORSEPOWER 


V: lance: 





and you 
also profit from 


More sales from less inven- 
tory with Worthington QD 
Jr. V-Pulleys with inter- 
changeable rims and hubs. 


Contact your local 
Worthington distributor 
and send the coupon for 
more information on the 
bigger profits with Worth- 
ington FHP Profit-Maker 
assortments. 





MERCHANDISING DIVISION 


he Good Right Wand of, Industry 


1948 


N 


WORTHINGTON V-PULLEYS 


0) 
91010 







Profit-Maker Display Stand 
QD Jr. Display Poster 
Window Banner 


Envelope Stuffer 


WORTHINGTON: 
GOODYEAR V-BELTS 


V-Belt Wall Racks, 


Window Banners, Decals, etc 


us ooo, FYEAR 


ACORN 
oigisigigie 


= EPe ee eee @ & —_= «4 
Worthington Pump and Machinery | 
Corporation 
MVD Sales Division, Dept. N853 | 
Buffalo, N. Y. ! 
Please tell me how I can make higher | 
profits with Worthington FHP Profit- 
Maker. ! 
PN tht 4 + osndkbiN ieee Konnwens es 
eee ; 
PDN bi awe eecdessncewess ‘ | 

86-53 
— — =m oe ow ow aw ow ao = = 4 
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TURNBUCKLES 


WHAT DO YOU NEED? 


We carry in stock Galvanized Steel, Self- 
Colored Steel or Bronze Turnbuckles in either 
open or pipe type bodies — with Hook, Eye, 
Jaw or Stub End fittings. Available in all 
standard lengths in sizes from 4” to 2” 
diameter. 

The W-C Line of Heavy and Shelf Hard- 
ware also includes such items as Drop Forged 
Shackles, Wire Rope Sockets, Connecting 
Links, Thimbles, Hooks, Pulleys, Eye Bolts 
and Ring Bolts. 






Mend teddte 























WILCOX, CRITTENDEN & CO., INC. 
“4 CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 
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Kitchen Scale with easy- 
to-read airplane 


type dial. 


Now available for the hardware 
and house furnishing trade. 
This favorite household scale is 
designed for the modern kit- 








| 
chen. Finely finished in white | 
enamel, black trimmed, silver No. 1371 
and white dial, with large e€asy- Capacity 25 Ibs. by ounces. 
to-read numerals and ounce Glass covered dial, stainless steel bezel. 
graduations. The Silver Clipper Platform 514” square. Packed one to a cor- 
is very attractive when included rugated carton. Weight packed 5 Ibs. Case | 
as part of a streamlined kitchen of eight 40 Ibs. $R75 
set-up or displayed alone. List each A 


Onder from Your Vobber 
HANSON SCALE of @ 525 North Ada Street, Chicago 22, Ilinois 






ESTABLISHED 1888 


WHAT'S NEW 








‘Flan-L-Pad' Ironing 
Board Pad 


Pressing Supply Co., 210-14 N. Broad 
St.. Philadelphia 2, Pa., has designed 
the Flan-L-Pad ironing board pad with 
floating action. Latter feature is said 








to provide pad fabric with increased 
lift and resiliency. Packaged in a 
three color box with a transparent win- 
dow showing the consumer how it will 
appear on her board. Bottom of each 
box shows features of product and con- 
tains illustrations. Laundry finish is 
said to eliminate wrinkles. Available 
with a cover said to be burn resistant. 
Safety surface claimed to permit pause 
while ironing without lifting or tilting 
iron. Made of Asbeston, a product of 
the United States Rubber Co. 


G-E Television Console 


Two new television receivers added 
to General Electric’s line include the 
lowest-priced television console intro 
duced by the company and _ its first 
model (a table receiver) with the 12-in 
picture tube. Console Model 811 has a 
10-in. picture tube and retails in the 
east for $359.95. Model 814, the table 
set with a 12-in. aluminum-backed pi 
ture tube, retails in the east for $389.50. 
Both are equipped with the G-E auto 
matic clarifier and automatic stabiliza- 
tion circuit which controls picture syn- 
chronization and enhances picture de- 
tail. Separate circuit for each of the 12 
broadcast channels makes possible the 
reception of any station. In addition 
to the picture tube, both sets have 18 
tubes plus three rectifiers and each has 
a permanent magnet Alnico 5 speaker. 
Model 811 has a mahogany finished 
cabinet of contemporary design. Con- 
trol knobs are mounted on a receded 
metal _escutcheon. Large speaker 
grille of woven metal with brass finish. 
boasts acoustically correct grille cloth. 
Model 814 utilizes a new application of 
the clear plastic molding art. Escutch- 
eon is a fawn colored overlay against 
a gold cloth horizontal speaker grille 
Wood surfaces are of mahogany. Gen 
eral Electric Co., 1285 Boston A\ 
Bridgeport, Conn. 
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This litt 


STRIP-SEAL 
TERY 


“Just PRESS 
INTO PLACE 
wwpooes ano OUT 
to stop gop* 
or cracks 
Keeps ovt 
drotts, cold 
and dirt. In- 
sures o warmer 
healthier home. 


Mastic weather 
cord stays pliable 
won't harden or 

foll out. In packets 


! 
or cartons. Cost low 


AT HDWE. PAINT & DEPT. STORES 


Sells in cellophane 
packets . . 29¢ 


Sells in cartons 
(pkg. of 5 packets) $1.35 


(Far West slightly higher) 





3 3 X CRACKS! 
7 “his tiythe strip SEALS those 


le Strip... Seals out cold! 








Here’s a real stopper! Die-cut 
hole accurately shows cus- 
tomers how much heat is lost 
when windows are not tightly 
fitted or sealed with Strip-Seal! 
This attractive counter display 
is available to dealers by requi- 
sition direct from the factory. 
Improve customer service — 


glaze with Mastic-Glaze 
UT-1149 


MANUFACTURING CO 
CLEVELAND 4, OHIO 





WHAT'S WEW 








Wipe-on Paint 


A wipe-on wall paint is introduced 
4125 Lakeside Ave., 
Cleveland. The wipe-on paint, “Palle- 


by Plasti-Kote, Inc., 


tone,” has an oil base and is washable. 





Maker claims the most inexperienced 
housewife can use it with the specially 
developed applier. Although it is pri- 
marily a wipe-on paint, it may also be 
brushed on, sprayed, or rolled on, and 
is said to leave no brush marks and 
has no objectionable odor. One coat 
of Palletone is reported to be sufficient 
to cover wallpaper, wood, brick, con- 
crete, calcimine, wallboard or plaster, 
and it dries in one hour. It comes in 
13 modern pastel and deep hue colors. 
Packaged in qt. and gal. sizes, and re- 
tails at $1.75 and $5.95 respectively. 
The special wipe-on applier is priced 
to sell at 59 cents. 


‘Count-Rite’ Poker Set 


Count-Rite 5611-15 Hough 
Ave., Cleveland 3, Ohio, is introducing 
the “Count-Rite” poker set that counts 
chips quickly and accurately, according 
to maker. Finished in walnut or black 
plastic with chromium-plated counting 
mechanism. Set includes 140 white, 70 


Corp., 





red and 70 blue plastic chips. Perfect 
tapered edges claimed to insure accu- 
Locking 


cover for easy carrying fits snugly over 


racy in automatic counting. 


poker chip rack. To count set selector 
arrow at desired number from 1 to 35, 
insert lift and raise. Suggested to retail 
for $19.95. Holder provides space for 
two decks of ecards and has rubber feet 
to protect table tops. 


‘Fite-Back' Dummy Bag 
Benlee Sporting Goods Mfg. Co., 18 

E. 18th St., New York City 3, offers the 

*Fite-Back” bag for little 


champions. Swinging arms that go in 


dummy 


all directions when the bag starts spin 
ning, give the dummy bag an animation 
Made ot 


8 in. in diameter and 20 in 


xaid to hold the youngsters. 
white duck, 
long. Two fists are stuffed with soft 





aw 


padding as is the body of the dummy. 
Fighter 
dummy. 


figure is stencilled on the 


Center Hole Design 
For Disc Blades 


Varemont Automotive Products. In 
1600 S. Ashland Ave., Chicago 8, II. 
has developed a “B,C” center hole de 
sign for disc blades which permits one 
blade to fit the two most popular sizes 
of the axles. It can be used for both 
7; in. and 1 in. axle shafts. It will 
supplement the present “A B” center 
hole punch for *% in. and % in. axles 
and the “C D” hole for 1 in. and 1% 


in. axles. Blades are available in the 
safety seal metal packs originated by 
Maremont. Pack consists of a_ steel 
band securely pressed and_ crimped 
around the edges of 10 nested sc 


blades. Blades are constructed of the 


e 


same heat treated alloy steel used iz 
present line. 
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~Deorhorn. gets there "fustest 


with the mostest' - 
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O SERVE YOU BETTER...to reduce your 
freight costs...to hasten delivery of Dearborn 
heaters as fast as they are produced...and to 
service your parts and replacement orders 
faster—Dearborn maintains offices and 
warehouses in 12 key cities, plus sales offices 
and factories in Dallas and Chicago. 

For your buying convenience 

while in Chicago, there is a Dearborn 

sales office in the Merchandise 
Mart, Suite 1490. 






For information on the gas heater 





that is No. 1 in dollar volume 






of sales...the heater that more 





people ask for by name— 





contact the Dearborn 





office nearest you. 








~ Deoarhorn stove co. 


Ne 





WITH 


BRANCH OFFICES 


5830 N. Pulaski R 
, oad 
Chicago 30, Illinois 


165 North Hi h § 
t 
Columbus, Ohin 


1101 Mulber 
: ry 
Kansas City, Missouri 


911 Davenport $ 
treet 
Omaha 2, Nehrasiean 


285 West Tri 
: 99 Street 
Memphis, Dilmnbesen 


15% East Ren 
Oklahoma City, Okichome 


1735 Stout Street 
Denver 2, Colorado 


M & M Building 
Houston 2, Texas 


718 Avenue Q 
Lubbock, Texas 


1355 Market 
Merchandise Mart 
n Francisco, California 


3625 South Grand 
A 
Los Angeles 7, Californie: 


209 Ss. Franklin 
Tampa, Florida 


347 Carondelet Street 
w Orleans 12, Louisiana 


Merchandise Mart 
Suite 1490 
Chicago, Hlinois 


GENERAL OFFICES 
1700 West Commerce Street, Dallas, Texas 
Factories at Dallas and Chicago 










REGIONAL OFFICES 
AND WAREHOUSES 












The choice of skilled mechanics... 
designed to fit the joband fit the hand 
.++precision made, from finest alloy 
steel . . . cutting edges electronically 
hardened for longer life— more tool 


mileage! 


a 













Tool 41 
Electricians’ 
Diagonal Pliers 
7.0.0 


Electricians’ Standard 
Side Cutting Pliers 
4”, 5°, 6°. 7", 8” 


Adjustable Steel Wrench 
4”, 6”, 8”, 10”, 12” 


UTD 


Sold through recognized jobbers 
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WHAT'S NEW 











Kitchen Planning, 
Installation Manual 


American Central Division, Avco Mfg. 
Corp., Connersville, Ind., is offering a 
comprehensive Baedeker to the mechan- 
ics of the kitchen industry. Kitchen 
planning and _ installation, principal 
sections of the manual, are treated in 
primer-like yet authoritative terms per- 
mitting the uninitiated to acquire a 
practical familiarity with both subjects. 
Deals with kitchen trends and comments 
on the growing popularity of the larger 
kitchen. Manual also explains the 
theory of kitchen arrangement. Con- 
siderable space is allotted to the use 
of the Plan-A-Kit the device developed 
by the company to simplify and speed 
up kitchen planning. Available for 
$3.95 per copy. 


'Fafs', Deodorizing Wafers 
The Sheredin Co., San Carlos, Cal., 


is offering “Fafs” deodorizing wafers 
which are about the size of a quarter 
and are red, green, yellow or mahogany. 


FAS ae 
a 


ORRIN METIS A De? a 





Packed four in an acetate box suggested 
to retail for 89 cents. Each disc has 
its own plastic container which may be 
placed inconspicuously anywhere in the 
house. Maker claims that wafers do 
not crumble or disintegrate and are 
effective in removing all types of odors. 
It is said that one disc to a room will 
effectively clear odors. Fafs comprise 
a hig absorbent mineral base, im- 
pregndted .with powerful chemical de- 
odorants and are subtly scented. 





Braile Type Warming 
Pad Switch 


“Touch-type” control switch for the 
1948 model of the Westinghouse Elec- 
tric Corp., 306 Fourth Ave., Box 1017, 
Pittsburgh 30, Pa., is offered. Control 
is fitted in a streamlined black plastic 
case that fits in the palm of the hand. 
Knurled dial carries the visual mark- 
ings of off, low, medium and high heats. 
In addition to these markings, a series 








of three small metal dots appear as the 
dial is moved from setting to setting. 
One dot appears for the low setting, 
two for medium and three for high. All 
disappear on off setting. Warming pad 
is said to be wet proof and comes in 
pink or blue. Suggested to retail for 
$7.95. 


Key, Lock Service 
Equipment Circular 
F, W. Stewart Mfg. Corp., 4311 


Ravenswood Ave., Chicago 13, IIl., has 
issued a circular on its key and lock 
service equipment. Text and _ illustra- 
tions provide a complete description of 
its improved Circle ESS “Detroit” key 
machine and the equipment necessary 
for conducting a key-making business. 
Copy may be obtained upon request. 


Portable Boat, 
Bleacher Seats 


Scott-Port-A-Fold Seat Co., Archbold, 
Ohio, offers four different models of 
portable folding seats for boats, 
beaches, cottages, stadiums and grand- 
stands. Construction is of select hard- 
woods, with all moving joints riveted 
and the seat frame joints bored and 
chucked. Upholstered seat is covered 
with plastic leatherette. Automatic 
spring lock will fit any board of seat 
thickness up to 1% in. Seat folds to 
2 in. thickness. In addition to the deluxe 
model, there is a standard model with 
oak backrest; weather-back model and 
a seatless type for inserting lifesaving 





cushion. Portable legs for converti 
the seats to a sturdy comfortable chair 
are also available. Seat weighs 414 lb 


the legs, 2% lb. 
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REG.U.S. PAT. OFF. 


Scoops the Hobby Field 
, with These New Low Priced 


Quality POWER TOOLS 4 


s the 7, 
tting. { 
tting, 

1. All : (TABLE ONLY) 
pad ‘ The sales and price appeal of these new Mall Quality Portable Power 

= = a Tools will capture the interest of the man with the home basement shop 

l for : ... the farmer ... the mechanic ... and prove a source of continuous 


profit for you. 
Sales stimulating national advertising in The 
S$ 5 495 Saturday Evening Post, Collier's Weekly, 
~ = Country Gentleman and Popular Mechanics 
teins will develop floor traffic and live leads for 
(SAW ONLY) you, 
Write at once for literature, prices and 
discount. 

Model 60 MallSaw —cross-cuts, rips and angle 
cuts rough or dressed lumber up to 2” thick, 
grooves mortar joints, cuts metal, cuts or scores 
tile, concrete and other aggregate compositions. 
In addition, it can be adapted to cutting wood, 
plastics, concrete, metals and hardened steel. 
Three other MallSaws are available with 21/;”, 

27%”, and 41/.” capacities. 


MallSaw Table Stand —converts the Model 60 

MODEL 60 MallSaw into a table saw—complete with rip 

MALLSAW fence and miter guide. Other interchangeable 

attachments adapt it for shaping, drum and 

face sanding, grinding or wire brushing. Table size is 16” x 18”; 
capacity is 1-15/16”. 


STURDY ALL“ METAL 
TABLE STAND 


bold, P ; aie ; ' , ' 
‘ all Hobbyist Drills —NEW, lightweight, conveniently-sized electric 


“* M 
Is of tools that drill wood, metal, plastics, masonry 
poate, oN and brick quickly and easily. Accessories equip 


rand- them for sanding, wire brushing, polishing, 

hard- rotary filing, shearing, stirring paint and count- 

veted -§ Qe less other uses. Available in two sizes—!/;” 

and m { > capacity and 1/.” capacity. 

vered 3 ia . m 1/4" MALLORILL 
atts ; i , MallDrill Stands—increase the usefulness of —— 
al r ads the MallDrills by adapting them for drill press $7 7 a6 
“eagete 7 | aeeaveet ones. operations. Handle leverage gives tremendous 3A 


pressure and bracket is adjustable for height 


nore $2250 and lateral position. Has heavy cast iron base. nD Car) 
with 
| and 


aving tata ° 1/2" MALLORILL 
. Mell PI Surf TABLE STAND 
a anes—Surface type cuts ‘ \ 
aD 35 


from 0” to ¥g” deep and 21,4” 
wide. Depth can be adjusted while 
planing. Beveling fence is avail- 
able. Door type Mall Plane—espe- 
cially designed for quick accurate 
fitting of sash, transoms and doors 
ween 400? —planes any surface to 2-7/16” 


HOBBYIST DRILL - wide. 


$395¢ 


A 





MALL TOOL COMPANY 


7702 SOUTH CHICAGO AVE. 
CHICAGO 19, ILLINOIS 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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Self-Selling 
DISPLAY 
Holds 60 Cord Sets 


This smartly finished wood dis- 
play holds, displays, SELLS 60 
Davis Cord Sets a complete line, 
(11 different types) each tagged 
with informative, self-service 
sales label. Fully stocked, offers 
a DAVIS cord for every need, in 
every price range. Uses small 
counter space — only 20” x 
20” x 8” — increases impulse 
buying, increases profits, re- 
duces sales time. 





S. YOUR JOBEER OR WRITE DIRECT 
C€ FOR FULL DETAILS AND PRICES.@ 


DAVIS Mig. Company 


PLANO 1, ILLINOIS 
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‘Vaco Reversible’ 


Screwdriver 
Vaco Products Co., 317 E. Ontario 
St., Chicago, Ill, is announcing a screw- 


driver, the Vaco Duplex Reversible, 





which accommodates both the Phillips 


and regular screw by reversing blade. 
Said to be a real timesaver where slot 
screws and cross-slot screws are used 


in combination. Oil-tempered chrome 
vanadium steel blade is said to be eas- 
ily and quickly 


Maker claims is no play or wobble and 


inserted or removed. 


it will not come apart in normal use 
Positive spring action clutch in center 
of shaft is reported to fool-proof chuck- 
ing. Amberyl 
has fluted edges with deep flute vacuum 
grip. shock and break 


resistant and impervious to most alka- 


handle is slow-burning. 


Claimed to be 


lies and acids. Available in two sizes 
No. 1 Phillips point and 3/16 in. regu- 
lar at 85 cents and No. 2 Phillips point 
and '4 in. suggested to retail for $1. 


‘How to Sell Home 
Equipment’ 

Pat Monaghan has written a book on 
successful sales technique with emphasis 
on the human side of selling, entitled, 
“How to Sell Home Equipment” pub- 
lished by Fairchild Publications, Inc., 
7 E. 12 St., New York City, 3. Author 
points out in his introduction that the 
book is more about people than it is 
about products. First two chapters dis- 
cuss the fundamentals of selling, then 
it outlines the background essential to 
Next 10 chapters are de- 
voted to a step-by-step analysis of the 
Third sec- 


good selling. 


complete selling procedure. 


tion is headed, “If You Want to Become 
a Dealer.” Book is 5% by 84 in. cloth 
bound and sells for $5. 


Cordomatic Multiple 
Outlet Reel 


Vacuum Cleaner Corp. of Amer 
1724 W. Indiana Ave., Philadelphia 
Pa., is making the “Cordomatic,” mul- 
tiple outlet reel which provides 10 and 
20 ft. cord extensions. Surmounting 


the reel is provided a continuous groove 
receptacle which can accommodate six 
or more plugs depending on their siz 
Ratchet 
tension of exactly the desired length of 


arrangement permits the ex 


cord between the electrical outlet and 
When 
not in use the cord automatically winds 


back 


Woman's Friend Washer 


Central Rubber & Steel Corp., Find- 
lay, Ohio, offers model 46B, Woman's 
to feature three to 


the Cordomatic reel, says maker. 


on the reel. 


Friend washer said 


eight minute washing action. Speedy 
washing action has been developed 


through the combination of a four vane 
aluminum agitator and a “washboard” 


type porcelain enamel tub. Construe 
tion features include a solid brass agi- 
tator post which is said to be corrosive 
resistant. Machine has oversize bronze 
bushings at every wear point, steel cut 
transmission gears, grey-iron cast trans 
and cast iron wringe! 
Washers are 


pump or with gasoline power. Guaran- 


mission case 


also available with 


fears, 


years by manufacturer. 


teed for five 
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LOOK! COMPLETE 2-MINUTE DEMONSTRATION OF XA 


Te Unde Uagfr a 
Vad culls waffle wail 





No question about the big news in 

the Manning-Bowman Twin-O- 
Matic! It makes two full-size waffles in 
the time it takes to make one! So point 
out this feature first... 










Then. show vour customer how the Next. rotate the waffler. Explain: Note the cool bakelite handles and 
Twin-O-Matic operates: “Dial your “Now you pour batter into the empty Q gleaming chrome finish—typical 
waffles light or dark with the handy dial section, close cover. and return the waffle of the quality details in all Manning 
on top. When the indicator says BAKE to its original position. Concealed over- Bowman toasters, percolators. broilers. 
pour batter into the top half.” flow troughs catch surplus batter.” irons, automatic grills and heating pads! 


Manning Bowman Means Best 


Manning, Bowman & Co,, Meriden, Connecticut. « In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYS IN DEMAND 








HARDWARE AGE, DECEMBER 16, 1948 / rt 








qe eee SS SSS 2S 2S 2 TSS SS Ss Se eee eS 


FULLER TOOL CO.., INC. 


Garrison & Faile Streets, Bronx 59, N.Y. 


112 


Brand New! 


play board. Open 











TRIPLE CARDING 
GIVES YOU 
TRIPLE PROFITS! 





No. 3010 
ASSORTMENT 
3"'Scandia"' Chisels 
(2", %" and |") 
mounted on smart 
blue-and-gold dis- 


DEALER’S 
COST 
$360 


RETAIL LIST $5.40 


stock packing: 
matching blue-and- 
gold display box. 


* Forged Vanadium Steel blades, perfect temper, 
precision ground. 


* Sharpened and honed edges. 


* Fuller's famous unbreakable amber handles, 
full size to fit the mechanic's hand. 


* Every chisel branded and fully guaranteed. 


*%", %” and 1” sizes; also available in 


open stock. 
*Reg. U.S. Pat. Off. 


QUALITY SELLS WHEN 
ADVERTISING TELLS ... 


and we're telling the Fuller story of Quality, 
every month, to two million readers of 
POPULAR SCIENCE and POPULAR MECHANICS. 
Get your share of this ready market by tying 
in with our national promotion. Keep your 
Fuller inventory complete! 


World's Largest Producers of 
Unbreakable Amber Handle Tools 


| 
| 





WHAT'S NEW 








Hand Trap Counter 
Display 
Full-color, hand trap counter display 


is designated to help dealers take the 
trap from the shelf and put it out on 


This Uistle dane? 2 
provides fan 


for every boe? 


Practice 
Shooting 
Anytime! 


‘? 


the counter before the sportsman. Space 
is provided for White Flyer clay tar- 
gets and the prevailing price also. Olin 
Industries Inc., New Haven, Conn. 


Cultiller 


This unit plows, discs and harrows 
all at the same time. No special tools 
are required to change to tractor. User 
slips tine holder off and puts wheels on 
drive shaft and hooks on the auxiliary 
power driver, 2l-in. power lawn mower, 
28-in. power sickle bar, 22-gal. power 
sprayer, 36-in. rotary snow plow, lawn 
roller, sulky, power saw, power genera- 
tor for auxiliary light and power. Four 
cycle engine, 2 horsepower, 1 cylinder, 
4 gal. capacity in gas tank. Tines are 
of forged steel, frame, cast aluminum 
alloy and handles, of steel tubing. Gear 
material, phosphor bronze and worm 
material, hardened steel. Cultiller Corp., 
11 Jelin St., New Brunswick, N. J. 


‘Cyl-Tray’ 


Ivan Scott Bailey, 7 Cornish Rd., 


Hillcrest, Binghamton, N. Y., offers the 
“Cyl-Tray,” the ice tray that makes ice 
cylinders, one or 14 flavors at one time. 
Ice cylinders enter the neck of vacuum 
bottles freely and also the ice pack. 








Said to fit most modern refrigerators, 
the. double-tray compartment or the 
large freezing unit. Remove one or all 
14 ice cylinders at one time. Each cy)- 
inder is 1 in. in diameter and 2 in. 
long. Cyl-Tray is 11 in. long, 3% in. 
wide and 2 in: high of all aluminum 
to retail for 
Each is individually pack- 
aged, packed two doz. per carton. 


construction. 


$2.75 each. 


Suggested 


‘Strataflo' Yard Hydrant 


Said to be freeze-proof, this yard hy- 
drant is offered by Stratoflo Products, 
Inc., 4939 S. Lafayette St., Fort Wayne, 
Ind. Valve, below the frost- 
line, uses a standard washer which may 
be replaced by removing one screw. En- 


located 


tire unit is corrosion-resistent and is of 





brass, except the riser pipe, which is 
Vertical lift on valve avoids 
seat. Entire 


copper. 
turning action on valve 
valve assembly is removed in one piece. 
Available with riser pipe is 3 to 6 it 
lengths below ground to meet depth-of- 
frost conditions in all localities. 


Ready Mixed Gold Paint 


A ready mixed gold paint embody- 
ing a new formulation is announced by 
The Crajftint Mfg. Co., 1615 Collamer 
Avenue, Cleveland, Ohio. Paint is said 
to be the first ready mixed gold paint 
that remains completely stable in the 
can with no deterioration and no tar- 
nishing. Company says it may be 
stocked by retailers with complete as- 
surance that the paint when sold will 
give the same satisfying luster as though 
mixed on the spot. Company is mar- 
keting it under its own label, and is 
also furnishing it to several manufac- 
turers for “private” label distribution. 
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Circle ® Bolts and Nuts are manufactured 
on the latest precision machinery. You can 
share in their reputation for quality by 
stocking these dependable products for 
your customers. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 





Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 
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Animal Shampoo 
(Highly Concentrated) 
Wet animal's hair. Apply 
shampoo. Wash thoroughly in 
circular motion with brush, 
cloth or sponge. Rinse and dry. 
A superior and _ economical 
shampoo. A _ non - irritating 

cleaner for hair and skin. 








SHEPS ANIMAL 
Hair Dressing U 
Made Especially for 


SHOWTIME 


Racing, Fairs, 4-H Clubs, Cir- 

cus, Sales — wherever horses, 

colts, cattle, calves, dogs, and HAIR 

pets are featured. On 

Makes all animals hair slick 
and glossy, 

Economical — Only a= small 
amount required. 

















Liquid Seddle Soap 
A Lecther Cleaner 


i Sapo Highly concentrated. For sad- 

| SOAP, dles, shoes, boots, leather jack- 
- ets, golf bags, riding and har- 
a {] ness equipment—all fine leather. 

Cleans—Softens—Preserves. 

A Superior Soap for the Shine Trade 


Sold by jobbers everywhere 
Manufactured by 


Neatslene Co., Omaha 8, Nebr. 


ROY W. SHEPARD, “SHEP” 

























‘|; CASEMEN 
actfic OPERATOR 





A quality operator priced to 
sell rapidly...styled for simple 
operation...requires only 1%,” 
between sash and screen...stur- 
dy construction of finest metals. 
CASEMENT FASTENERS. Smooth 
working...will fit all conditions 


... attractively priced. 


WRITE FOR FOLDER 
COVERING COMPLETE LINE 





WHAT'S NEW 











‘Handy-Worker' 
Tractor Tiller 
Rolle Mig. Co., Inc.. Third and Can- 


non Ave., Lansdale, Pa., offers a tiller 
and accessory attachments, such as the 





2142 in. lawn mower, sickle bar, rotary 
worm screw snow plow. air compressor 
and accessories, spraying equipment 
air-operated grease guns and shrubbery 
and tree pruners. Suggested to retail 
for $194.50. Tractor-Tiller is said to 
completely condition soil in one simple 
operation. Power take-off unit, $34.50, 
easily converts Tractor-Tiller to porta- 
ble or stationary power plant for oper- 
ating own equipment or other “Handy- 


Worker” accessories. 


‘Beretta’ Shotguns 


{. T. Tonkin, 42 Broadway, New 
York City 4, is the North American 
distributor for Beretta shotguns, made 
by the Armory of Piertro Beretta, Italy. 
Beretta shotguns feature: hard chromed 
barrel bores from chamber to choke; 
barrels of steels tape r-bored throughout 
their length: battery system with four- 
fold lock and special steel bolt lock 
piece; bolts, locks and all internal parts 
highly finished, polished and on most 
models hard chromed: ejectors and 
sears highly tuned: springing front trig- 
ger said to prevent recoil blows on trig- 
ger finger: all parts interchangeable: 
light weight; European walnut stocks. 


carved, checkered and finished; said 
maintain perfect balance and pointin 
qualities. Barrels of guns up to 6'% in 
from the breech must have a_ safet 
margin equal to that established for the 
breech itself. Berettas are provided 
when completely assembled. Illustrated 
is model 409 L, suggested to retail for 
$184.75. Other models range in price 
from $189.50 to $328.60. Model 409 is 
12, 16, 20, 24, 28 gage, chambered for 
24 in. shells, take down. Non-ejector 
“Monobloc” model with top lever. An 
son Deeley fourfold grip, cross bolt a 
tion. Choice of English oil or superior 
high polish finish. Nitro-proved to fifth 
forced proof. Standard barrel lengths, 
2614, 2742, 2842, 2942, 30%, 31% in. 
Standard chokes, left barrel full; right 
barrel modified. Average weights, 12 
gage 6°4-7%4 lbs., 16 gage, 6%4 lIbs., 24 
and 20 gages, 5'2-6 Ibs. 


£é 


‘Better Fishing’ 


Paul Bunyan Bait Co., Minneapolis 
Minn., offers the book, “Better Fish 
ing.” Bound like a book and opening 
like one, contents of the volumes are as 
sorted fishing lures attached to velvet 
There are three volumes in the series 
Volume called “Fly-caster” contains an 
assortment of 14 lures for the fly-rod 
angler, suggested to retail for $5.95. 
Sportsman volume contains five lures 
for larger fish, priced at $4.75. Bait 
caster volume includes five lures for the 


devotee of the baitcasting rod, sug 
gested to retail at $6.25. 





'2-4-6' Perk 
Coffeemaker 


Frenche Mig. Co.. 29 E. 10th St 
New York City 10, offers a coffee pet 
colator that is adjustable to two, four 
resistant 


or six cups. Features heat 


plastic handle, heavy gag> aluminut 


and lock fit top which, maker says, w 








a \@iaie BRASS & HARDWARE not fall off when percolator is tilt . 
MANUFACTURING CO. The 2-4-6 coffee basket comes separal compl 
1126 Chico Ave.. El.Monte, Calif. ly and will ; fit standard percolator- name 
Whole unit is suggested to retail f jobbs 


Warehouses in New York, Boston, Chicago 








$2.98 while the basket retails for $1 


HARDWARE AGE, DECEMBER 16, 194% 
Woodward Av 









said | 


pointin 
6% in 
1 safety 
for th 
yrovided 
ustrated 
‘tail for 
n price 
| 409 is 
‘red for 
-ejector 
pr. An 
bolt ac- 
juperior 
to fifth 
lengths, 
1% in. 
i right 
hts, 12 
lbs., 24 


eapolis, 
r Fish 
pening 
are as- 
velvet 
series. 
ins an 
fly-rod 
$5.95. 
» lures 

Bait- 
for the 


|, sug 














New models...new Clinton 
specifications . . . send for 
complete information and 
name of tke nearest 


jobber... 


OTO- MOWER 


Woodward Avenue, DETROIT |, Michigan 


best known 
for thirty years 
“MOTO-MOWER” 









MOTO - BOY 
20” model 


Powered by 
Briggs & Stratton 




































SCOUT 
22” model 


Powered by 
Briggs & Stratton 


LAWNKEEPER 
24"' model 


Powered by 

















HEAVY GAUGE STEEL 


HAMMERED SILVER-GRAYFINISH 





\ 4 Popular 








ONE 
LARGE 
SIZE 


pattiee x6x 4%") 


The boxes are . made with flat cer locks 
or with combination locks, operated on 


a 3 digit combination. Individually 
boxed, and packed 12 of a style in a 
shipping carton. 

Styles Without Interior Tray 
No. 923, Key lock............... List price $2.30 
No. 923CL, Combination lock............ 3.10 

Styles With 6 Compartment 
interior Tray 
re $3.70 
No. 1923CL, Combination lock.......... 4.50 
(Priced Slightly Higher West of the Rockies) 


j~-eroe— a ea ree 


i Export Representatives ! 
| FRAZAR & CO., 50 CHURCH STREET, ; 
‘ NEW YORK 7, N. Y. 


, Cable Address * “FRAZAR™ New York | 


WRITE FOR ILLUSTRATED LITERATURE 


a CAN COMPANY 


CHICACO 


2415 West 19th Street 
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WHAT'S NEW 





‘Ace’ Portable 
Electric Drill 


Oakland Machine Works, 2724 Nor- 
mandy Rd., Royal Oak, Mich., is in- 
troducing the combination “Ace” port- 





ane PR 


able electric drill and drill press. De- 
signed for machinists and home crafts- 
men, this unit assembles or dismantles 
easily and quickly, says maker. Drill 
press permits two different height ad- 
justments. Strong spring provides posi- 
tive return action when lever control 
is relaxed. It is 20 in. high, drills to 
center of 9-in. circle, weighs 12 lbs. 
Drill is equipped with a “push-push” 
switch in trigger type location to suit 
pistol grip action for portable use and 
leaves both hands free when used in 
drill press. Streamlined 3-jaw geared, 
keyless chuck holds drills, auger bits, 
sanding disks, routers, reamers, etc., 
firmly and accurately to 4 in. diam- 
eter, it is reported. Suggested retail 
selling price is $23.75. Individually 
packed in carton. 





Marlin Gift Package 


Razor Blade Division, Marlin Fire- 
arms Co., 17 E. 42nd St., New York City 
17, introduces a gift package of 60 
blades with a collar and tie set, gold- 
plated sportsman’s type. Packaged at- 
tractively in a two-color, set-up box and 





wrapped in Cellophane. Window in 
center of box shows collar and tie set. 
Suggested to retail for $1.49 plus 10 


cents Federal Tax. 


'Electromaster’ Range 


Electromaster, Inc., Mount Clemens, 
Mich., presents the Banquet superb 
electric range which features a deep 
well cooker, Kitchen Master oven, holds 
40 lb. turkey, Speed-O-Master surface 
units, clear-vision oven eye, selector 
switch that operates range automati- 
cally, spacious warming drawer and a 
40 in. width, providing extra large work 
space area. Also offered is the space- 
saver range which occupies less than 2 
ft. square. Also has a deep well cooker. 
Range Kitchen-Master oven has a ca- 
pacity of 4800 cu. in. Automatic pre- 
heating oven control, oven signal light 
and control clock and a lamp are other 
features. 


‘Metal-Fix' 
Plastic Solder 

Sheffield Bronze Paint Corp., 17916 
Waterloo Rd., Cleveland, Ohio, offers 


“Metal-Fix,” a plastic solder for all 
metal surfaces. It is applied like a 


METAL 


y 
> g 
“Astic soLok 


‘ 
Sh aaneesttl™ 
°ttieled sronze pawt COR? 


tVeLane 19 





putty and hardens into a metal. Re- 
ported to be efficient for repairing and 
patching furnaces, pipes, tanks, broken 
toys, kitchen ware and automobile sur- 
faces. 


ee 


Metal Preservation 
Folders 


American Chemical Paint Co., Am- 
bler, Pa., has issued a set of seven ACP 
folders on metal preservation and paint 
durabilty on metal. Each folder de- 
scribes a specific metal-treating chemi- 
cal; does it briefly and thoroughly. [I- 
lustrations are designed to help the 
reader visualize various phases of the 
product and process involved. 
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EAGLE UNIVERSAL DOOR CLOSER 


| 


WINS MERIT AWARD FOR 1948 























Associated Locksmiths of California 






Pay Tribute To Eagle for Outstanding 





Achievement in Modern Door Control 






Introduced only a few months ago, the Eagle 





Universal Hydraulic Door Closer has already 






oe 
. 
o®* 


won high honors for its advancements in design 






and performance. 







Here is impartial evidence, from the men who make 






it their business to know, that it will pay you 






to stock and feature this all-purpose closer for 










oe oe standard interior wood and metal doors. 


closer that gives you right- 





hand, left-hand, hold-open or : The EAGLE LOCK Company 
non-hold-open operation in ff Eagle Industries, Inc. 
one standardized unit . . . Pet National Sales Representative 

110 North Franklin Street, Chicago 6, Ill. 
without mechanical change. 














Help 4 Million 


Oil Heater Owners 
to AUTOMATIC 


Heating Convenience 
and Oil Savings! 


(>) AUTOMATIC _ 
CONTROL ACCESSORIES: 


Thermostat Comfort Kit 


Includes Thermostat, Conversion Top, Trans- 
former, accessories. Fits most heaters made 
since 1939 (all using A-P Model 240-DR, UR, 
YR Manual Controls.) 


Oilifter 


Ends oil hauling by hand — “Lifts” oil auto- 
matically to ALL vaporizing oil burning ap- 
pliances. 


‘Om Fuel Oil TRAP-IT 


Cleans fuel oil for better heating. Traps 
water, gum, dirt, 
sludge. Saves ser- 
vicing expense. 

This TRAP-IT 
saves its cost many 
times over on ANY 
oil line. 

CASH IN NOW 
...On New Sales 
and Profits... 
with A-P AUTO- 
MATIC OIL CONTROL ACCESSORIES. 

Write for complete MERCHANDISING 

AIDS . . . catalogs, folders, ad mats, 

slide film booklet, and others. 


AUTOMATIC PRODUCTS CompANY 

2442 N. Thirty-Second St. @ Milwaukee 10, Wis. 

Ap DEPENDABLE 
Od Controls 


STANDARD ON LEADING APPLIANCES 





118 


WHAT'S NEW 





‘Steam-O-Matic’ Iron 
Steam-O-Matic Division, Rival Mig. 

Co., Westport & Broadway, Kansas City. 

Mo. offers an improved “Steam-O 





Matic” iron in stainless steel, suggested 
to retail for $19.95. Has a built-in fun- 
nel as illustration shows with a molded 
silastic closure. Other features include: 
dial on back panel, side-attached cord, 
button-contour in soleplate, handle 
shaped for comfort, right and left hand 
thumb rests and wider heel rest for 
greater stabilty. Weighs 4% Ibs., is 115 
volts, 1000 watts and may be used on 
ac only. Maker claims corrosion-resis- 
tant construction. 


Arvin Christmas 
Promotion 


Chief merchandising piece offered in 
the Arvin Christmas promotion is a 
four-color lithographed cut-out of Santa 





Claus holding in his red-mittened hands 
either an Arvin de luxe electric iron 
or one of Arvin’s new table model ra- 
dios. The old gent says “when you give 
\rvin, you give more . . . much more, 
for your money.” The 26 by 16 in. cut- 
out can be used as the central piece in 
window, counter or shelf displays. Ac- 
companying the cut-out is a 32 by 10 
in. window streamer repeating the sell- 
ing theme and picturing typical prod 
ucts in the line. Arvin began issuing 
the material shortly after Oct, 15. in 


cartons containing 20 cut-outs for radio 
display, five for irons and 25 window 
streamers. Noblitt Sparks Industries 
Inc.. Columbus, Ind. 


Presto’ Timer 


Vational Pressure Cooker Co., Eau 
Claire, Wis., offers a minute-timer con 
structed of stain finish aluminum with 
a white plastic dial inset having black 
numerals. Reliable spring mechanism 
insures accurate timing at any interval 
from one to 60 minutes, says maker. 
Loud, clear bell rings when time is up. 
Design features square shape, groove 
sides and hand-spread size. Suggested 





to retail for $3.95. Ideal for use with 
Presto cookers and canner, timing 
phone calls, games, photo-developing 


baking, etc., says maker. 


‘Patsy Doll’ 


Voma Electric Co., 55 West 13th St., 
New York City, offers the “Patsy Doll” 
who is 14 in. tall with jointed arms and 
legs. Composition body. Features tinted 
hair with light ribbon and painted eyes 
Head turns in any direction. Attired 
in pinafore, panties, socks and shoes 
Packed 2 doz. to a standard carton 
weighing 41 lbs. Suggested retail sell 
ing price is about $2.50. Carries an 
Effanbee label, durable doll, “This is 


Patsy.” 
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COAL-WOOD FIRE 


In seven leading farm magazines with a total circu- 
lation of 9!/, million, America's farm women are 
being told, in full-page color ads like this, about 
the amazing Monarch "“Duo-Oven" Combination 
Range. It's the one and only range that gives Mrs. 
Coal-Wood User the modern convenience of tem- 
perature-controlled baking. She merely sets the 


























ELECTRIC BROILER 


dial and, with the aid of electricity, the oven heat 
is automatically maintained at a uniform tempera- 
ture. No longer need she watch her oven like a 
hawk. No more prodding the fire . . 
worry about baking failures. Her controlled oven 
gives her controlled results. Can you imagine what 


a PLEASURE it is to se// this range? 


+ no more 





MONARCH MALLEABLE RANGE COMPANY 
2428 Lake St., Beaver Dam, Wis. 








MONARCH Please send me literature describing the 
COAL-WOOD Monarch “Duo-Oven" Combination Range. 
AND ol OU0-OVEN RANGE rr al 
HEATERS 


P.O 
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Olin Industries Extends Full Power to 


District Managers in Three Areas 


The managers in charge of 
sales in three districts for the 
Western Cartridge Co., and 


Winchester Repeating Arms Co., 
divisions of Olin Industries, Inc., 
FE. Alton, Ill., have been given 
full power to handle the com- 
pany’s affairs in their respective 
territories. 

This announcement came with 
word that Col. W. F. Siegmund, 
general sales manager for Olin 
Industries, Inc., had appointed 
V. G. Winston, former division 
manager of the three districts, 
with headquarters in Dallas, 
Texas, a member of the home 
office sales staff. 

Mr. Winston, with many years 
of service with Olin Industries, 
Inc., will function as a represen- 
tative of the home office on spe- 
cial missions, in addition to his 
present duties as vice-president 
of the Texas Powder Co., a divi- 
sion of Olin Industries, Inc. 





The district managers whose 


powers will become autonomous 


| with this shift are P. B. Lewis, 
| manager for the southeastern dis- 


trict which includes Alabama, 
Georgia, Florida, North and 
South Carolina, eastern Tennes- 
see and eastern Kentucky with 


headquarters at Atlanta, Ga., 
R. W. Botts, manager of the 
southwestern district consisting 


of New Mexico, Texas and Okla- 
homa, with headquarters at Dal- 
las, and W. H. Reedy, manager 
Arkansas, Louisiana, Missis- 
sippi, western Tennessee, and 
Western Kentucky, with head- 
quarters located at Memphis, 


in 


Tenn. 

Mr. Winston, who contributed 
his knowledge of the arms and 
ammunition business and _ his 
wide acquaintance in training 
the three district managers, will 
remain in an advisory capacity 
to them. 








ELWOOD M. JONES HEADS 
RUBBERSET CO.; JOINED 
FIRM 11 YEARS AGO 


Elwood M. Jones, Jr., has been 
elected president of the Rubber- 
set Co., Newark, N. J., brush 
manufacturers. He was previ- 
ously executive vice-president. 

Mr. Jones was born in Manila, 





ELWOOD M. JONES, JR. 
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Philippine Islands, and educated 
in California, being graduated 
from the University of Southern 
California. After two years with 
American Air Lines, he joined 
Rubberset Co. in 1937 as & 
lather and toothbrush salesman. 
Later he became the sales repre- 
sentative of the company for 
paint brushes in California. In 
1943 he was made assistant sales 
manager, later becoming sales 
manager and then executive vice- 
president. 

He is married 
Westfield, N. J. 
FONES BROS. H’DWE CO. 

NAMES ROBERT BAKER 
PRESIDENT, TREASURER 


Robert H. Baker, has recently 
been elected president and trea- 
surer of Fones Bros. Hardware 
Co., Little Rock, Ark., whole- 
salers to succeed the late Henry 
H. Tucker. Sterling W. Tucker 
was elected first vice-president 
and secretary and A. Warner 
Waldo, Jr., was elected assistant 
secretary. 

Mr. Baker has been associated 


and lives in 





with the company for 28 years 
and has been a director since 
1926. He was elected vice-presi- 


dent in 1930. During World War 
I he served in the Air Force as 
first lieutenant and as a colonel 
in the AAF for four and a half 
years in World War II, spending 
20 months in India, China and 
the Southwest Pacific. 

Mr. Tucker served three years 
as an officer in the Navy during 
the last war. He has been 
tive with Fones since his release 
from the Navy in 1946. Mr. 


ac- 





ROBERT H. 


BAKER 
Waldo, Jr., has been with the 
company since 1934 with the ex- 
ception of two years served with 
the armed forces. 
NAME W. A. BLEES 
GENERAL SALES MGR. 
CROSLEY DIVISION 


Avco Mfg. Corp., Cincinnati, 
Ohio, has announced that Wil- 
liam A. Blees has been named 
general sales manager of the 
Crosley Division. 

Mr. Blees comes to Crosley 
from Consolidated Vultee Air- 
craft Corp., where he has been 
vice-president in charge of sales. 
Prior to his connection with Con- 
solidated Vultee at San Diego, 
Mr. Blees was vice-president and 
Coast manager of the 
& Rubicam advertising 


Pacific 
Young 
agency. 

Prior to that he was vice-presi- 
dent in charge of sales for Pon- 
and when Buick, Oldsmo- 
bile, and Pontiac were combined 


tiac, 


HARDWARE 





WILLIAM BLEES 


into one division Mr. Blees be- 
came vice-president in charge of 
sales for that division of General 
Motors. 
APPOINT D. B. MURRELL * 
ASS’T. SALES MGR. 
PURITAN CORDAGE 

Puritan Cordage Mills, Louis 
ville, Ky., has announced the ape 
pointment of D. B. Murrell, as’ 
assistant sales manager. 

Previous to Puritan 
Cordage, Mr. Murrell‘was south? 
ern sales manager of the house? 
wares. division, of Reynolds 
Metals Co., Louisville, Ky. He 
has a wide acquaintance among 
hardware’ dealers, department 


joining 


store buyers and other retail 
meh. 

During the war Mr. Murrell 
served with the U. S. Air Force. 








D. B. MURRELL 
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Stanley Works Offers Refresher 


Builders’ Hardware Courses 


Supplementing the _ builders’ 
hardware training courses being 
given by the many manufacturers 
of finish hardware, The Stanley 
Works, New Britain, Conn., of- 
fers a course on hinges, butts, 
garage hardware, cabinet hard- 
ware and miscellaneous hard- 
ware. 

During a week’s stay at the 


factory, the following subjects 
are covered: types of hinges, 


specification, application, metals, 
fnishes, underwriter require- 
ments, templet, and non-templet 
Ise, 

In addition to this, the mem- 
bers have an opportunity to visit 
all departments of the plant; to 
get a comprehensive idea of the 
manufacture of the product start- 
ing with the production of the 
steel. They have a chance to fol- 
ow Stanley hardware through 
he complete manufacturing proc- 
ess, to finishing, packing, and 
shipping. They can see for them- 
selves the quality standard in- 
spections, the engineering, chem- 
ical, physical, and metallurgical 
laboratories where all raw mate- 
tial and finished products 
ontinuously checked. 
Attending recent sessions 
were: Frank M. Ashley, Geo. 
Mayer Hardware Co., Denver, 
Colo.; Richard Applegate, Thom- 
#n Diggs Co., Sacramento, Cal.; 
C. Reid Hudgins, Jr, G. M. 
Williams Co., New London, 
Conn.; Richard L. Harold, The 
Smith Bros. Hardware Co., Co- 
lumbus, Ohio; F. Lee Eledge, 
Ideal Builders’ Hardware Co., 
Inc., Houston 4, Tex.; Howard 
Holmes, Charles Holmes Hard- 
ware Co., Detroit, Mich.; Wal- 
lorf Christensen, Hawley Hard- 
ware Co., Bridgeport, Conn.; 
Roger E. LeBlanc, J. J. Moreau 
& Son, Irc., Manchester, N. H.: 
Richard H. Elder, Rieck & 
Fleece, St. Petersburg, Fla.; Ray 
McNair, McNair Lumber & Sup- 
ply Co., Macon, Ga.; A. T. 
Bradford, C. M. McClung Co., 
Knoxville 7, Tenn.; John Hen- 
ning, B. &. Johnson, Inc., Jersey 
City, N. J.; John Halbert, Moore- 
Handley Hardware Co., Inc., Bir- 


are 
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mingham 2, Ala.; Samuel Ward- 
well, Jr. Wardwell Hardware 
Co., Rome, N. Y.; J. H. Hough- 
ton, Sam Speir Hardware Co., 
San Antonio, Tex.; and W. D. 
Woodul, Jr., Booker-Walker 
Supply Co., El Paso, Tex. When 
a sufficient group of men are 
available from time to time, 
these refresher courses are of- 
fered. 


PRIESTLY HEADS SALES 
FOR ZEPHYR MFG. CO. 


H. E. Lindstrom, president of 
the Zephyr Manufacturing Co., 
Sedalia, Missouri, has  an- 
nounced the appointment of 
James Priestly as general sales 
manager of that company. Mr. 
Priestly, who has had an inten- 
sive industrial sales background, 
assumed his duties Oct. Ist. 

Mr. Priestly is replanning a 
brokerage service for the Zephyr 
line of brooms and mops and has 
been working with vice-president 


and general manager Robert 
Lindstrom in mapping out a 
national advertising program 


covering the variety of Zephyr 
products. A division of the com- 
pany will be established to cover 
the bulk sale of whisk brooms 
to luggage manufacturers and 
manufacturers of premium prod- 
ucts, 


E. L. TAYLOR RESIGNS 
FROM CAMFIELD 

Edward L. Taylor, vice-presi- 
dent of the Camfield Mfg. Co., 
Grand Haven, Mich., announced 
his resignation from the company 
recently, 

Each of the company’s prod- 
produced are 
post-war developments marketed 
under Mr. 


ucts now being 


and merchandised 
Taylor's direction. 

Mr. Taylor joined Camfield 
after three years of service with 
theAAF. Prior to this, Mr. Tay- 
lor was sales promotion manager 
of Schick Shaver, Stamford, Ct., 
director of the 
Division, 


and advertising 
Toastmaster Products 
McGraw Electric Co. 





LES WILLIAMS HEADS 
CONSUMER GLUE CO. 


The of Con- 
sumers Glue Co. of St. Louis is 
Lester Williams, elevated from 
vice-president. Mr.’ Williams, who 
is also chairman of the board, is 
a veteran of the adhesives and 
glue He entered the 
industry as a youth prior to 1917 


new president 


business. 


when he became superintendent 
of the American Glue Co., and 
later entered into sales. 





LESTER WILLIAMS 


In 1930 Mr. Williams became 
the Consumers 
Glue Co., and was responsible for 
expanding its industrial ad- 
hesives line into a complete line 
of packaged hardware 
distributed 
wholesalers covered by Consum- 


associated with 


items, 
nationally through 
ers present force of 14 salesmen. 


GERITY-MiICHIGAN BUYS 
ALL SALES RIGHTS TO 
THE “DISHMASTER” 


Gerity-Michigan Corp., Adrian, 
Mich., has secured exclusive sales 
rights for the Dishmaster, a 
kitchen — sink 
Gerity, Jr., president, announced 


hxture, James 
recently. 

Gerity-Michigan for some time 
has manufacturing 
for the Dishmaster, which re- 
places old faucets with a swing 
A simple operation con- 


been parts 


spout. 
verts the whole into a dishwasher. 

The unit is assembled by the 
Dishmaster Corp., and 
over to Gerity-Michigan for dis- 
tribution. 





turned | 





ANDREW W. BORNHAUSER 


DEVOE & RAYNOLDS 
ELECTS TWO V.P.’S 


Elliott S. Phillips, president of 
Devoe & Raynolds Co., Inc., has 
announced that Andrew W. 
Bornhauser and Clarence W. 
Slocum had been elected vice- 
presidents at a directors’ meet- 
ing held in New York City. 

Mr. Bornhauser elected 
vice-president in charge of the 
Jones-Dabney Division of Devoe 
& Raynolds in Louisville, and has 
the 


was 


been associated with com- 
pany over 29 years. 

Mr. Slocum was elected vice- 
president in charge of the eastern 
industrial, railroad and marine 
division of Devoe & Raynolds lo- 
cated in Newark N. J., and has 


been with the firm since 1913. 





SLOCUM 


CLARENCE W. 
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ELECT COCHRANE, PRES. 
MOTOR EQUIPMENT 
MANUFACTURERS ASS’N 

After serving for two years as | 
its vice president, Bert G. Coch- 
elected to the 


rane has been 





COCHRANE 


BERT G. 


presidency of the Motor & Equip- 
ment Manufacturers Association. 

Mr. Cochrane, 
active in the automotive 
since its pioneering days, 
vice president and general sales 
Products 


who has been 
field 
is the 


nanager of Casco 


Corp., Bridgeport, Conn. 


YALE & TOWNE STOPS 
MAKING “TIP TOE” 
ELECTRIC IRON 


The Buffalo plant of The Yale 
& Towne Mfg. Co., Chrysler 
Bldg., New York City 17, has 
advised its 338 distributors that 
it has suspended the manufac- 
ture of the Tip Toe electric iron. 

The manufacture and sales of 
Yale electric heating units, how- 
ever, will continue at Buffalo, 
manager Leo J. Pantas explained. 
Sales headquarters for these in- 
dustrial heating elements will re- 
main in New York at the Chrys- 
ler Building, David Y. 
Robinson sales 


with 
continuing as 
manager. 

It was emphasized by a com- 
pany spokesman that the suspen- 





sion of the Tip Toe electric iron 
the 
operation of the nine other divi- | 


would have no effect upon 
sions of the company. | 

He explained this action fur- | 
ther, saying that the company 
has decided to concentrate its | 
activities even more on its regu- 
lines of locks, builders’ 
ishing hardware, materials 
dling equipment and other 
products manufactured by its 10 | 
plants in the United States, 
Canada and England. 

Yale & Towne constructed two | 
this 


lar fin- 


han- 


new plants year, one in 
Philadelphia for making 
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| other manufacturers. 


Yale line of hoists, industrial | 
trucks and and one in 
Salem, Va., for making the Yale 


locks used as 


scales, 
line of specialty 
components in products made by 


Cc. H. HALLETT HEADS 
RYERSON LOS ANGELES 
PLANT SALES 
Joseph T. Ryerson & Son, Inc.. 


Chicago, IIl., recently announced 


H. Hallett 





the appointment of C, 


| as manager of sales at it~ Los | 
Angeles plant. 
Mr. Hallett frst became a 


member of a = special trainin» 
Inland Steel Co., Chi- | 
secured experi- 


group at 
cago, where he 
ence in practically all phases of | 


steel mill operations. He became | 


associated with Ryerson in 1941, 
serving first in various depart- 
ments of the company at its 


Buffalo plant and later at Chi- 
cago in the capacity of assistant 


He 


to the sales manager. was 


transferred to Los Angeles in 
1948, 
Mr. Hallett is a veteran of 





C. H. HALLETT 


World War II, having spent 42 | 
months in the Navy as a supply | 
officer. He left the service hold- ; 
ing the rank of lieutenant, senior | 


grade. 


STORM WINDOWS OF 
ALUMINUM NAMES | 
17 DISTRIBUTORS 


Storm Windows of Aluminum, 
Inc., 3049 Woodland Ave., Cleve- 
land, has recently announced the 
appointment of 17 distributor or- 
ganizations. They are: Van Tobel 
Lumber Co., Francesville, Ind.: 
D. & B. Home Appliance Co., 
1314 Light St., Baltimore, 30, 
Md.; Hess Aluminum Windows, 
Inc., 127 E. North Ave., Balti- | 
more: Ida Products Co., 920 W. 
Detroit: Kelleher, 





Lafayette, 


| Macklin & Flynn, Inc., 1700 Mel 


the | drum, Detroit; Window Special- | since Jan. 1, 1948. 


im. Be 


| contact sporting goods and hard 


| burg, 


ties, Inc., Box 528, Rocky Point, 
L. I.: U-Need-A Storm Window 
Co., 37-39 Ira Ave., Akron; Na- 
tional Sales Co., 2142 Market St., 
Youngstown; F, & R. Lazarus 
Co., Columbus, Ohio; Insul-Heat 


Co., 2722 Vine St., Cincinnati, 
19; Haleo Co., 2211 Atlantic 
Ave., Atlantic City, N. 3.; G. A. 
Griffin Co., 1010 Eighth Ave., 


South, Nashville: E. W. Walker 
Co., 115 S. Henry St., Alexandria, 
Va.: Seneff Co.. 707 Dryden St., 
Charleston, W. Va.: F. A. Taylor 
& Sons, 7 Hills Court, Hunting- 
ton, W. Va.: and American Alu- 
minum Specialties, 2315 L St, 
Washington 7, D.C. 


ASHAWAY LINE & TWINE 
NAMES REPRESENTATIVE 


\shaway, Inc., sales division of 
Ashaway Line & Twine Mfg. Co.. 
Reading, Pa., has been appointed 
national representative for Wiil- 
sonite sun glasses in the sporting 
goods and hardware fields, ac- 
cording to an announcement by 
T. A. Willson, president of Will 
son Products. Inc., Reading, Pa. 
With headquarters in the Wash- 
ington Trust Building, Westerly, 
the new representative will 


| ware dealers with the complete 


W illson 


emphasis will be placed on sport 


line, though — special 


models, such as shooting glasses. 


|} swim goggles, and the new Will- 
| son FeatherSpec, for fishing and 


skiing. 


ELECTRO MACHINES 
APPOINTS SALES MGR. 
Electro Machines, Inc., Cedar- 
Wis., 
the 


has recently an- 


nounced appointment — of 


J. H. Park as sales manager. Mr. 


formerly 


Park associated 


was 





J. H. PARK 


with Westinghouse Electric Corp. 
He has Electro Ma- 


chines, Inc., in a sales capacity 


been with 
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FRANK HIRES HONORED 
BY TESTIMONIAL DINNER 
FOR 89TH BIRTHDAY 


Frank S. Hires, 
sales representative for the 


sell & Mfg. Co., 


forme riy 1 
Rus 


Erwin New 





FRANK S. HIRES 


Britain, Conn., for 67 years. was 
honored by a testimonial dinnet 
tendered by the Heart of Amer 
ica Hardware Club, Kansas City, 
Mo., at the Hotel President. Mr. 
Hires had previously marked his 
89th birthday. He was presented 
with an engraved bronze plaque 


with the club’s seal at the top 
and the inscription “Your 
Friendship and Loyalty are an 
Inspiration to all of us.” 

In the last 35 years of Mr. 
Hires connection with the com- 
pany, he made Kansas City his 


headquarters. He was an or 
vanizer and first president of the 
Heart of Hardware 
Club, which is composed of the 


Kansas City sales representatives 


America 


of various hardware manufac: 


turers. 


OAKES & CO. APPOINTS 
2 TO AUTOMOTIVE DIV. 


W. E. Eberts and H. M. W right 


have recently been appointed t 
the automotive division of Oakes 
& Co., 650 S. Clark St., Chicago 


Ill., Mr. Eberts will collaborate 
with G. C, 
the division, in furthering the de 
velopment of  distributor-dealet 
merchandising plans. Mr. Wright 


VanVeen manager 0 


will be concerned with distribu 
tor relations. 


Mr. Eberts formerly was with 
Pure Oil Co., Chicago, as mana- 
ger of tire, battery and acces 
sories advertising and sales pro 
motion since his return from 
naval service. Mr. Wright was 


western division sales manager 4! 
the Pharis Tire & Rubber Co., © 
Newark, Ohio. 
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“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true,"mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory 
Hexagon heads die made to size 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD ° e CLEVELAND 13, 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications— hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


& 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16"across the flats. 


Tapped 1/4” to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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furnished to 
BLUE PRINT 
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WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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“getting auay | 
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COMMENDED | 


PARE NTS 
MAGALINE 





acweel OR 4 hitung Or | 


Guaranteed by 
‘Good Housekeeping 


hop, WOLFECTIVE OR ww 
4S aovearisto WE 


BHO anne 
The Original and Best-Selling 
oni PLASTIC BABY TRAINER 











95 Attaches to the back 
bar of the toilet seat. 
Opens and closes in a 


($5.95 on West Coast) _‘fiffy- 
Deflectors available. 
FAIR-TRADED 


SANITARY! MODERN! 
CONVENIENT! PLASTIC! 


Handsomely packaged in a colorful carrying carton! 


* 
§ 5% of your customers are women. Every 


one is a prospective UP-SEE-DAISY buyer. Don't 


% €& 


let this profitable business get away. 


vy 
‘ 
2 


* FiGuRE SUPPLIEO BY HARDWARE AGE 


. 5 -E%>-€-€f ER <%€F>-€ 


IMPORTANT! 


Beautiful counter dis- 
play stand, advertis- 





ing mats and literature 


available. a 
2) 





eX 


NATIONALLY ADVERTISED! 
IMMEDIATE DELIVERY! 


HE KIDDIE SEAT core: 


170 WEST 233rd STREET, NEW YORK 63, N. Y. 






ia <d-<irex-<% 


@ 
* A ‘ f eager 
¥ . vy 
a bia S del | 


| managing editor, treasurer and| fice at 30 W. Washington 
| part-owner. In 1915 he resigned | Chicago 2, Ill. 


Sap -€H-e eR -~< 


FRANK J. KAHRS RETIRES) to join the Remington Arms 
AFTER 33 YEARS WITH ®@| Company, Inc., as shooting pro. 
REMINGTON ARMS motion manager. During the past 


pes i ag 
‘ 7 33 years, he has occupied iny 
Frank J. Kahrs, manager of : ie 


the rifle promotion section of 
Remington Arms Company, Inc., 


important posts with Remincton 
Arms Company, Inc., including 
advertising manager and _shivot- 
ing promotion manager. 

For nearly fifty years he has 
pioneered in the promotion of 
rifle and pistol shooting, has 
organized many shooting associa- 
tions and has been a director of 
the National Rifle Association for 
many years. He is currently 
-xecutive officer of the Eastern 
Small Bore Rifle Association 





T. A. FARRELL ENTERS 
WEED CONTROL FIELD 


Thomas A. Farrell for several 
years special representative for 
the American Chemical Paint 
Co., Ambler, Pa., has recently en- 
tered the agricultural chemical 
field as an independent formula- 
tor and operator. Mr. Farrell is 
introducing a herbicide, Tafco- 
Penta for the control of Johnson 
retired Dec. 1 after 33 years with | grass and other weeds. In addi- 
the company, it was announced] tion he will market a line of 
recently, 2, 4-D hormone weed killers for 

In 1898 Mr. Kahrs entered the | general use, and a line of Tafco 
employ of Shooting and Fishing, | power sprayers. For the present, 


a weekly publication, becoming | Mr. Farrell will continue his of- 
ot, 





FRANK J. KAHRS 














THE FEDERAL “LIFETIME” SEAT, manufactured by the 
Federal Seat Corp., New York City, was given the “Item 
of the Year’ award by the Supplee-Biddle Hardware Co. 
Philadelphia, Pa., wholesalers. This presentation was made 
at the annual “President's Party’ in Philadelphia, sented 
by more than 450 Supplee-Biddle employees with more 
than five years’ service with the company. Roger Gusky. 
eastern divisional representative for Federal, accepted the 
cup and scroll for Federal Seat Corp’s., president Herman 
Glatt. Wm. Geo. Steltz, Sr., president of the hardware 
wholesale concern, presented the award, while Emeral Con- 
ner, -Supplee-Biddle assistant vice president and buyer of 
builders’) hardware and plumbers’ supplies, stood by to 
extend his personal congratulations. 
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RYERSON PHILADELPHIA 
PLANT ACQUIRES 
NEW SALES MANAGER 


Frank W. Eichman has been 
recently appointed sales manager 
f the Philadelphia plant of 





FRANK W. EICHMAN 


Joseph T. Ryerson & Son, Inc., 
steel distributors. 

Mr. Eichman’s entire business 
career has been spent with the 
Ryerson organization. He started 
at the New York plant of the 
company in 1922, was appointed 
sales representative in the New 
York area in 1932, and in 1938 
moved to the Philadelphia plant 
where he continued in the ca- 
pacity of sales representative. 





COLEMAN TO ANNOUNCE 
1949 PLANS AT NAT’L 
DISTRIBUTOR CONGRESS 


Officials of nearly 100 distrib- 
utors of Coleman home heating 
equipment met Nov. 29 in 
Wichita for a three-day national 
distributor congress, it was an- 
nounced by Sheldon Coleman, 
executive vice-president and gen- 
eral manager of the Coleman 
Company, Inc. 

Highlighting the three-day pro- 
gram was a preview of new Cole- 
man heating equipment lines, 
new models of established lines, 
clinic session on the merchan- 
dising of water heaters, and a 
complete introduction of sales 
and promotion plans for 1949. 

Distributors inspected factory 
facilities including the company’s 
greatly enlarged North Plant and 
new research and testing labora- 
tories, 


BUSINESS WILL BE 
GOOD THROUGH 1949 
BACKMAN TELLS GROUP 
That business will continue to 
be good, at least through the 





balance of this year and for all 
of 1949, was the forecast of Dr. | 


HARDWARE AGE, DECEMBER 


Jules Backman, School of Com 
merce, New York University, 
Professor of Economics, speak- 
ing before a New York State Re- 
teil Hardware Association group 
meeting, on Nov. 9, at the New 
Yorker Hotel, New York City. 

Pointing out that good busi- 
ness in the hard goods fields 
means prosperity, he said that 
the retail hardware business 
totaled 700 million dollars in 
1929, but is now operating at a 
rate of over two and a half bil- 
lions of dollars annually. Total 
building volume is at a rate 24% 
to 3 times what it was before the 
war. Building of new housing 
units in 1948 will total about 1,- 
000,000 compared with but 400,- 
000 annually during the 1930's. 
Among the unfavorable economic 
factors he cited, was that rental 
expense now takes about 10 per 
cent of a family’s income and is 
likely to 18 per cent. 
There is, he pointed out, a short- 
age of new working capital, due 
in part, to increased wage costs 
and high taxes. 

N. H. Kiley, Syracuse, N. Y., 
secretary, New York State Retail 
Hardware Association, outlined 
association services and touched 
on the need for inventory and 
other types of business controls 
and for trained personnel, store 
modernization and advertising. 

Harry P. Hoblin, Bronxville, 
N. Y., president of the associa- 
tion, presided at the meeting and 
the dinner preceding it. He 
stated that all types of retail 
business in 1947 had accounted 
for a volume of 117 billion dol- 
lars. Comparing the average of 
$19,000 in 1939, for all types of 
independent retail business, with 
the 1947 average exceeding $50,- 


rise to 


000 he said that independent 
merchants have made greater 


gains than those made hy the 
average chain store unit. 

R. B. Dillman, Remington 
Arms Co., Bridgeport, Conn., ex- 
hibited that company’s talking 
film, “Man to Man.” 





DR. JULES BACKMAN 


16, 1948 
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JAMES A. BERTHA 


J. A. BERTHA DIRECTS 
SOUTH WEST REGION 
FOR TRACY MFG. CO. 


The Tracy Mfg. Co., Pitts- 
burgh, Pa., has recently ap- 
pointed James <A. Bertha as 


regional manager for the south- 
west region. Mr. Bertha will 
supervise in the southwest area 


the sale of Tracy customized 
kitchens. 

Mr. Bertha is known in the 
southwest as a manufacturer’s 


representative and for many years 
has held executive sales positions, 
including manager of a 
Texas wholesale distributor oper- 
he district 


sales 


ation. Later 
manager with the Kelviuaiur Di- 
vision of Nash Kelvinator, and 
more recently held a similar posi- 
tion with the Victor Adding 
Machine Co. 

Making his headquarters in 
Houston, Mr. Bertha will cover 
Texas, Louisiana, Mississippi, 
Arkansas and New Mexico. 


was 


LOCAL TAX LEVIED ON 
KENTUCKY CO-OP STORE 


Farmer co-operatives received 
something of a jolt recently when 
Assistant Attorney General Hal 
Williams, in a decision handed 
down at Frankfort, Ky., held that 
merchandise in the Ashland, Ky., 
store of the Southern States Co- 
operative, was subject to local 
taxes, contending that his opinion 
was based on the assumption 
that the goods in the store were 
purchased by the co-op for resale 
for its own profit. 

The opinion was given to W. 
W. Thornbury, Catlettsburg, 
Boyd County Tax Commissioner. 
Mr. Williams legal counsel 
for the State Revenue Depart- 
ment. 

Mr. Williams also explained 
that while the Court of Appeals 
had ruled that tobacco held by 
the Dark Tobacco Growers’ 
operative Association of Owens- 


is 


Co- 
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boro, 


| ing it in storage as agent for the | 





was from 
taxes, this decision the 
ground that the association did 


not own it, and was merely hold- 


exempt 


Wds on 


owning growers. 

For the past several years the 
small business men, paying full 
Federal income, profits and all 
other taxes, and in competition 
with the virtually tax exempt co- 
ops, have become quite active in 
their efforts to relief of 
the rapidly growing co-ops. 


secure 


APEX ELECTRICAL 
NAMES PRODUCTS 
SALES MANAGER 


The appointment of Charles 
W. Toland as product sales man- 
ager of The Apex Electrical Mfg. 
Cleveland, Ohio, vacuum 
cleaner division, was announced 
recently. 


CO.. 





Mr. Toland joined Apex in 
CHARLES W. TOLAND 
1936 and since that time has 


served in various important sales 
capacities. Prior to his present 
appointment he was manager of 
foundry sales. 

Mr. Toland began his career as 
The Cleveland 
Press, subsequently serving 
the sales staffs of General Elec- 
tric and Montgomery Ward. 


a reporter on 


on 


E. C. HADLEY HONORED 
BY ASSOCIATES UPON 
RETIREMENT 
Egbert C. 


sistant to the vice-president and 


of of 


Hadley, special as- 


director manufacture 


the 


local | 


| 


| 
| 
| he 
| 


Arms Ammuni- 
tion Engineering Advisory Com- 
mittee of the Ordnance Depart- 
For than ? 

served 


| man of the Small 


ment, more irs 


\ ve 
has chairman of 
the Technical Committee of the 
Arms and Ammunition 
Institute. 


us 


Sporting 


Manufacturers’ 


SANDBERG ADVANCED 
BY STEWART-WARNER 


i § 
assistant general manager of the 
South Wind division of Stewart- 
Warner Corp., Detroit, Mich. 

Mr. Sandberg, in addition to 
his duties as assistant to A. R. 
Collins, general manager, retains 
his former responsibilities as con- 


Sandberg has been named 


troller or chief tiscai officer of the 
Indianapolis operations. Prior to 
joining Stewart-Warner in 1944, 
Mr. Sandberg was with the Ten- 
Authority at Chat- 
tanooga, Teun., as assistant gen- 
for five years and 

Andersen & Co., 
( hicago 


nessee \ alley 


auditor 
Arthur 
public accountants, 
ind Los Angeles for 10 years. 


eral 
with 
in 


J. C. RANKIN, EXECUTIVE 
ASSISTANT TO PRESIDENT 
OF GLIDDEN COMPANY 


Dwight P. Joyce, president of 


the Glidden Co., Cleveland, 
Ohio, recently announced the 
promotion of James C. Rankin 


to the post of executive assistant. 





Remington Arms Company, Inc., | 


Bridgeport, Conn., was the hon 
party marking 
his Nov. 12, at the 
Remington Gun Club, Lordship, 
Ct. More than 200 fellow 
ployees attended. 

Mr. Hadley joined Remington 
1915 and has served 
ous executive capacities, includ 
and 


ored guest at a 


retirement, 


em 


in in vari 


ing ballistic engineer 


nical director. 


tech- 





JAMES C. RANKIN 

Mr. Rankin, formerly manager 
of specialty sales, joined Glidden 
1942, He became director of 
Glidden’s retail stores and then, 
during the war, served as a lieu- 
tenant in the Navy. Upon his re- 
turn from service, he was made 
assistant to the manager of in- 
dustrial and transportation sales. 

Mr. Rankin began his business 
career in 1931 as a salesman for 


| the Grasseli Chemical Company. 


HARDWARE AGE, 


During the early part of World | 
| War II, Mr. Hadley was ciair- | 





GEORGE 


HOWELL 


NINETEEN HUNDRED 
NAMES THREE 
DISTRICT MANAGERS 


W. S. Hammersley, 
sales manager for the Whirlpool 
Division, Nineteen Hundred 
{ orp., =i. Joseph, Mich., has an 


penera 


nounced the appointment of three 
district to expedite 
ind supervise distribution of 
Whirlpool home laundry equip- 
ment, 

Wa 
the 
and distributors 
Midwest. For several 
Howard has been : 


managers 


Howard will work out 
dealers 
throughout the 
years Mr 


dvertising and 
the 


home office with 


of 


promotion manager for 
Whirl pool Division. 
George Howell will be locate: 
in Memphis, wil 
cover the South from Texas east 
ward. Mr. Howell has had mue! 
completely 


Tenn., and 


experience and_ is 
familiar with the production and 
servicing of Whirlpool products 

Robert P. Lewis will represent 
Whirlpool in the “Denver-West” 
territory, working out Phoe 
nix. He comes to Nineteen Hun 
dred with several years of expeti- 


of 


ence in merchandising electrical 
merchandising 
power 


appliances as 
electric 


distributor 


manager for an 


and 


company as a 








ROBERT P. LEWIS 


DECEMBER 16, 19% 
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BARTRAM 


HOMER R. 


MAYTAG APPOINTS 
REGIONAL MANAGERS 


Four new regional managers 
to take over territories in New 
Jersey and Kentucky have been 
appointed by The Maytag Co., 
Newton, Iowa. 

O. H. Harris, Jr., and H. R. 
Bartram are dividing a territory 
in eastern Kentucky, formerly 
handled by Robert C. Johnson. 
Mr. Harris has 20 counties in the 
southeastern part of the state 
and Mr. Bartram 22 counties in 
the northeastern section. 

Herman Berg and John J. Kath 
have taken up duties in New 
Jersey, the former being assigned 
to Bergen, Hudson, Passaic, and 
Sussex counties while the latter 
is in charge of Essex, Morris 
and Union. 

A veteran of four years in the 
Army Ordnance Corps, Mr. Har- 
ris came to Maytag from a sales 
promotion position with a utili- 
ties company in Pikeville, Ky. 
His experience also includes 
sales work in Chicago. 

Mr. Bartram was a field super- 
visor for a cooking utensil com- 
pany before joining Maytag. 
Prior to that he had held other 
responsible sales positions, at one 





HERMAN BERG 
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OLIVER L. HARRIS, JR. 
time selling Maytags in West 
Virginia. 

Mr. Herman has been em- 


ployed as a sales manager for 
the Graybar Electric Co. at 
Newark and at one time was a 
salesman for an electric supply 
company there. 





JOHN J. KATH 


John Kath has been with May- 
tag in various capacities since 
1930 except during the war years 
when he was a government in- 





spector in an aircraft factory. He 
has served as a district man ger 
and distributor’s representative 
for Maytag in New Jersey. 


N. Y. HDWE. SQUARE 
CLUB APPROVES 
CHARITY SUPPORT 


At the October meeting of the 
Hardware Square Club of New 
York, the members unanimously 
approved a recommendation 
made by their vice-president and 
chairman of the welfare commit- 
tee, Edward Brandt, Long Island 
Hardware Co., Long Island City, 
New York, and sponsored by 
their president, George W. War- 
ner, George W. Warner Co., New 
York City, to embark on an an- 





nual program of planned exten- 


sive charity support which will 
eventually make possible the en- 
dowment of beds at the various 
deserving hospitals in the metro- 
politan area. 

The first institution to benefit 
on this planned annual charity 
budget, makes possible the en- 
dowment of a child’s bed at the 
New York Society For The Re- 
lief Of The Ruptured And Crip- 
pled, East 42nd St. 

This movement in no way af- 


fects donations to other chari- 
table organizations, trade and 
civic movements, which the 


Hardware Square Club has been 
supporting for years. 


BRONSON & TOWNSEND 
HOLD FIELD DAY FOR 
SALES ORGANIZATION 


The Bronson & Townsend Co., 
hardware wholesalers, New Ha- 
ven, Conn., recently held a field 
day for its entire sales force and 
also inside personnel at the sum- 
mer home of Lewis H. Bronson, 
treasurer, in Washington, Conn. 
This was the first field day of its 
kind scheduled in an effort to 
better train the company’s sales 
and internal organization on cer- 
tain lines of power equipment 
where field demonstration is 
necessary for an understanding 
of sales and servicing problems. 
Additional sales training sessions 
of the same type are scheduled 
for the future, not only for the 
personnel of the company but 
also the same type of program 
will be made available to any 
dealers and their personnel who 


wish to attend. 


L. E. GILLIARD TRAVELS 
FOR UNIVERSAL METAL 
L. E. “Slim” Gilliard recently 

became a representative for the 

Universal Metal Products Co., 

Lowell, Mich., and will cover 

Pennsylvania, New Jersey, Dela- 


ware, Maryland and Washing- 
ton, D. C. He also represents the 
Master Lock Co., in the same 
area 


ILLINOIS LOCK HAS 
EASTERN SALES AGENT 


The Illinois Lock Co., Chicago, 
Tll.. has announced the appoint- 
ment of the Maryland & Penn- 
sylvania Sales Co. as sales rep- 
resentatives for Maryland, east- 
ern Pennsylvania, Washington, 
D. C., Delaware and 10 counties 
in New Jersey. 

Maryland & Pennsylvania 
Sales Co. is headed by Charles W. 
Peltz and Fred Levering IIT and 
will handle the Tlinois line of 





padlocks and cabinet locks. 


HARDWARE 


W. J. MORRISON JOINS 

G. F. WRIGHT STEEL 
SALES FORCE 

Walter J. Morrison 


cently joined the sales force of 


G. F. Wright Steel & Wire Co, 


has Te- 


way? - ek am | 





WALTER J. MORRISON 


Chicago, Ill., as Chicago sales 
manager working under district 
sales manager Melvin E. Haas 
with headquarters at 6000 W. 
51st St., Chicago, Tl. 


BENDIX ‘WINDOUGH’ 
DISPLAY CONTEST FOR 
HOME LAUNDRY DEALERS 

A “windough” display contest 
offering awards totaling $21,00( 
at retail value is being sponsored 
by Bendix Home Appliances, 
{nc., South Bend 24, Ind., for 
Bendix automatic home laundry 
dealers. Thirty-six awards, con- 
sisting of Bendix automatic 
home laundry equipment will be 
given to contestants in four 
dealer classifications. First prizes 
are a Bendix automatic washer, 
dryer and ironer; second choice 
of two; third, choice of one. 

Planned to promote the pur- 
chase of the appliances as Christ: 
mas gifts, the contest requires 
that contestants show a Bendix 
automatic washer for a full week, 
file an official entry blank and 
submit a photograph of the win 
dow. The contest closes Dec. 25, 


and the deadline for receiving 
entries is Jan. 10. The four 
dealer classifications, each of 
which will receive identical 
awards, are: class 1, utilities 


and department stores; class 2, 
furniture stores: class 3 all other 
dealers in towns over 25.000 pop- 
ulation; class 4, all other dealers 
in towns under 25,000. In addi- 
tion there is a further geograph 
ical division which permits deal- 
ers in their individual classes to 
others in the 


compete against 





same region. 
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Here’s a good counter display of the popu- 
lar Stanley No. 74 Cold Chisels. It holds 
one each of eight sizes, providing a bal- 
anced stock for mechanics’ selection. Dis- 
play board is strong, tempered presdwood, 
finished attractively in red, buff and black. 
Strong spring clips hold the chisels and 
space is provided for pricing each size. 

Display board is furnished free with 
No. 74A unit, consisting of thirty No. 74 
Chisels in assorted sizes. Order No. 74A 
Unit from your jobber. Stanley Tools, 
New Britain, Conn. 


FAST SELLING CHIGELE AND PUNCH KITF 





It’s just as easy to sell one of these kits as 
an individual chisel or punch. They’re 
attractive in appearance—with pliofilm 
pockets and tape ties. 


No. 72K 
Three sizes of 
Machine 
Punches and 
one Hand 
Punch. 


No. 71K 
Four popular 
sizes of Cold 
Chisels. 





STANLEY 
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No. 73K 

Two sizes Cold 
Chisels, one 
each Hand, 
Machine and 
Center Punches 































Cape, Round Nose, Diamond Point Chisels and 
Machinists’ Punches are also made by Stanley 
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MORE THAN 


Crosley Division Shelvador refrigerator plant in Richmond, Ind., recently. 


15,000 PERSONS turned out recently to attend ““Open House” 
Crosley, divi- 


at 


the 


sion of Avco Mfg. Corp., announced that the two day open house was a tribute to its 
employees. The first day, the Indiana state champion American Legion Band of Richmond 
provided the music and, on the second day, the Richmond High School Band entertained. 
During the Open House, visitors found touring the plant made easy by 125 large over- 
head signs identifying each department and describing operations within departments. 
Special tour folders showing a layout of the plant and a step-by-step guide to points 


of interest were given to guests as they registered. 


As they ended the tour they were 


given a copy of “Welcome to Crosley’, which told the story of the Crosley Richmond 
plant and provided a pictorial review of the manufacturing of refrigerators they had seen. 








STOMAR INSTALLS NEW 
MACHINERY IN PLANT 


The Stomar Mfg. Co., 1027 
Ridge Ave., Philadelphia, has 
recently made new _ installations 


and electroplating 
This will 


electro units and 


in its tinning 
department. include 
two automatic 
eight tanks which are used for 
hot tinning and finishing. This 
will make it possible to finish 
about 25,000 units per day. In 
addition an_ electro chemical 
process installation is being com- 


ple ted, 


SOUTHERN CAL. GAS CO. 
WINS AIR CONDITIONING 
GAS AWARD 


The first annual American Gas 
Association Progress Award for 
Air Conditioning. 
Servel, 


Gas Summer 


sponsored by Inc., was 
presented to the Southern Cali- 
fornia Gas Co., Los Angeles, re- 
cently, during the 30th annual 


convention of the association 
which was held recently in At- 
lantic City, N. J. The award 


provides national recognition to 


the gas utility company judged 
to have made the greatest con- 


tribution during the year to the 
advance of gas summer air con 


ditioning. 


A check for $1,000 and a 
plaque were presented to the 
winning company. In addition, 


gold-plated replicas of the plaque 
were to A. F. Michael 
general supervisor of air condi 
tioning sales, and 14 other mem- 
bers of the Southern California 
Gas Co., who contributed to the 
award. The Jury of Awards con- 
sisted of H. P. Morehouse, Pub- 


lic Service Electric & Gas Co., 


given 
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Newark, N. J.. 


chairman; L. L. 


Ladewig, Houston Natural Gas 
Corp., Chairman, A.G.A. Gas 
Summer Air Conditioning Com- 


mittee: Harold Massey, Gas Ap- 
pliance Manufacturers Associa- 
tion; Prof. R. J. Martin, Depart- 


ment of Mechanical Engineering, 


University of Illinois; H. W. 
Springborn, managing _ editor, 
Gas Age, New York: and R. F. 


Taylor, Houston, Texas, 
senting the American 


Heating & Ventilating Engineers. 


repre- 


Society of 


\ 


sales 


comprehensive, 


promotion 


ducted 


in Southern 


| HARDWARE BOOSTERS SEE 


TECHNICOLOR FILM 
‘COMBAT AMERICA’ 


Hardware Boosters, Inc., 8733 
110th St., Richmond Hill 18, N, 


Y., recently held at the Midston 
House, 38th St. and Madison 
Ave.. New York City, its Noy, 
meeting. The 54 members and 
four guests who attended wit. 
nessed the technicolor film, 
“Combat America,” courtesy of 
U. S. Army, U. S. Air Force, re- 
cruiting service. William W, 
White, Eagle Rule Mfg. Co, 
New York City, was admitted as 
a new member and two other 
candidates were presented for 
membership. From the reports 


of the committee, indications 
were that the Christmas Party 
would be a success. The sightless 
| Children’s Party is assured of 
success according to the secre. 
tary-treasurer, Harry J. Schmidt, 
from the interest shown by the 


aggressive | 


campaign 


con- 


California 


during the year won top honors 


for 


the 


west coast 


utility, 


All 


forms of promotion were utilized | 


to drive home the advantages of 


gas summer air conditioning, in- 


cluding 


live 


demonstration 


dis- 


plays, permanent installations in 


company 


buildings, 


large 


scale 


newspaper advertising, radio com- 


mercials and home and building 


expositions. 





membership. 


FEDERAL TOOL MOVES 
INTO NEW PLANT 


Federal Tool Corp. has recent- 


ly moved into its new, modern, 


spacious plant, located at 3600 
West Pratt Blvd., in the north 
west sector of Chicago, in 

| urban Lincolnwood, 

| On a nine-acre tract of land, 
the one-story building covers 
125,000 square feet of floor space 
and provides facilities for in 
creased produc tion and continued 
expansion. 








More than 85 percent of the material used in the regular 48 passenger Twin-Coach bus, 
remodeled for display purposes by Reynolds Metals Co., 2000 S. 9th St., Louisville, Ky.. 
to highlight its exhibit at the 30th National, Metal Exposition & Congress held recently in 
Philadelphia, is aluminum. The coach has green aluminum wall tile and aluminum venetian 
blinds. A series of panels show the complete story of aluminum from raw ore to the 


finished end product. The 


power plant as well as facilities to present movies to small groups. 


complete display of Reynolds products. 


HARDWARE 


35-ft. display coach features indirect lighting from its own 


The bus contains a 
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HENRY HENNEGIN TUCKER | 


Henry Hennegin Tucker, 60, 
president of Fones Bros. Hard- 
Little 


ire Co., wholesalers, 





HENRY H. 


TUCKER 


Rock, Ark., died in a Little Rock 
Hospital recently. He was a 
past president of the Little Rock 
Chamber of Commerce and was 
the of the 
Greater Little Rock Community 
Chest. He 
Christ Episcopal Church and a 
the vestry for 15 


one of founders 


member of 


Was a 


member of 


years. He also served as a mem- 
ber of the board of directors of 
the Federal Reserve Bank of St. 


Louis for eight years and was a 
director of the Union National 
Bank, Little Rock, for 25 years. 

Mr. Tucker is survived by his 
widow Katharine Duke and a son 
and daughter. 


W. C. PHLEGAR 

W. C. Phlegar, of 
purchases and a vice-president of 
Hardware & 
wholesalers, Johnson 


manager 


Supply 
City, 
Tenn., was killed in an automo- 


Summers 


Co., 


bile accident near Bristol, Tenn., 
Nov. 22. He had been associated 
with Summers about 42 years. 


GEORGE G. FITZGERALD 


Fitzgerald, central 
manager of The 
Brothers Co., Dayton, Ohio, died 
November 21 at a Detroit 
pital after a very brief illness. 
He Brothers in 
1923 as a trade sales representa- 
tive for North Central district in 
In 1931 he pro 
moted to Central Division mana 


George G. 
division Lowe 


joined Lowe 


( hic iZzo, was 


ger, in which capacity he served 
until his untimely death. During 
the division 


early years as a 


| Rochester and 








HARDWARE AGE, DECEMBER 16, 1948 


extensively 
throughout the midwest. At the 
time of his death, Mr. Fitzgerald 
directed all sales in the Detroit, 
Buffalo areas. 
Mr. Fitzgerald is survived 
his widow, a son and daughter. 


manager, he served 


by 


JOHN J. BROWN 


John J. Brown, vice-president, 
in charge of sales, J. M. Warren 
& Co., Troy, N. Y., for the past 
12 years, died suddenly en route 
New York City for a 
business trip. Mr. Brown 
widely known throughout north- 
ern New York State and parts of 
Vermont, the territory he covered 
He had been 


to short 


was 


in his early career. 
associated with the company 


13 years, 





JOHN B. BROWN 
Mr. Brown is survived by his 
widow Katherine and a_ son, 
John, Jr. 
H. H. CORIDAN 
Hobart H. Coridan, 52, hard 


ware sales re presentative for The 
Stanley Works, New Britain, 
Conn., in Indiana and _ Illinois 
1937, died at Memorial 
Hospital, South Bend, Ind., No- 
+2 a of 


since 
vember victim 
monia. 
Mr. Coridan 
Works his 
from high school in 
1925, 
eral months 
War I as 


major, he 


lev upon 
1912. 
with the exception of sev- 


W orld 


sergeant 


service in 
a regimental 
worked in the invoice 
department clerk and 
sistant supervisor. The next eight 
he the New En- 
vland states as a member of the 
Stanley Four-Square force. 


as a 


years traveled 


sales 
In 1932 he was assigned to the 


customer service department 





pneu- | 
| 


joined The Stan- | 
graduation | 
Until 


} copie s of 





CORIDAN 


HOBART H. 


where he remained until taking 
over the Indiana-Illinois — terri 
tory. 


APPROVE REVISION 
FOR METAL CUTTING 
BAND SAWS 
Phe revision of the Simplified 
Practice Recommendation — for 
Vetal-Cutting Band Saws has 


been approved for promulgation, 


wcording to a recent announce 


ment by the Commodity Stand 
ards Division of the National 
Bureau of Standards. The revi- 


will bear the serial number 


sion 

and title R214-48, Metal-Cutting 
Band Saws (Hard Edge, Flex 
ible Back) and will be effective 
from Dec. 15, 1948. 

The recommendation consists 
of a simplified list of stock types 
ind sizes of hard edge, flexible 
back, metal-cutting band saws. 
Width, thickness, and number 
of teeth per inch are listed for 
iwo types of saws, regular and 
-kip-tooth. The recommendation 


neludes size tolerances as well 


is general covering 
type of tooth set, shape of teeth, 
width of 

Until printed copies of R214-48 


mimeographed 


provisions 


set and hardness, 
available . 
the 

be obtained 
the Commodity 
Division, National 

Standards, W 


are 
recommendation 
without charge 
Standards 
Bureau of 
a, BD, « 


may 


from 


ishington 


NATIONAL ELECTRICAL 
RETAILERS CHANGE 
ASSOCIATION NAME 


The board of directors of the 
National Electrical Retailers 
1437 Merchandise Mart, 
Chicago, meeting at the Shera- 
Hotel, Nov. 14, 
authorized name ol 
the 


\ssn., 


Chicago, 
a change in 
Clif 
director, 


ton 
organization, Simpson, 
managing announced 
Henceforth the associa 


the Na 


recently. 


tion will be known as 


) tional 








Mr. Coridan is survived by his 
widow, Mrs. Catherine (Gilbert) 
Coridan, Gilbert and 
married daughter, 


two sons, 
Henry, and a 


Bette. 


WILLIAM J. JACOBSON 
William I. 


Jacobson, ids 


founder and president of Wm. 
Ds Jacobson, Inc., New Roe helle, 
N. Y., died recently. He estab- 


lished his first hardware store in 
ind 


New Rox helle in 1902 was 
active until 1945 when he went 
into semi-retirement. His busi- 
ness was incorporated in 1926 


and his son, Harold S., who had 


been with him since 1920, will 
continue as its director. Mr. 
Jacobson was a member of the 


Westchester County Retail Hard- 
the National 
Association, 


Dealers and 


Hardware 


ware 
(ontract 





Appliance & Radio Deal- 


ers Association. 
In indicating the name change, 


Mr. “For 
time the 


Simpson said, some 


leaders within asso- 


ciation have been of the opinion 


our association needed a name 


that would be more clearly indi 
cative and descriptive of the busi- 
Often 
times in the past it has required 


to 


ness firms we represent. 


considerable explanation 


make we meant by 
‘electrical retailer. It is thought 
that the The Na 
tional Appliance and Radio Deal- 
will be 
that 


and 


clear what 


new name 


ers Association clearly 


understood to mean we 


represent appliance radio 
dealers.” 

Other 
cussed and 


NARDA’s 


annual meeting, group insurance 


dis 
bv 


the 


important items 
( onfi I med 
beard included 


research, licensing of installers, 
i public 
NARDA 
turer-distributors 

NARDA‘’s annual meeting 


he held in Chicage at the Shera 


recognition program of 


members and manufac 
relations, 


will 


ton, Jan. 9, 10, il, the second 
week of the market, with the 
innual dinner Monday, Jan. 10. 


BICYCLE INSTITUTE 
ISSUES BICYCLE 
SAFETY REVIEW 


“Junior Bicycle Courts,” a four 


page illustrated review of cycl 
| ing’s newest and most effective 
| safety program, was released re 


cently by the Bievcle Institute of 


America, 1 E. 57th St.. New York 


City, 22, to police chiefs, civic 
officials, and _— safety leaders 
throughout the country. Full 
| operation procedure and safety 


checks that can be integrated 


with the courts are 
the BIA publication 


outlined in 
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ADVANCES 
Some galvanized and brass products. Ethyl compound. Some blow torches. 


Cold rolled sheets. 


Galvanizing extras. 


Hot rolled sheet, strip extras. 


Galvanized sheets. Galvanized wrought pipe. 


DECLINES 


Silver. Rubber. 


Industrial alcohol. 





Industrial alcoho] reduced— 
Through the two middle weeks of No- 
vember, there were a series of reduc- 
tions in the base price for industrial 
alcohol. The price Nov. 23 was 54 cents 
a gallon, compared with 70 cents a 
week earlier and 87% cents a gallon 
previously. The reason for the decline 
has been the increasing supply of syn- 
thetic alcohol, plus the prospect for 
materially lower molasses prices for the 
1949 crop. Molasses, chief raw material 
for industrial alcohol, is expected to 
sell for less than 10 cents a gallon next 
year compared with a price of 22 cents 
a gallon for the 1948 crop. It is ex- 
pected that distilled industrial alcohol 
will sell for 30 cents to 35 cents a 
gallon next year. 

: oe 

Galvanized wrought pipe ad- 
vance—FEffective Nov. 22, A. M. Byers 
Co. increased its “plus discounts” 24% 
points on all its wrought iron galvanized 
pipe. The adjustment, averaging $5 
per net ton, was said to be based solely 
on the recently increased cost of zinc. 

* * * 

Other steel pricing — Al- 
though changes on galvanized wire and 
nails have not yet been indicated, trade 
observers think it inevitable that some 
adjustments in these products will fol- 
low, to compensate for the sharply 
higher cost of zinc. 

+ @- * 

Silver price drops again—On 
November 29, the price of foreign sil- 
ver declined 144 cents an ounce in New 


132 


York City, to sell at 70% cents an 
ounce. This is the lowest quotation 
since September 3, 1947, when it was 
The 1948 high of 
77%4 cents an ounce, was in effect from 
October 6 to October 27 inclusive. The 
lower trend for foreign silver is attrib- 
uted to the continued flow of Mexican 
silver coins into the U. S. to be melted 
down for their silver content. This 


70 cents an ounce. 


added supply has upset the balance be- 
tween daily foreign refineed silver pro- 
duction available here and the needs of 
industry and __ silverware 
makers. The daily New York silver 
quotation reported by Handy & Har- 


American 





man is for silver contained in ores and 
other unrefined silver-bearing materials, 
in cents and fractions per troy ounce. 


It is determined on the basis of actual 
sales of bar silver .999 fine in amounts 
of 50,000 ounces or more for nearby de- 
livery at N. Y., and is usually %4 cent 
below the price paid for such bar silver, 
this deduction being the allowance for 
carrying, delivering and marketing. In 
addition to foreign silver, the quotations 
also apply to domestic and Treasury 
silver if such silver enters into the 
N. Y. market. 


. * . 


Cold rolled sheets raised - 
Effective Nov. 16, Granite City Steel Co. 
advanced its price on cold rolled sheets 
50 cents per 100 pounds, making its 
new quotation $4.70 per 100 pounds, 
f.o.b. Granite City, Ill. Other items 
were not affected. It was stated that 
he rising costs of material was respon- 
sible for the increase. 

* . * 


Further detail on galvaniz- 
ing extras—Some details of the ad- 
justments in zinc coating extras pub 








Wholesale Hardware Sales° 
By Geographic Divisions, for October, 1948 








Percent Change 
GEOGRAPHIC October 1948 
DIVISION | vs. 
Number " : 
of | 
Firms Oct. | Sept. 
c 1947 1848 
| | 
U. S. TOTAL 267 | 0] +3 
New England és 17 | —12 -—2 | 
Middle Atlantic 63 —-3 | +4 
East North Central 37 +4] +1 | 
West North Central... | 36 +t | +7 
South Atlantic a 32 |} +7 {-1 
East South Central...) 16 | +6 | +41 
West South Central.... 22 0; -3 
Mountain siseedt 13 —2 +8 
ee ree 1 — 4 | 0 


U. S. Bureau of the Census. 





1948 1947 1948 
73,726 | $73,779 | $71,238 | + 


1,198 1,358 1,224 
0,617 | 10,898) 10,251 
1,809 


| 2,979 | 2, 
12,360 | 12,832 | 12,314; +6 


{ 
| 


SALES REPORTED | SALES YEAR-TO-DATE b 


Amount (Add 000) 
| Percent 


: ? Change Ten | Ten 
| from | Months | Months 
Oct. | Oct. | Sept. | 10mos.} 1948 | 1947 
1 


947 |(Add 000) |(Add 000 


| $703,095 | $651,085 


<a 

4 | 15,487| 14,823 
“7 | 111,294) 106,188 
4 
3 





1,873 i 120,827 | 114,903 
5,682 | 15,523| 14,716 144,243 | 132,560 
5,761| 5,377) 5,807) +1 53,457 | 47,329 
5,085| 4,804; 5,010| +10 | 43,784| 39,644 





8,492; +10 | 82,128; 74,848 
2,702; +12 | 24295| 21,659 
107,640 | 101,163 


Current Wholesale Trade. 


a Includes 16 reports received too late to be incorporated in Census Bureau published releases. 
b Includes reports received too late for inclusion in previous monthly totals. 
c Number does not apply in all cases to the year-to-date figures. 
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RB&W’s consistent effort to help you make 
more profit on fasteners, is typified by the 
new attractive package developed for RB&W 
bolts, nuts, screws and rivets. 

Your first glimpse of the package shows 
the label information to be clear and com- 
plete. Big black type on a white background 
and the product pictured on the label save 
your men time and error in selecting from 
stock. 


Next, you will note the package is styled 


THE CASE 
with sturdier 
construction 
and common 
end size resists 
damage, per- 
mits more ef- 
ficient layout 
of stock. 









In Fasteners 
That Means 
Money To You 





to prevent spilling of contents. The label 
is attached upside down so that the cover 
will be always underneath and the bottom 
won't drop out in handling. 


And closer examination shows the con- 
struction to be strong, yet light — abuse- 
resistant, convenient to handle. 


Already the new RB&W package has 
been called the most sensible— and most 
attractive —in the fastener industry. 


NEW RACK permits 
putting away complete 
cases instead of han- 
dling individual pack- 
ages into bins. Re- 
moving side exposes 
packages for order- 
filling. 


FUMBLE - PROOF 
COVER. Boxes are de- 
signed with covers un- 
derneath. No danger 
of box slipping from 
under cover, spilling 
contents. 














_—— 


103 Years Making Strong 


the Distributors That Make America Shong 





RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, 


Calif. Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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The “New Look” 






THE COMPLETE 
QUALITY LINE 


lished by Carnegie-Ilinois Steel Corp., 
effective Nov. 20, to reflect higher zine 
costs, have been announced. The new 
coating extras on galvanized sheets are 
as follows: 9-14 gage, 33 cents per 100 
pounds: 15-23 gage, 65 cents; 24-27 
gage, 98 cents, and 28-33 gage, $1. 
On galvanized flat sheets, heavy coated, 
all gages now take an extra of $2.60 
per 100 pounds. On galvanized culvert 
sheets, 2 ounce coating, triple spot test. 
the extra is now 78 cents. The new 
extras on galvanized formed roofing 
and siding, commercial coating, are: 
$1.03 for 24-29 gage: $1.17 for 22 
gage: $1.50 for 18-20 gage, and $1.88 
for 16 gage. Carnegie has thus far 
taken no action on hot rolled sheet and 
strip extras. Uuward adjustments in 
those extras have been made by some 
other important producers, with in- 
creases ranging from $2 to $15 per ton. 
Columbia Steel Co., subsidiary of 
United States Steel, on Nov. 23. re- 
vised coating extras for all galvanized 
sheet products produced by it, amount- 
ing to an average increase of about 
$2.50 per ton, or about 2 per cent. This 
price increase will affect around 7 per 
cent of the total volume of sales of all 
steel products by Columbia Steel. 
* * #® 

Warehouses raise_ sheet 
prices Some iron and steel ware- 
houses in the Chicago District have 
advanced prices of galvanized sheets as 


7 E v i N | a result of the increase in Prime West- 
: ern zinc. No. 10 galvanized sheets are 


up to 10 cents a 100 pounds and No. 24 


galvanized as much as 35 cents a 100 
: ; | pounds. The new price ef No. 10 
galvanized sheets is 7.30 cents a 100 


pounds, which includes a_ switching 


charge from warehouse of 15 cents. The 
Milwaukee price of No. 10 galvanized 
is now 7.47 cents per 100 pounds. These 
prices are quoted by some of the lead 
ing distributors in the Chicago area. 
Sales of the larger warehouses in Chi 
cago are holding up well, and despit: 
reports of short steel supply in prospect 
for the first quarter some of the dis 
tributors are of the opinion that their 
sales volume will not change a great 
deal. In other quarters, less optimism 
is expressed insofar as supplies are con 
cerned. Some of the distributors hav: 
completed taking year-end inventorie 
and others expect to complete this work 


soon, 
* * # 


Steel making just short of 
record Steel operations for the week 


ended Nov. 27 were scheduled at 99. 


MANUFACTURING COMPANY 


PITTSBURGH 12, PENNSYLVANIA i : 
per cent of ingot capacity, according t 


the American Iron and Steel Institute 
This compares with 99 per cent in the 
previous week, and 98.9 per cent 

month ayo. The latest week's sched 


uled production is only 3600 tons les 
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Customers go for them... and come 
back for more and more of them... be- 
cause Simonds “Red End’”’ Blades cut 
faster and smoother, yet takes less 















“elbow-grease.” 





Back of this performance are two special reasons: Simonds’ 
own electric furnace steel, poured in Simonds’ own mills, 
then “cross-rolled” for extra toughness. And specially de- 
signed teeth which roll up long, evenly curled chips like 
a cutting tool on a lathe. 

That’s why it pays off to sell “Red End”... because 
you'll find that your repeat business will never end. 


Get in touch with the nearest Simonds office. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, 
Mass.; 127 S. Green St., Chicago 7, Ill; 416 W. Eighth 
St., Los Te % 14, Calif.; 228 First St. ., San Francisco 5, 
Calif.; 311 S. W. First Avenue, Portland 4, Ore.; 31 

Trent Ave., Spokane 8, Washington. Canadian 


Factory: 595 St. Remi St., Montreal 30, Que. STANDARD STEEL MOLYBDENUM STEEL HIGH-SPEED STEEL 


a 3 TYPES...4 TOOTH-SIZES...FOR EVERY JOB 


Big 
D * 











FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


ee ; 






aetasve co 






Simonds =a 
for Canada 












"Red Tang” Files © “Crescent Ground” and General Purpose Crosscut Saws 


SIMONDS . ALSO “MAKES: “Red Center” Circular Saws © Nerrow Bond Saws 
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Wholesale Hardware Inventories° 


By Geographic Divisions, for October, 1948 


GEOGRAPHIC } 
DIVISION 
| 
| Number 
| of 
| Firms 
UNITED STATES TOTAL.. Aogal 186 
New England. . , 11 
Middle Atlantic | 
East North Central | 31 
West North Central 28 
South Atlantic | 26 
East South Central 7 
West South Central. . 15 
Mountain | 10 
Pacific | 21 
| 


U. S. Bureau of the Census. 








End of Month Inventories (Cost) 


Percent Change 
October 1948 Amount (Add 000) 
vs. 
Oct. Seot. | Oct. Oct. | Sept. | 
1947 1948 | 1948 «=| «#61947 | «#1948 | 


+22 +1 $107,724 | $88,167 | $106 ,829 | 
+ +11 2,347 2,174 | 2,328 
+16 -1 10,155 8,782 10,297 | 
+19 — 3 15,972 13,471 16,414 
+26 —1 26,262 20,874 26,515 
+32 +1 9,082 6,897 8,969 
+20 +1 ,570 2,979 3,545 
+15 —2 13, 597 11,801 13,863 
+16 0 3,042 2,628 3,031 
+28 + 23,697 18,561 21,867 














a Includes 17 reports received too late to be incorporated in Census Bureau published releases. 

b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks supply are lower than if based on cost of sales from owned stocks. 


Stock-Sales-Ratios b 








, : Weeks’ Supply 

| | of Inventory 

| on Hand* 

| | ae 

| 
Oct. | Oct. | Sept. | Oct. | Oct. 
1948 1947 1948 1948 | 1947 
186 152 191 | 10.6 | 8.7 
259 206 250 | 14.7 | 11.7 
161 139 71 | 9.2 7.9 
147 124 167 | 8.4 7.1 
175 140 188 | 10.0 | 8.0 
179 147 175 | 10.2 8.4 
138 124 7.9 7.1 
218 186 212 12.4 | 10.6 
196 160 202 | 11.2 9.1 
250 191 235 | 14.2 | 10.9 








Current Wholesale Trade. 








than the output in the week ended 
Nov. 10, when a record high was made. 
Production for November is expected 
to set a new high for any month. 

* * * 


Copper and lead shortage 
The shortage of lead and copper in the 
nation may cause some small wire mills 
to close down. Lead is used ‘by wire 
mills as a protective covering for cables 
used principally in underground power 
lines. The scarcity of lead, also of cop- 
per, is being made worse by the dock 
strikes on both the east and west coasts. 
These walkouts have tied up metal from 
foreign countries on board ships in 
U. S. harbors. The copper shortage also 
has been tightened by the strike at 
Kennecott Copper Corp.’s Utah mine, 
now in its fifth week. The strike has 
cut off a monthly supply of 23,000 tons. 
Another factor that will limit the sup- 
ply is the government’s aggressive stock- 
piling program. One major domestic 
copper producer continues to “ration” 
December supplies at the domestic 
price, 23% cents per pound, Connecti- 
cut Valley. Other primary copper sell- 
ers are quoting prices as of date of 
shipment or an average price basis. 
There has been no betterment in the 
lead supply situation. Demand remains 
large, and well in excess of metal 
available. The dock strike situation is 
tying up needed foreign lead and zinc 
consumption. The 


% cents a pound, 


destined for U. S. 
lead price holds at 21 
New York. Principal sellers of zinc now 
are quoting 17% cents, East St. Louis 
price. Demand remains strong after the 
two cents increase. Galvanized and 
brass product prices have been gener- 
steel mills and 


ally raised by brass 
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mills, in proportion to their zine con- 

tent. 
a 

Ethyl compound to advance 

Ethyl Corp. announcel the price of 

‘Ethyl’ anti-knock compound will be 

increased about 7 per cent, effective 

Feb. 1. 


63.23 cents a pound for motor mix, used 


next The new price will be 
to boost the qualiy of gasoline. The 
price advance was necessitated by the 
higher costs of metallic lead and other 
ingredients, the company said. This 
will be the second time prices of 
“Ethyl” have 
April, 1942. 

mix and aviation mix were boosted 11 


been increased since 


Prices of “Ethyl” motor 


per cent and 22 per cent, respectively, 


July 1. E. I du Pont de Nemours & 
Co., in May, announced it was raising 
prices of tetra-ethyl lead anti-knock 
compounds, effective July 1. These two 
companies are the only domestic makers 
of this lead compound. The price of 
“Ethyl” was reduced eight times in the 
period between 1933 and 1942. The 
price during the war for motor mix was 
18 cents, as against the February 1, 
1949, mark of 23 cents, per “cubic cen- 
timeter.” 
* * * 


Blow torches raised—Jobbers 
report that leading torch manufacturers 
recently advanced their prices. They 
advise, for example, that the dealers’ 
price on the well-known C & L, 32A has 








Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946, 1947 and 1948 


) 


























Expressed in n Jollars 
” este: nan 1948 1947 1946 1941 1939 
January 170 159 113 56 39 
February 173 165 118 55 37 
March 205 189 131 63 48 
April 214 196 144 74 47 
May 195 185 148 79 52 
June 198 172 145 78 51 
July 190 170 150 80 45 
August 209 173 160 83 50 
September 212 189 161 87 60 
October 220 215 196 90 60 
Total First Ten Months 1986 1813 1466 745 489 
November 189 176 76 54 
December 177 167 78 49 
Grand Total for Year 2179 1809 899 592 
* Estimated by the Office of Business Economics, U. S. Department of Commerce 
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And what a relief it is to sell products that 
you know will perform as promised . . . made by 
a company whose very existence has depended 
upon the manufacture of equipment that could 
not fail—life itself often depending upon their 
performance—such products as high-speed 
elevators, giant power generators, x-ray 
equipment, mine machinery, radar installa- 
tions and many others. 

Westinghouse products for the farm also 
give this extra premium of assurance. Your 
customers can be SURE of receiving utmost 
value for their money... SURE of scientifi- 
cally correct design... SURE of painstaking 





Milk Coolers F , 
‘armotors 


Electric Hecters Farm Welders 


Westinghouse Products for the Farm 
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craftsmanship . . . SURE of tested, top-quality 
materials...SURE of trouble-free long life 
with expert service always available. 

Certain excellent territories for profitable 
Westinghouse Farm Electric Dealer Franchises 
are still available to qualifying farm dealers. 
If you are a farm dealer and want your cus- 
tomers to have the finest in electrical equip- 
ment, you are SURE of a fast-selling 
full line of farm electrical products 
... products that mean dependability 
to farmers everywhere. Send coupon 
for full information. J-91739 
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| 
| 
| 
PLANES 
Seven sizes retailing at prices 
that clean them out fast. 
DRAW KNIVES 
A sensational new folding 
draw knife with exclusive 
features. A wonderful seller. 
€ ee Ab 
TROWELS fiawis. uatiy thot or 
tracts mechanics. 
) 
HACK SAWS AND FRAMES 
Four styles of frames in the standard 
lengths and teeth in blades. 
SCREW DRIVERS yg gi 
wood, and perfect handle. Straight and 
Cross Point bits. 
DRILLS crits Yor the peotessionat ona | 
home mechanic. | 
Write for Catalog of our complete line 
HIGRADE INDUSTRIES CO. Pilla | 
HAMDEN 14, CONNECTICUT | 
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advanced from $9.36 to $9.80. The gen- ber consumption indicated around 6235, 


eral purpose torch for household use 000 tons in the U. S. this year is only 
went up from $5.70 to $6.40, These ad- slightly more than was consumed pre 
vances were effective November 10; the war. But the big Oriental producing 
only change recorded since November areas are now turning out much more 
8, 1947. natural rubber than they did pre-war, 

. = Earlier this year, 1948 world output of 


the natural product was expected to 
be 1,200,000 tons. Now the estimates 
have been raised to 1,500,000 tons. I 
pre-war days, output averaged around 
900,000 tons a year. 


Foreign silver price off —On 
Nov. 26, the price of foreign silver in 
New York dropped a cent an ounce, to 
sell at 714 cents. This is the lowest 
quotation for foreign silver since Sept. 
22, 1947, when it sold at 714% cents. 


The foreign price rose to 7478 «cents 


* 


Farm equipment —The |oom- 








Nov. 3 of last vear, and held at that ing farm equipment business is beyin- 
ficure until hoe 13, 1948. when it was ning to catch up with what has appeared 
reduced 1% cents, to 73 cents an ounce. to be an almost insatiable demand. 
This year’s low of 7142 cents was at- Until a few months ago, implement 
tributed to an unexpected increase in dealers had long waiting lists, Farmers 
Mexican silver offerings from other than were taking delivery rizht off freight 
regular sources. cars, as tractors, corn pickers and other 
machinery arrived. Gray markets flour 
" ished, with above-list-price premiums 
Natural rubber “bearish” frequently paid. Now, gradually, the 
Natural rubber prices sag as world industry is getting back to a_ buyers’ 
production climbs and consumption market. This trend was definitely noted 
drags. As Jate as August, a pound of in a recent ten-state Hall Street Jour- 
natural rubber was worth 25 cents in nal survey covering seven major manu- 
New York. The most recent price is facurers and a score of dealers. These 
20% cents, a tumble of 15 per cent in and other manufacturers will be facing 
less than four months. The biggest rub- a different kind of market—a return to 
ber user is the U. S., whose consump- pre-war selling in which real effort 
tion last year was 1,122,000 tons. This was necessary. Signs of this are abun- 
year it is expected to be about 1,070,000 dant. Many items, such as_ small 
tons. But more important than the tractors, can now be bought “off the 
slight drop in U. S. use is the fact dealer's floor.” A few months ago that 
this country is now a major producer wasn’t possible. On the dwindlin 

of (synthetic) rubber, in addition to rietiés of machines where orders sti 
being the top consumer. Natural rub must be placed, the waiting lists are 
iene Sales of Hardware Wholesalers pw ad 
250 ‘ , —— <r : 250 
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Source: Office of Business Economics, U. S. Department of Commerce. 
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Then grab hold of the Real “Life Line” 
AMERICAN WOOD SCREWS 


FOR DIVERS REASONS, American is the line of 
wood screws to grab onto . . . if you never want to get 
sunk! 


Quality Control in production, maintained by Ameri- 
can’s Engineering Research Laboratory with all its 
specially designed equipment . . . that’s your first line 
of protection. 


Quality Control in 7 inspections, maintained by 
trained hands, eyes, and ears... that’s your second 
line of protection . . . assuring you a higher perfection- 


percentage in every gross box. 


Complete Line of screw types and sizes, heads and and :fo) & a 


metals... plus prompt deliveries coast to Coast... 


there’s your third line of protection in service to your [Pgy-(Marmeya Wilt 419-1 1 ea eel A 


Cust ors. H 
omers Providence 1, Rhode Island 


So pick the line that’s more and more often specified Chicago I: 589 E. Illinois St. | Detroit 2: 302 Stephenson Building 
like this: “American brand . . . don't substitute.” 
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put in DURO'S 
—TAKE OUT FAR BIGGER PROFITS! 


Display Boards, you sell the tools in volume— 


shrinking fast. The gray market has 
disappeared on all but a handful of 
products. Price premiums have dropped 
sharply or disappeared. There has been 
a marked swing in some sections toward 
credit in the purchases of farm ma- 
chinery. Huge production is an impor- 
tant factor in this changing trend. The 
dollar value of all farm equipment pro- 
duced in 1948 will be about four times 
that of the best pre-war years, and 
such production has contributed to a 
tremendous farm mechanization pro- 
gram. Easier supplies do not mean a 
collapse in the farm equipment busi- 
ness—far from it. 
year will sell about $2 billion of goods, 
away ahead of last year’s $1,600 million. 


The industry this 


Major producers are convinced, too, 
that they can sell all the equipment 
they’ll be able to make between now 
and the middle of next year. They’re 
backing up that conviction with 1949 
production schedules as large or larger 
than this year’s. 
* * * 
Fertilizer sales still gaining 
Sales of fertilizer “tax tags” during 
October represented an equivalent of 
528,000 tons, an increase of 9 per cent 
above the tonnage reported a year ago, 
says the National Fertilizer Association, 


whose report covers 14 states. Cumula- 
tive sales, January through Oct., 1948, 
in the 14 states were equivalent to 
7,930.000 tons, an increase of 12 per 
cent over the total reported for the 
corresponding period last year. 
ao * . 

Winter wheat outlook good 
Next year’s wheat crop had a big lift 
from the November snows in the great 
wheat-belt. Six to eight inches blanketed 
many areas of Kansas. This means a 
good start for the vast winter wheat 
acreage which farmers have been seed- 
ing for weeks in that leader grain state. 
[he snow provides a protective cover 
adds 


melts. 


against plant-killing cold, and 
moisture to the soil as_ it 
Nebraska, another major wheat pro- 
ducer, had eight inches of snow over 
1 wide area. Important Oklahoma and 
lexas, also top wheat states, received 
lesser falls. Weather becomes increas- 
ingly significant as evidence points to 
near-record plantings this fall for next 
summer's harvest. Last year’s record 
crop of 1,360 million bushels was pro- 
duced from plantings of less than 78 
million acres. One government commit- 
tee thinks plantings for the 1949 har- 
vest could hit 79 million acres. But, 


with foreign demand easing off, the 


prospect of a serious surplus of U. S. 
wheat next year is becoming rather 
clear. 


* * 7 


News of furniture--Sales of 
retail furniture stores in October were 
off 7.7 per cent compared with the like 
1947 month, so states the monthly sur- 
vey of the National Retail Furniture 
Association, which represents over 8000 
furniture stores from all sections of the 
country. However, retail sales of fur 
niture for the year to date ran 7 per 
cent ahead of the like period last year. 
lhe drop in October sales is attributed 
mainly to two factors: Oct., 1947, sales 
were abnormally high, and many 
(usual) October purchases were made 
early this year—before September. 
Much of this earlier buying was to 
avoid enforcement of regulation “W” 
on installment sales. According to the 
monthly survey of the industry, inven 
tories of retailers are 10 per cent higher 
than a year ago and accounts receiv 
able are up an average of 20 per cent 
Of the stores reporting in the survey, 
60 per cent reported a drop in busi 
ness, 38 per cent had an increase, and 
2 per cent indicated no change. Over 
70 per cent of the furniture stores had 


increased inventories, 20 per cent had 





Here’s the Strategy of it: (1) Make Every Sale by 
Having the Full Duro Line to Sell. (2) Put Duro 
Display Boards to Work For Quick Turnover. 


Men 


buy tools where they know they can get 


everything they want. That's the experience 
of dealers who have switched from short-line 
selling and really gone into the tool business 
with Duro. 


Duro line is COMPLETE. It meets every 


tool need in your area. When you carry this 
full line you make EVERY sale and you build 
future sales because customers know you have 
what they want. Then, with Duro’s handsome 


2909 
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“ONE-TWO PLAN” 





for “a tool well displayed is ninety per cent 
(2) Displays—that’s Duro’s 


sold’. (1) Full line; 
“One-Two-Plan”, That's the 
are discovering, big profit. 


THE TIME TO START IS NOW! 





Get those Duro Displays up—get that Duro 


Line in—get that heavy 
Distributor now that you really want 


CO.,2649 North Kildare Avenue, 
Chicago 339, Illinois, 


You'll See New Profit Horizons Here. 
Write for Your Free Duro Catalog 


way alert dealers 


profit! Tell your Duro 
to be in 
the tool business! DURO METAL PRODUCTS 








When you're really in the too! busines 


you'll sell matched SETS of tools, and 
complete tool SETS for Auto, Truckand 


Tractor work; Machinery, Refrigeratior 


and General Maintenance Work. Duro 
equips you for doing this kind of big 
profit business. Set shown is the Duro 


Chrome 49-piece Tool Set 
socket ‘‘ Hot Broached 
and 25% extra strength 
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SELL SETS, as well as single tools! 


with every 
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When fire destroys the papers of 
a business, a home or a family— 
fire insurance will pay only the value 
of the piece of paper itself—nothing 
for the worth of the document— 
nothing to pay for its restoration. 


You MR. MERCHANT 
owe it to your customers 
to tell them that TRUTH. 


Papers deserve the protection of a 
PROTECTALL SAFE. Find out 
today how you can make a profit 
serving your friends and customers. 
Write for the Protectall story. 


Every Protectall safe carries 
the Underwriters Laboratory 
“C" Label. Be sure the safe 
you sell has this assurance 
of protection against fire. 













PROTECTALL MFG. CORP. 
938 So. Salina St., Syracuse, New York 


I fel 




















(Pre) 


House 
Numbers =: 


Are a Big 


Profit Item iS — a =e 


Here is a real profit item for any jobber or dealer—the Premax 
Deluxe House Number, packed in special counter display cartons 
that do the major part of the selling job. Stamped and em- 
bossed in pure aluminum, these handsome baked enamel plaques 
with their satin-silver numerals blend with any type of architec- 
ture and insure clear, legible visibility under all conditions. 


Send for special Bulletin and prices of Display Assortments. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 
4941 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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IDEAL NOVELTY & TOY CO. 
IDEAL RUBBER CO. 
THE LINDSTROM CORPORATION 











announce with pride 


The Opening of the New Beautiful 


-CHICAGO SHOWROOMS— 


Rooms 14-108 and 14-110 
MERCHANDISE MART 
Phone DElaware 7-8372 














Now Showing — 


¢ Ideal’s complete 1949 Easter Line 

e The New BABY COOS ... and other dolls 
¢ Dozens of new plastic toys 

e Rubber housewares items 

e Electric fans and mixers 


WRITE FOR GIANT 136 PAGE CATALOG 


NEW YORK SHOWROOM: 200 FIFTH AVE., NEW YORK 10, N. Y. 
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MULTI-PURPOSE 
TROUBLE LAMP 
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A REAL Money Maker 


Generous profits are yours when 
you feature this all purpose trouble 
lamp. These outstanding features 
cost no more: Easy open heavy 
duty guard. Push through safety 
switch. Improved shockproof rub- 
ber handle. Convenient tool tap. 
Underwriters approved cord, 
molded machine type plug spring 
action prongs. Everyone who sees 
this outstanding trouble lamp buys 
it—even those who own old style 
lamps. Complete line of trouble 
lamps covering all price ranges. All 
parts available. Deal direct at best 
factory discounts. Write or wire 
for catalog and prices today! 


SONTOS ELECTRIC CO. 


Dept. H AKRON 3, OHIO 















@ Includes Washer, Leciwasher and 
Wing Nut, 1/4" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


2 
Shavow Bol and Sere Co- 


BOSTON 10, MASS. 
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less and 6 per cent reported no change 
from a year ago. 

a oe 

Another television record 

Television receiver production reached 
a new fecord in October, totaling 95,216 
sets, the Radio Manufacturers Associa- 
tion reported. The figure includes only 
the output of member companies, but 
almost the entire industry. The October 
production figure compared with output 
of 88,195 sets in September and with 
64,953 in R.M.A. also 
reported television shipments have been 
10 states and the District of 


August. The 


going to 
Columbia. Television set shipments to- 
taled 188,120 during the third quarter 
and 447,711 


of this year. By sharp contrast, in Oct., 


during the first 9 months 


19146, only 827 sets were made. 

* te ox 
sustained building 
building and 


Expect 
boom- —-October heavy 
construction awards in 37 states east 
of the Rockies totaled $778,606,000, a 
decline of 2 per cent from the like 
1947 month, F. W. Dodge Corp., con- 
struction industry analysts, reported. 
However, the October total was 2 per 
cent higher than the previous month, 
and for the first 10 months this year 
contract volume gained 27 per cent 
over the corresponding period last year. 
Residential construction gained in the 
ten-month period, but was off in Octo- 
1947 Non- 


residential volume was up sharply for 


ver from the like month. 


the 10 months, and showed a gain als 
in October. Materials and labor enoug! 
to sustain the building boom by pro 
viding 18 billion 100 million dollars of 
new construction in 1949 are predicted 
by the Producers’ Council, Inc., a na 
tional organization of building supply 
forecast that most 


for the li 


manufacturers. It 
materials will be “ample” 
billion 100 million of new building and 
7 billions of repair and maintenance 
work planned for next year. This would 
mean a volume of building of all types 
about equal to this year’s, with a pos 
sible drop in housing construction but 
an increase in highway and other pub 
lic works jobs. A Department of Com 
merce industry committee has estimated 
that 1948 dwelling 
run to 1,200,000 units, including 


construction wil 
farm 
homes. “Unless the armament require 


ment is much over that now antici 
pated, iron and steel products should 
be at least as plentiful for construction 
as has been the case during 1948,” says 
the Council, which also predicted that 
sash, doors, and other millwork should 
be “much more readily available,” gyp 
sum items should definitely be “off the 
dealers should be 


shortage list” and 


able to offer “selectivity and prompt 
delivery” on other items. 
Department store sales 


sales, while still lag- 
levels of last 


Department store 
ging behind the 


Yuletide 


year’s 


buying, recovered somewhat 





INDEPENDENT RETAIL HARDWARE STORE SALES 


TRENDS IN 


19 CITIES IN THE UNITED STATES 


October, 1948 


Oct., 1948 
compared with 


Cities 


Percent Change 
10 mos., 1948 Oct., 1948 
compared with compared with 


Oct., 1947 10 mos., 1947 Sept., 1948 

California-Los Angeles ....... , y 17 
Re NOE oc aad Sotisce sie sss > 1] 8 
District of Columbia— Washington. . 5 0 } J 
ee 4 1. 4 - 5 
Massachusetts—Boston f 0) 7) 
Michigan—Detroit ......... 1] +14 + 9 
Minnesota—Minneapolis ‘ 0 + 8 ] 
Missowri—St, Ladin «oc. cccccscss | 4+. 6 , 
Nesbraska—Omaha .............. 10 + | 13 
New York—Buffalo .............. 11 ] 12 
New York 7 2 L 4 
I iio 6.65 ca wrewlewewawc 0 6 ) 
CPOE, bc can wodaacmaenie ness 7 1 4 ) 
NN ces args ecphaeeoeas chedecr +13 +11 - | 
IEE Ne 60.6.5 8 oad aw a8 5) + ] +10 
Pennsylvania-—Philadelphia ...... 13 + 2 1] 
I as oie 5 oi ona steisiiine | + 2 0) 
Washington—Seattle ............ 24 9 12 
7 4-22 + Y 


Wisconsin—-Milwaukee 


Compiled by Bureau of the Census, U. S. Department of Commerce 

Editor's Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available f 
the next fiscal year are not sufficient to develop and maintain valid data on 


state-by-state basis. 
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FEDERAL 
Practicalt 
HOUSEWARES 












This beautiful modern plant 
...our new home at 3600 West 
Pratt Boulevard, Chicago 45...is one more 
step forward in Federal Tool’s march of prog- 

ress. Importantly, it is your goodwill reflected in steel and stone... evidence of the 
ever-increasing preference you have accorded our popular line of Federal Practical Housewares. 
Now, we pledge you all-out effort to utilize these expanded facilities in the accomplish- 

ment of better service... new products... still closer cooperation with your own 


sales and promotional program! 


FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45, ILLINOIS 


INVITATION: 
We invite you to visit 


our new home. During the National Housewares Show 
at Chicago, January 13-20, a Federal bus will 

be running on regular schedule from Navy Pier 

to our plant. If you would be interested in taking 


FEDERAL TOOL CORP. 

3600 W. PRATT BLVD., CHICAGO 45, ILLINOIS 

Yes! I would like to see your new plant. I will check with you at 
your Show Booth for complete details. 


advantage of this convenient opportunity, fill out the Name a —_ Position 

coupon at the right and mail it to us. It will be a pleas- 

ure to have you as our guest. Firm _ ——— an . . 
2 ———— a — 
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LAWN MOWER 


America’s fastest growing favorite! 





no other gives 
you more of 


all 4 


e profit © right price 
(plus 1 year guarantee) 
e reliability 


® consumer acceptance 


5 self-sharpening 16” crucible cutting 
blades and lower cutting bar. Precision- 
ground for perfect alignment. Cutting 
height: °,”’ to 1'.". Self-aligning ball 
bearings with take-up adjustment. 
Double pawl clutch. Baked enamel finish, 
attractive colors. 


Cast side 
frame. @ 
Tubular 
steel handle 
Heavy gauge 
pressed steel 
wheels. Rub 
ber roller 


All steel 
construction 
and steel 
tubular 
handle 


MODEL 20 


Cast iron 
construction 
Wood handle 
and roller 


MODEL 40 


Designed and manufactured by 


MIDWEST MOWER CORPORATION 
2235 O'Fallon Street, St. Lovis 6, Mo 
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from their November slumps during the 
first three days of December. The up- 
turn caused store executives to be 
more optimistic about business pros- 
pects for the remainder of the Christ- 
Federal 


Board, however, reported that depart- 


mas season. The Reserve 
ment store sales throughout the nation 
declined for the fourth consecutive 
week in the period ended Nov. 27, when 
dollar volume was five per cent below 


a vear ago. 


October business was “brisk” 
Continued brisk business in October 
was maintained largely by rising pay- 
rolls and an autumn revival of new 
orders, the Commerce Department said 


recently, in its November issue of “Sur- 


vey of Current Business.” Wage i 
creases and high employment rates 
which prevailed during the month “aug 
mented the flow of money income,” and 
supported a heavy demand for goods 
“New orders have risen higher than 
any time since Nov., 1947,” the surve 
added. September dollar value of man 
facturers’ new orders was 8 per cent! 
above the previous month, with the gain 
shared equally by the non-durable an 
durable goods industry. The increase in 
orders for non-durable goods was the 
first marked upward movement this 
year. The machinery industries saw the 
strongest advance in new orders. De 
spite the return of students to schoo] 
October employment remained substan 
tially unchanged from the previous 
month, 


Fair Trade Laws Called Bar to Commercial Piracy 


Hardware men on panel advocate wider application of 
Fair Trade. Call for more missionary work in trade 


N the annual meeting of the 


American Fair Trade Coun- 
cil, 11 E. 42nd St.. New York 17, 
John W. Anderson, its president, 
called Fair Trade laws “an impor- 
tant protective pattern in that gen- 
eral network of obstructions to 
commercial piracies on which the 
economic strength of our Nation, 
and all its power for defense, must 
depend.” The meeting. held Nov. 
18th at the Waldorf-Astoria Hotel, 
was in the form of a panel discus- 
sion with Mr. Anderson presiding 
and introducing the panel experts. 

Announcement was also made 
of the re-election of Mr. Anderson 
to the presidency of the Council 
and of the election of the follow- 
ing board of directors: Robert O. 
Thomas. Sheaffer Pen Co., Fort 
Madison, Iowa; E. L. Fellman, 
E. L. Bruce Co., Memphis, Tenn.; 
John E. Cawley, Miles Labora- 
tories, Inc., Elkhart, Ind.. and W. 
D. Evans, Elgin American Di- 
vision, Illinois Watch Case Co.. 
Elgin, Ill. 

Panel members included Walter 
Bronson, II, president, Bronson 
and Townsend Co., New Haven, 
Conn., hardware wholesaler, and 
Russell A. Atkinson, president, 
R. J. Atkinson, Inc., Brooklyn, 
N. Y.. retail hardware firm. 

Mr. Bronson, in giving a dis- 
tributor’s view on how Fair Trade 
benefits the consumer, explained 
that “Fair Trade, enables a manu- 
facturer to protect his trade-name 


against unfair, unscrupulous mer- 
chandising tactics and to maintain 
it as a guarantee of fair estab- 
lished consumer value. The inter- 
ests of independent distributors 
and their customers, thousands of 
small independent retailers, are in- 
extricably tied up with nationally) 
prominent trade-names. The pro- 
tection of these trade-names, the 
consumers guide-post to values, is 
of vital importance to this type of 
distribution if it is to maintain its 
position of importance in the field 
of distribution and merchandising. 
Fair Trade is the only workable 
means yet devised to make trade- 
name protection practicable.” 

From a distributor’s point of 
view, Mr. Bronson said that Fair- 
Trade lines are most valuable to 
him because they represent top 
consumer value; because they se'l 
in large volume by virtue of high 
consumer acceptance of their 
“known value” trade names and 
thirdly, because distribution is 
maintained in an orderly fashion 
without uncontrollable retail price 
wars. 

Mr. Atkinson commented that 
under Fair Trade laws “if a par- 
ticular sales person in a particular 
store appeals to the consumer, the 
spectre of cut price does not come 
between the consumer and. this 
sales person with whom he may 
wish to deal. The litile services, in 
themselves small and unimportant. 
which sales people can render, are 


HARDWARE AGE, DECEMBER 16, 1948 











“*CRESCEN! 
foreign co 
are made 
N.Y., and 


CRESCE 


Jamest: 


HARDWA 





Ppl GOOD CRAFTSMANSHIP 
gh ---GOOD TOOLS 


han ; 
surve 
man 
r cent 


e gain 


ase iI 
as the 
t this 
w the 
s. De 
schoo] 


ibstar 


mer- 
intain 


field 
ising. 


kable 





high 
their 
and 
n is 
shion 
price 


aA F? 


ia 


t ” o; 
tha CRESCENT” is our trade-mark registered in the United States and 
par- foreign countries for wrenches and other tools. “Crescent’’ tools 
Gre made only by Crescent Tool Company of Jamestown, 


cular 
N.Y., and are sold by leading distributors everywhere. 


’ the 
come CRESCENT TOOL COMPANY 


this Jamestown, N. Y. 
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To boost your sales — these 4 Samson products are now packaged in colorful counter dis- 
play cartons. The Spot Cord, Samson Small Lines and Tite-Rope merchandiser displays are 
new. The Whcle Clothes Line container is already a money-making friend of yours. For extra 


These 4 Samson 
Now Packaged For 


profits display all four. 


SPOT CORD 


SPOT CORD 


Known since 1893 as 
the most durable sash 
cord made. Solid 
braided cotton, extra 
quality. 12 50 foot 
hanks in display 
container. 


SAMSON 
SMALL LINES 


Solid braided white 
cotton, glazed finish. 
48 foot hanks, sev- 
eral connected in one 
length. 12 hanks in 
display box. 


Catalog and Samples on request. 


SAMSON CORDAGE WORKS, Boston 10, Mass. 







TITE-ROPE 
Clothes Line 


Strong wire line with 
extra durable pro- 
tective plastic cover- 
ing. Strength over 
500 pounds. Stretch- 
less. Clean. 12 50- 
foot hanks in display 
carton. 


WHALE 
Clothes Line 


Solid Braided Cot- 
ton. Individually pack- 
aged in brightly 
printed transparent 
wrap. 50 foot hanks, 
two connected. Con- 
tainer holds 12 hanks. 


Products 
Display 








PCARLSON PA el 
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You'll multiply your impulse purchases and sell steel tape 
rules quicker and easier with this new Carlson four color, 
full-vision display case in handrubbed natural-color wood. 
DOES NOT TIE UP SALEABLE MERCHANDISE. Provides 
ample stock storage within the case. It’s yours on one of 
the most attractive deals we've ever offered. 

ASK YOUR JOBBER TODAY! 


FROM THIS NEW... 


carison SILENT SALESMAN’ ’pisptay case 


MONROVIA, 











CALIFORNIA 


in the mind of the consumer large 
and important items.” 

“It is just as necessary for a re- 
tailer to train his sales help to sell 
a Fair-Traded, trade-marked iten 
he said, “as it is to train his help 
to sell individual brands, which 
have no meaning to the purchaser. 
Retailers’ advertising and store dis- 
play should be built around Fair- 
Traded, trade-marked items.” 

Continuing, Mr. Atkinson 
pointed out that “The value of 
Fair Trade is lost to the consumer 
if retailers are not well grounded 
in the knowledge of Fair Trade. | 
feel that manufacturers. while con- 
ducting sales courses in their prod- 
ucts, should include a thorough 
grounding in the methods of han- 
dling their own Fair-Traded items 
and the procedures that they will 
follow in the case of a violation of 
the Fair Trade contract. Finally. 
the average clean (and I say clean 
advisedly) retailer is very much in 
favor of Fair Trade, primarily be- 
cause he knows that Fair Trade is 
aimed at giving his customer a 
fair break. and consequently be- 
cause he knows that under Fair 
Trade he can give that custome: 
the ultimate in service.” 


Special Panel 


A feature of the meeting was a 
special panel that discussed a spe- 
cific case history—the successful 
introduction of Gold Seal’s “Glass 
Wax.” As a member of that panel. 
Ralph H. Langsam, vice-president 
and general manager, Masback. 
Inc.. New York City wholesale 
hardware firm, remarked: 

“When a manufacturer elects to 
pursue the purely optional Fair- 
Trade course, he does so because 
of sincere convictions that this 
action will serve to protect his own 
best interests by encouraging : 
smooth, steady, orderly flow of his 
merchandising to the consuminz 
public while discouraging demo 
alizing. predatory price-cutting: 
to protect the best interests of his 
wholesalers and retailers by assut 
ing them of a fair return for th 
vital functions which they per 
form: to assure the public of pro- 
curing quality merchandise al 
sound prices, the very same prices 
that would prevail generally 
his product were it not Fam 


Traded. 
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COMPLETE WITH FITTINGS is Feet Leng 


SOLD THROUGH 7 
RECOGNIZED JOBBERS ONLY 
Samples on Request 


Packed: 10-25' Lengths : 5-58" Lengths 


** TWO BRAID 


¥a** TWO BRAID 


RETAIL 
PRICES 


"' SINGLE BRAID $ 
50 Foot Length. . 


(25 Foot Length).. 3.29 


50 Foot Length.. 


(25 Foot Length). 
50 Foot Length. 





F.O. B. Philadelphia —Special price 
to recognized jobbers and distributors 














22 


4.58 


6.58 


3.98 
7.96 


HANCOCK MANUFACTURING Inc. 


131-137 S. Second St. ° 








Philadelphia 6, Pa. 





The NEW MYERS 
ALL WEATHER 


FROST-PROOF 


HYDRANT 





Here’s another famous Myers 
high-quality product for profit- 
able selling. Every Myers Water 
System customer can use one or 
more additional hydrants to 
deliver a constant supply of 
running water where he needs 
it, and in all kinds of weather. 


THE F. E. MYERS & BRO. CO, 
Dept. H-49, Ashland, Ohio 
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*Universal Hand Drill 
Positioned at any angle 
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2 a , 


~ Model B-105 


Sliding Bevel 













“Model G-115 


Jobber's Drill Gage 


Model 100 


Combination Square 
with 


level and scriber 
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Model S-107 
*10" Adjustable Bench 


Level 


Model M-119 


Vise Type “Mitre Box 
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Model BD-124 


*Pot 



































All Steel Unbreakable 
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Model AP-120 
*All Steel Unbreakable 
Adjustable Block Plane. 
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Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane 
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Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 
handle. 
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Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 
ish, Black Numbers on 
Both Sides 


ua Model L-111 
*Adjustable Level Jr. 
Carpenter Square and 
2 vial spirit level. 


Model C-102 
Try & Mitre Square with 


level 


xi 





"2", 
2x 






































Model P-108 
*Protractor & Drill Gage 


4 tools in 1 
\ 










“ 







~ 
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eee | 
Model D-106 
“Handy Home Tool 


6 tools in 1. 






Pending USA 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber 






td) 


TWIX MANUFACTURING COMPANY, INC. 
40-09 2lst STREET, LONG ISLAND CITY 1, N. Y. 












The new Great Neck Super 


Keyhole Kut-Up is a work aid needed 
by everyone from master mechanics 


to housewives! Why? Because it 
smoothly, sturdily cuts all metals, 


plastics, woods. Perfect for hard-to-get-a? 


jobs! You'll see why we call this 
line ''Super.” 










NO. 90 
SUPER 
KEYHOLE 
KUT-UP 
DISPLAY 





enter ween daw 
oe eas unees 5 


COLORFUL IN ORANGE & BLACK 


VY, doz. per card 
No. 95 Super Keyhole Kut-Up—1 doz. per box 


(Refill blades, No. 99, can be bought separately. 


Packed 1 doz. to attractive metal-edge box.) 


SEE YOUR 
JOBBER 





Good looking aluminum 
handles, comfortable pistol 

grip. Compass saw pattern blades 
— flexible TUNGSTEN steel. A sturdy 
Aool overall, 











GREAT NECK 


SAW MANUFACTURERS, INC. 
MINEOLA, N. Y. 
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Coming Conventions 
And Events 


Corrected Each Issue According to Latest Data 


Ace Stores, 25th annual meeting 
and exhibit, Jan. 24-26, 1949, at the 
Hotel Sherman, Chicago. Sponsored by 
Ace Hardware Corp., 1319 S. Michigan 
Ave., Chicago 5, Ill. E. G. Lindquist, 
vice-president and secretary. 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night, Jan. 26, at the Wil- 
liam Penn Hotel. 

American Toy Fair, March 7-18, 
1949, with temporary displays at Hotels 
New Yorker and McAlpin, New York 
City, in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and_ exhibit, 
Feb. 14-16, 1949, at the Hotel Lafayette, 
Little Rock. A. W. Porter, Lafayette 
Hotel, Little Rock, is executive secre- 
tary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
1949, at the Santa Barbara Biltmore 
Hotel, Santa Barbara, Calif. Convention 
chairman, George H. Slater, 712 So. 
Olive St., Los Angeles 14. 

Bicycle Institute of America, an- 
nual convention, March 28-April 1, 1949, 
at the Boca Raton Hotel, Boca Raton, 
Fla. Associatign headquarters, Room 
1215, 10 Rockefelle: Plaza, New York. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 13-15, 1949, at the Arizona Bilt- 
Victor H. 
Nelson, Foxworth-McCalla Lumber Co., 


more Hotel, Phoenix, Ariz. 
Phoenix, Ariz., is chairman of the 
meeting. 

California Retail Hardware Assn., 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar- 
ket St., San Francisco, is secretary. 

California Gift Show, Jan. 23-28, 
1949, in Los Angeles, Cal., at the Brack 
Shops, Merchandise Mart 
Hotel, and individual showrooms. 


Alexandria 


Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, 1949, at the Nicollet Ho- 


tel, Minneapolis, Minn. “Mastercraft” 





meeting, April 24-26, 1949, also at the 
Nicollet Hotel. Sponsored by Coast-to- 
Coast Stores Central Organization, Inc., 
29-43 Main St., S.E., Minneapolis 14, 


Minn. York Langton, trade extension 
manager. 

Connecticut Hardware Assn., annual 
convention, Jan. 25-26, 1949, at the 


Stratfield Hotel, Bridgeport, Conn. Ned 


Russell, Harris Hdwe., Southport, Conn., 


secretary. 
Cotter & Co., dealer-owned whole- 


saler, convention and merchandise show, 


Feb. 21-22, 1949, at its office and ware- 
house, North Pier Terminal, 365 E, IIli- 
nois St., Chicago, Il. 


Franklin Hdwe. and Supply Co., 


? 


annual convention and exhibit, Feb. 2-3, 


1949, at the company quarters, 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is executive vice-presi 
dent of the company. 

Home Show, third annual Home 
Show of St. Louis, Feb. 12-20, 1949, at 
the Kiel Auditorium. Sponsored by the 
Home Builders Assn. of Greater St. 
Louis. Details available by writing to 
1624 Delmar Blvd., St. Louis, Mo. 


Housewares and Appliance Show, 


Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Housewares Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54. A. W. Buddenberg is exec 
utive secretary. 

Illinois Retail Hardware Assn., con 
vention and exhibit, Feb. 22-24, 1949, at 
The Hotel Sherman, Chicago, William 
F. Ewart, 1194 Merchandise Mart, Chi 
cago, is association secretary. 

Indiana Retail Hardware Assn., co: 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple: hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn 
sylvania St., Indianapolis, is association 
secretary. 


Iowa Retail Hardware Assn., conve! 
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PLYMOUTH 


Cndage Producla 


ENGINEERED FOR YOUR JOB 








BALER TWINE TYING TWINE 





FINE QUALITY CUTLERY 


Steak Knives + Carving Sets + Cleavers 

merican Butcher Knives + Boning Knives * Ice Picks 

Ice Chippers + Scimiter Knives + Corn Knives 
Machetes + Oyster Tongs + Clam Rakes 


IN SANDER RENTALS 
with an 





Every time you rent floor sanders to your customers—make extra 
profits by also furnishing an American Spinner Edger! Eliminates 


tedious hand scraping of edges and stairs. Saves labor for your 4 
customers... builds goodwill and profits for you! Write for Chas. D. Briddell, Inc. 
details. American Floor Surfacing Machine Co., 522 So. St. Crisfield, Maryland 


Clair St., Toledo 3, Ohio. 








ALL POPULAR STYLES 
AND SIZES 


SHELTON PLANE & TOOL MFG. CO. 
SHELTON CONN. 


Note these sure-selling points of 
HAMILTON CLIMAX Tackie, Tool — 


and Utility Boxes: practical etility, 





NATIONALLY ADVERTISED 











ge 


exrtea 






STRO.: 6 FoR 
WEAVIEST 
PRUniAG 










r and ied t bo a 
ance! Each feature is pre-tested to 
scare Yale lee ammccs | SEYMOUR Smit 
full margin of profit for YOU! 


TEC OGRE A | omoR Gc” PRUNER “419 


Ask for facts on HAMILTON Coast to coast advertising during the busy pruning 







Medicine and Utility Cabinets.“ METAL PRODUCTS CO. season is creating a steady demand for this new, streamlined pruner. 
~~ WRITE FOR LITERATURE ON If your jobber doesn't have it in stock, he can get it promptly. 

~ ‘ 
OUR COMPLETE Sem _ HAMILTON, OHIO i SEYMOUR SMITH & SON, INC. 900A Main St., Oakville, Conn. 


' 
. ‘ es: 401 Srontwey New York 13, N.Y 
i af bd bad ° s ® bd bd ataetives Principe! Citle 


FOR BEST SERVICE ON THESE STEADY SELLERS, ALWAYS DEPEND ONees 


TURNBUCKLES —“‘Alumaloy”’ — 
Can. \ Bodies— Steel on™ t, hele. 
Wrought Nut , af INC. 
EYE BOLTS BOX 333, MICHIGAN CITY, INDIANA 


ee ~ il FACTORY: GRAND BEACH, MICHIGAN 
THE FINEST HARDWARE=— CORRECTLY DESIGNED TO GIVE GREATEST STRENGTH 
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The : 
COMPLETE LINE ere » 


There is a best type of 
fastener for every type 
of belting, load and 
working condition. 


WIREGRIP 


ULLAL LL 
teecctttdddcne 


All approved and ac- cecceececeeggeb) 
cepted types: WIREGRIP STEELGRIP 

Belt Hooks, STEELGRIP a a 
Belt Lacing, PLATEGRIP SS = 
Belt Plates (for joining Is a] 
and repairing heavy con- A A 
veyor belts) and SURE- : - —— 
GRIP and FLEXGRIP PLATEGRIP 


couplings for Round 


This complete line en- , 


ables you to buy all belt 
fasteners from one re- FLEXGRIP 
SUREGRIP Cc) 


liable source 
Write for catalogue 


ARMSTRONG-BRAY & CO. 
$348 NORTHWEST HIGHWAY, CHICAGO 30, ILLINOIS 


NEATER IN APPEARANCE 
EASIER TO HANDLE 
SUPERIOR IN SERVICE 





U. S. POULTRY NETTING 


HEXLO 


ee 


STRAITLOK 


Awl 


INDIANA 








STEEL & WIRE CO. 


MUNCIE, INDIANA 
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tion and exhibit, Feb. 8-11, 1949, at Des 
Moines. Hotel headquarters, Hotel 
Savery; exhibit, Coliseum. Philip R. 
Jacobson, Mason City, Iowa, is secretary. 

Kentucky Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at the Brown Hotel, Louisville. Dwar 
W. Laws, 501 Republic Bldg., Louisville, 
Is secretary-treasurer, 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David O. Mansfield, 226 S. State St., 


Km. 16, Jackson, Miss. 


Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., as follows: 
March 7-9, 1949, at Duluth; March 14- 
15, 1949, at Billings, Mont.: March 21- 
23, 1949, at Portland, Ore.; March 28- 
29, 1949, at Spokane, Wash. 

Michigan Retail Hardware Assn., 


convention and exhibit, Jan. 25-27, 1949, 


at Detroit. Hotel headquarters, Statler; 
exhibit, Convention Hall. Harold W. 
Schumaker, 1112 Olds Tower Bldg., 


Lansing 8, is secretary. 


Mill Supply Regional Meetings, 
sponsored by the American Supply and 
Machinery Manufacturers’ Assn., Inc., 
1108 Clark Bldg., Pittsburgh, Pa., as 
follows: Jan. 13, 1949, Edgewater Gulf 
Hotel, Biloxi, Miss. 


Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at Minneapolis. Hotel headquarters, 
Curtis Hotel; exhibit, Minneapolis Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, is association secre- 
lary. 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
la. Secretary for both associations is 
David O. Mansfield, 226 S. State St., 
Rm. 10, Jackson, Miss. 


Missouri Retail Hardware Assn., 
convention and exhibit, March 8-10, 
1949, at the Jefferson Hotel, St. Louis. 
Louis C. Kreh, 1189 Arcade Bldg., St. 
Louis, is association secretary. 

Mountain States Hardware and Im- 
plement Assn., convention, Jan. 12-13, 
1949, at the Cosmopolitan Hotel, Den- 
ver, Colo. Mrs. Margaret A. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 


Nebraska Retail Hardware Assn., 
convention and exhibit, Feb. 15-17, 1949, 
at Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 


Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, is secretary. 

New York State Retail Hardware 
Assn.. convention and exhibit, Feb 
15-17, 1949, at Buffalo. Convention 
headquarters at Hotel Statler: exhibit 
at Municipal Auditorium. Nicholas H 
Kiley, 509 Hills Bldg., Syracuse 2, is 
secretary. 

North Coast Retail Hardware Assn. 
convention, Feb. 13-15, 1949, at Seattle 
Wash. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Sec. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22.24, 1949, at Fargo. 
Gardner Hotel; exhibit, Auditorium 
Miss Clarine Sherwood, 24 Clifford 
Bldg., Grand Forks, is secretary. 

Northern Wholesale Hardware 


Co., annual dealer meeting will be held 


Headquarters 


in February, 1949, at company head 
quarters, 805 N. W. Glisan St., Portland 
9, Ore. Thomas L. Willis, president. 

Ohio Hardware Assn., convention 
and exhibit, Feb. 8-10, 1949, at Cleve 
land, Ohio. Headquarters, Statler Ho 
tel; exhibit, Public Auditorium. John 
P. Conklin, 198 So. High St., Colum 
bus, is secretary. 

Oklahoma Hardware and Implement 
Assn., convention and exhibit, Feb. 1-3 
1949, at Oklahoma City. Headquarters 
and exhibit at Municipal Auditorium 
Robert K. Thomas, 711 Wright Bldg., 
Oklahoma City 2, is secretary. 

Panhandle Hardware and Implement 
Assn., convention, Feb. 13-15, 1949, at 
Amarillo, Tex. Mrs. C. L. 


Canyon, Tex., executive secretary. 


Thompson, 


Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, 1949, at Bal 
timore. Hotel headquarters, Lord Bal 
timore; exhibit 5th Regiment Armory 
W. Glenn Pearce, 400 No. Broad St., 
Philadelphia 30, Pa., secretary. 

Southern California Retail Hard 
ware Assn., convention and exhibit, Feb 
22-24, 1949, at Long Beach. Headquar 
ters, Wilton Hotel; exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W 
8th St., Los Angeles 14, is secretary 

South Dakota Retail Hardware 
Assn., convention and exhibit, Marc! 
15-17, 1949, at Sioux Falls, S. D. Hea 
quarters, Cataract Hotel: exhibit, Coli 
seum. F. J. Hodoval, Ft. Pierre, se 


retary. 

Tennessee Retail Hardware Assn., 
convention, Feb. 21-22, 1949, at the Ho 
tel Peabody, Memphis. Morris Jones, 
P. O. Box 784, Nashville, is secreta 

Texas Hardware and Implement 
Assn., convention and exhibit, Feb. 7-9, 
1949, at Dallas. Hotel headquarters, 
Baker Hotel; exhibit, Adolphus and 
Baker Hotels. R. M. Souder, 814-15 
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Nell the Chain that 


Stl) 


‘) 
5 
( 


4 


( 
+ 


IISELE 


Customers know from experi- 
ence that CM Chains are top 
quality...designed specifically 
for particular applications. 
They know that CM's are safer 
...last longer...cost less on 
the job. CM Chain Products are 
nationally advertised and rec- 
ognized. There is a chain for 
every purpose in the CM line. 
You can sell them with confi- 
dence and profit. 


use there is a CM product 


AUTOMOTIVE 
S| AGRICULTURAL...HARDWARE 
INDUSTRIAL...MARINE 
\ ‘ for practically every chain 
on 
” 


designed specifically for 
that job. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


h Chisholm Moore Ho 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 
SALES OFFICES: New York + Chicago « Cleveland + San Francisco + Los Angeles 
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GOLDBLATT 
TROWELS 


st Choice 


of Plasterers and 
Cement Finishers 


COMPLETE 
LINE OF 
FIRST 
QUALITY 
TOOLS FoR 
ALL MASONRY 
TRADES 


IMMEDIATE 
DELIVERY 


ILLUSTRATED 
CATALOG 
MAILED ON 
REQUEST 


ATTRACTIVE 
DEALER 
DISCOUNTS 


























TROWEL | ay | BRAND 


Want ures eca.erersD 


Nationally Advertised Since 1885 
GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 











The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


NATIONAL 


MANUFACTURING CO. 
STERLING * ILLINOIS 








EMBURY MFG 
WARSAW, N.Y 
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Texas Bank Bldg., Dallas, is association 
secretary, 
Triple 


April 25-27, 


Mill Supply convention, 

1949, at Cleveland, Ohio. 
Conference booth program at Cleveland 
associations 


\uditorium. Sponsoring 


are: American Supply & Machinery 
Manufacturers’ Assn., general manager. 


R. wenigd ees, 
Pittsburgh 22 
Machinery Distributors’ 


1108 Clark Bldg., 
National Supply & 
Assn., secretary- 
Rinehart, 505 Arch 
Supply & 


, ra 


treasurer, Henry R. 
St., Philadelphia 6: 
Machinery Distributors’ 


Pugh, 


Southern 
Assn., 


712 


secretary- 


treasurer, E. L. Volunteer 


Bldg., Atlanta 3, Ga. 
Virginia Retail Hardware Assn., con- 
vention and exhibit, Feb, 22-24, 1949, at 


Roanoke. Headquarters, Hotel Roanoke: 


exhibit, American Legion Auditorium. 


G. T. Omohundro, Jr., Scottsville, sec- 
retary. 

Western Retail Implement and 
Hardware Assn., convention and ex- 
hibit, Jan. 18-20, 1949, at Kansas City, 
Mo. Headquarters, Hotel President: ex- 
hibit, Municipal Auditorium. William 


J. Shaw, 224 Rialto Bldg, 
6, is secretary. 


Kansas City 


West Virginia Hardware Assn., con- 
and exhibit, Feb. 17-19, 1949, 
Hotel West Virginian, Bluefield. 
Fielding, 1628 McClung St, 


Charleston 2, is association secretary. 


vention 
at the 
James C. 

Wisco annual merchandising school 
10-12, 1949, 
pany headquarters, 15 So. Brearly St., 
Madison, Wis. Sponsored by the Wisco 


and sales show, Jan. at com- 


Hardware Co. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, 1949, 
at Milwaukee. Headquarters, Hotel 
Schroeder; exhibit, Milwaukee Audi- 
torium. H. A. Lewis, Stevens Point, 


Wis., 


is secretary. 





Columbia Bicycle 
Dealer Aids 


The Westfield Mfg. Co., Westfield, 
Mass., offers four additions to its cur- 
rent programs of dealer helps on Co- 
lumbia-built bicycles. A 16-page cata- 
log showing all models explains and 
illustrates the Them-O-Matic _ silver- 
brazed frame. Primary emphasis was 
laid on the need for factual illustrated 
information that whole- 
salers and dealers to do a constructive 


would enable 
selling job. Two display items, colorful 
paper window streamers and a double 
faced enamel finished outdoor sign for 
repair departments. 
Mat service 


who have 
for latter. 
form of key-numbered 


dealers 
Nominal charge 
is issued in the 
proof sheets, enclosed in a colored file 
folder for dealer’s convenience. Includes 
line cut illustrations of 
almost every model, in one and two col- 


halftone and 


umn sizes. 
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“— 
Stock and Display 
NEW Gem Jr. 


Fingernail Clipper 
New tapered jaws. 
Streamlines. ‘‘Gem” 
quality thruout. 

Retail price mow 29% 


THE H. C. COOK CO, 
ANSONIA, CONN. 


FOLDING CHAIRS 





MM styles. Upholstered & ia. 
Tebiet Armchairs — Foldiag Tebles 

















PROMPT 
SHIPMENT 
ADIRONDACK 5 
CHAIR CO. 
1142-A BROADWAY 
NEW YORK |, N.Y. TA600 
T4 
ALL ALUMINUM 6ftRULE 
Unconditionally 
Guaranteed 


Here is a NEW ond BET 
TER Rule of ALL ALU 
MINUM construction. 
Reinforced with Machine 
Brass Hinges and 
tegether by wacom 
Brass Rivets . — 
merals embossed and 
quered for At 4 
legibility. 


Ideal for Carpenters, 
Builders, Engineers, 
Architects and Plumber: 


Guaran 
time. Write for clreular 


STELLAR TOOL & MFG. CO., ine. 
93- 34 170° Street, Jamaica, & 6. 





Changes 


New products and new 
trade names are constantly 
being added to the list- 


ings for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


Ww 


HARDWARE AGE 


100 E. 42nd St., New York 17, N.Y. 
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OF THESE PRODUCTS 
. eLADDER JACKS. 
Simple—easy to use—no 
unnecessary working or at- cme 
taching parts. Rail sus- 


pension only. Tested for 
positive safety. Made from 


Safety Feats PROVE THE MERITS 










Sw 
id Display 
gem Jr. 


il Clipper 
ered jaws. 
1es. ‘“‘Gem” 










































* 
eae i ‘ainchby1!,inchbarstock. Ball Bearing Casters sell 
COOK CO. — to the pair. Full 
. CONN. inch platform area. One 4 
= pair to complete seaftoia, @S easily as they roll 
«iy $6.00 pair 
ia. X € Here's the same quick-selling, profit- 
— able item that sold itself before the 
_ *LADDER STEPSe war and is ready to roll up sales for 
you again. 
The handiest ladder tool 
ever devised. No fasteners “Acme” Casters won't mar rugs or 
—quickly adjusted on rung floors. Specially designed to rol! on ' 
TA600 of any standard extension balls, not on wheels, “Acme" Casters 
amas f ladder with one easy mo- are ideal for furniture and trunks .. . 





move quickly and easily in any direc- 


t RULE tion. Provides a comfort- 


able platform, banishing tion. They're available in different 





iti HM ° 

penteod” leg fatigue. Tested for types . . . Knee Pattern . . . Flush 
NEW and BET safety. Can also be used as Plate . . . Counter-sunk with round 
ef ALL ALU ‘ 

pnstruction. a shelf for paint or tools. plate or oblong plate . . . Square 
on ante $2.89 each Flange and Grip Neck with socket. 





my Machios ROLLS IN Stock up now! 
Pink any 
or Be _ 
FLOOR DISPLAYS AVAILABLE — DIRECTION Call Your Distributor 


4 
| 
Carpenters, TO E 4, ’ 
oy eet L DO PRODUCTS 
nd Pi 
.. ong 3800 LAGRANGE STREET TOLEDO 12, OHIO =THE SCHATZ MANUFACTURING COMPANY @ Poughkeepsie, N. Y | 
& & —___—_— 


| Peerless 


~ Accurate and Dependable 
CARPENTERS’ and MASONS’ 
new 


antly LEVELS 





Trade Mark Reg. U. S. Pat. Off, 


list- Known from Coast 

eeey to Coast! Wall Model Can Opener—with : 
pe patented "DROP-A-WAY” feature | 

The finest can opener for home use. 

Effortless and safe—it rolls the edge 

j smooth as it holds and opens square, 

not wi , round or oval cans. New, improved 

e of a r 4 ; atin aintatiadl — with heavier steel construction 

we e * ‘ and new spring supported blade assure 

the “a , _ Tested. a — longer life. “DROP-A-WAY” feature 

sted : hne, seasoned woods. allows opener to hang flush to wall 

Vh e when not in use and permits instant 

- Packed in individual cartons removal for cleaning. 
l be All metal parts bright nickel plated. 


AV,'Zoya ceet-betyobhomect-tamet-\ipeet-(els ase las 
a leader for over 30 years. 
* 


Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 

Yo} (e Meolalh mi aetaclsl iets lee) Seti 4-1° Miele) e ta 


Retail price 89¢ 


Write for new Peerless literature. 


COMPANY Manufacturer of 


N.Y. 
‘ NOVELTY MANUFACTURING CO. Bottle Openers 
STERLING, ILLINOIS espera 


iGE ; LEVEL & TOOL be World's Largest 





3211 CARROLL AVE. © CHICAGO 24, ILL 
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Red Devily 


/ There are no substitutes for quality— 
4 


stock and sell genuine RED DEVIL tools. 


No. 50 
wooD 
SCRAPER 





Complete Catalog Available 
RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 








PUTTY 
KNIFE 


POINT DRIVER 





GLAZIERS 
POINTS 





NOW any of your customers can 


STOP FAUCET LEAKS! 


> DT ++2X FAUCET 
Vise or + 
MELLESET] Rip STOPPER 


Comes mounted on a card with illustrated directions 
and with 4 washers . . . in attractive self-selling dis- 
play carton . . . Every home needs an O'Malley Drip 
Stopper. 





ASK YOUR JOBBER 


EDWARD O'MALLEY VALVE CO. 7202. SREENWOOD AVE 


VERNONTOWN 


— Complete Profit-Making Line of 


BRICKLAYERS’ & PLASTERERS’ TOOLS 


METEX CORPORATION ° 





A TIP to Goulds Dealers 


Here’s a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 





Goulds Pumps Inc. 
Seneca Falls, N.Y. 





for Shallow Wells 





Simplify Your Stock Taking with the 





Stainless Steel 


Mount Vernon, 





F’GOULDS Balanced-Flow JET | 


GOULDS Water Systems | 








IN Pee Pee ae and I span 
obstructions on difficult jobs when you install 


my short blade. I save you time! Im clever! 
=X: I'm the KD No.99 Hacksaw 


iy \\ 











co. 
Go S 
‘0 Koren” 
i.) 


























¢ High in Quality! 
e Low in Price’ 


b EVERY VERNONTOWN TOOL 
PLASTER TROWEL Meise iilen Vea amc Lis) 


with Aiuminum Shank Handle 
New York 


SOLD ONLY THROUGH JOBBERS 
Write for Catalog 


YOU'LL NEVER MISS A SALE 


with 


HY ORALLIC 


Jacks 


since 1899 
@ Nationally Advertised 
IMMEDIATE SHIPMENT, 


LEVER 





TEMRRETON, KENLY & 


spo 44, Iilinots 





HARDWARE AGE WHITE INVENTORY SHEETS 


Make your inventory taking this year easier and surer with these WHITE INVENTORY SHEETS. 


Use the coupon below to order your supply today. 


HARDWARE AGE, |00 East 42nd Street, New York 17, N. Y. 
Gentlemen: 


Here is my $ Please send me. 


charge). Also send me 
NAME 
ADDRESS 


154 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Binders (50¢ each): Send these to me by return mail. 


FIRM NAME 
CITY STATE 
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RETAIL 
PRICE 


ASK 
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TODAY! 
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the new household 
word for “curtain stretcher’’ 





Tops in value—made of fine quality lumber, with heavy steel zinc-plated 












































hardware attached—no loose pieces to handie. Special design makes it 
pan easy to set up cr take down—its many features mean satisfaction, sales 
nstall and profits. Write for descriptive literature and discounts. 
! MODEL 321 MODEL MODEL 
lever: (illustrated) $7.99 221 $6.99 322 $599 
Saw Prices shown are retail. Inquire about additional low-priced promotional 
a WORLDSBEST curtain stretchers. 
oh a WORLDSBEST INDUSTRIES, INC. 
I~ 1150 BROADWAY - NEW YORK 1, N. Y. 
Ip, ae 
| f, ' . ' 
i The Heater You've Waited For HAND Y 
NK ! 
i) TERRIFIC VALUE 
Barridon PORCELAIN Heaters fa- a, 
ae for performance, ‘enn and Shoe Last and Foot Rest 


rugged construction. Beautiful mod- 
ern design—no bolt, 


one piece welded ONLY 


construction. °” Por 


celain steel burner 
base. 
Model 9H with 9" 


burner ...... $28 F.0.8. Hartford 
Model 26H with 2 
6" burners ...$30 Model 7H 


BARRIDON | 
OIL BURNER PRODUCTS CORP. | 


1427 Park St., Hartford 1, Conn. 
Size 22”x16'/,”x33'/.” 


Now It’s 10th Year! 


| es U is The Popular STAR Heel Plates 
MOP | 


_- srusn We) ee 
and SQUEEGEE 


A new item 
for home use. 
Can be used 
for both repairing and shin- 
ing shoes on a bench, chair, 
box or lap. Will fit all sizes 
of shoes. Takes up very 
little space. Finished in 
high black enamel. Made 
in one piece of unbreak- 
able malleable iron and 
guaranteed. Retails at 
a reasonable price. Also 













— | 
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JIGVHNVIYENN 
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| 






Always in demand and profitable for you to handle. 
Made in sizes 000 to 6. 


Order your supply 


































rhere’s a Minute Mop fast-seller to speed every house- today. 
dvertised hold cleaning job. Women want and BUY the popular | 

Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- | 
PMENT, dow Brush and Squeegee. Toi-La-Kleen, and the long | 

famous standard size Minute Mop and Drainer, and 

also the new Jumbo Minute Mop for large floor areas 
D MEDAL All made of Du-Pont Cellulose S . W I : 

: . . se Sponge. rite or phone 
a your jobber today. HEEL PLATE co. 
’ NEWARK, N.J. 
MINUTE MOP C0. '3,6:23,°9;5" i , 
e CHICAGO 16 ILL. eran stoners ete pe a 





OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 


YOUR Ball bearing, easy action. 


eT JOBBER 
TODAY! 





Over 80 years’ experience. 


STYLED FOR BEAUTY « GUARANTEED FOR SERVICE 
1 mailog Distributed exclusively through your jobber oe ae oe 


Made exclusively for AMERICAN SHEARER MFG. CO. 
AMERICAN IMPORT CO., San Francisco, California NASHUA, NEW HAMPSHIRE, U.S.A. 
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assified Advertising Rates 





| 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... 
ach additional word......... 


Positions Wanted 


set solid, maximum, 


(Special Rate) 
0 words 
Each additional word......... 
Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















[ Help Wanted ——*«dyX 





WANTED 
TABLISHED 


CONTROLLER FOR LONG ES 

WHOLESALE HARDWARE 
FIRM-—capable of relieving busy executive. Must 
have experience to organize and handle men. 
State salary, experience and when available. Ad 
dress Box M-636, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y 





RETAIL STORE MANAGERS EXPERI- 
ENCED IN hardware, tires and auto accessories, 
farm supplies, plumbing and heating. Splendid 
opportunity in rapidly expanding organization. 
Age 25 to 40. Positions available in Ohio, Michi- 
gan, Arkansas, Tennessee and Mississippi. Must 
furnish A-1 business and character references. 
Send complete resume to Jim Brown Stores, Inc., 
6560 Juniata Ave., Cleveland 14, Ohio. Atten.: 
Personnel Department. 








SALESMAN WANTED — MALE 


Nationally known Manufacturer of Electric 
Kitchen Appliances and Household necessi- 
ties requires full time Factory Representative 
to promote sales through jobber and dealer 
channels in the State of Texas. Must pos- 
sess courage, ability and showmanship to 
conduct actual demonstrations to salesmen, 
clerks, and public in a forceful, selling man- 
ner. The opportunities for sale and income 
are good because the merits and usefulness 
of these products are so outstanding and 

















| HOUSE 


ROPE SALESMEN, MANILA ROPE— 
SISAL ROPE. Long established trade necessary. 
Sideline. Write fully giving references. Address 
Box M-607, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 


CUTLERY MANUFACTURER HAS STATES 
OF MISSOURI, KANSAS AND IOWA OPEN 
for Salesman to sell to hardware, sporting goods, 
department stores, and drug store retailers. 
have own car. A large number of accounts al- 
ready established. Straight commission. Reply Box 
M-642, care of Harpware Ace, 100 E. 42nd St., 
New York 17, N. Y. 





WANTED SALESMEN CALLING ON HARD.- 


WARE AND HOUSEFURNISHING STORES 
in the following territories: Texas, Louisiana, 
Missouri, Arkansas, Kansas and Oklahoma, Ex- 


Shipping out of Fort Worth, Texas. 
Address Box M-640, care of 
100 East 42nd St., New York 


cellent Item. 
Commission 
HARDWARE 
vm. F 


basis. 


AGE, 





SALESMEN, WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
to cover retail hardware trade. Terri- 
in entire'United States. Write giving 


tories open 
and territory you cover. Commission 


particulars 








Must | 


SALESMEN WANTED WITH HARDWARE 


| FOLLOWING to sell Paper and Board Special 
| ties as side line on commission Address Box 
| M-624, care of Harpware Ace, 100 East n 
| St., New York 7, me 2 

PLUMBING SPECIALTY FIRM IN NEW 


YORK CITY has Various Territories Open for 
Representatives to sell to Hardware and Plumbing 

Akron Supply Co., Inc., 315-317 
New York 2, N. Y. 


| Supply Jobbers. 
Stanton Street, 





/ SALESMEN TO COVER RETAIL HARD- 
| WARE TRADE for Old Established Concern 
| manufacturing High Grade Line of Files and 
Butcher Steels, on commission basis. Give fuu 
| details of lines now handled and territory cov- 
|} ered. Address Box M-630, care of HARpWare 
AGE, 100 East 42nd St., New York 17, N. Y 





SELL HAND AND POWER LAWN MOW 
ERS TO DEALERS, DEPARTMENT STORES 
AND CHAINS. Drop ship from factory at low 
prices, fine quality. Midwestern shipping point 
Commission, No application considered unless it 
states exact type of trade, territory you cover 
and lines now handled. Address Box M-554, care 











necessary in every home. Experience desir- basis, no objection to non-conflicting side lines. 
“hh. Taide 9 Che Dace Tey, | of _Harnpwarge Acz, 100 East 42nd St., New 
able, but not necessary. Must have car. woe ,n a” Inc., 149 Chambers Street, New | Ya N 
0 45 ate . ® ° ” 
If you are interested in becoming asso 
ciated with one of today’s outstanding com- 
panies write us giving complete history, ref- iat as 
erences, and salary expected. Since this is 
a worthwhile proposition, only responsible } 
applicant with good record and sincere pur- SALESMEN WANTED TO SELL TO IN- SALESMEN CALLING ON THE RETAII 
pose will be considered. | he cg ig Industrial Rg a HARDWARE TRADE, Department Stores and 
Address reply Pest Ofce Bor 298 en re ng de ree eee | Seed Stores, to reoresent Manufacturer of Xs 
Racine, Wisconsin St res, etc. the Di penza Safety Leg Bands. Ex tionally Advertised Garden eet : a 
Stores, spe a g . ox clusive territory to those who qualify. Give reter- 
cellent repeat “a item. Sells = omg ‘round. | ence and territory now covered. Fraim Mfg. Co, 
. — ye Mfg. Co., 2020 Harbor Avenue, | Granby Street at 39th, Norfolk, Va 
Ashtabula, no 
[s j ? F W ; A] as —— 
SALESMEN WANTED SALESMEN WANTED NATIONALLY KNOWN MANUFACTURER 
Mfr. of Fast-Moving Staple DESIRES SALESMEN, IN ALL TERRITORIES, 
By a long established, well rated manufac- who now call on hardware dealers and department 
turer of a complete line of leather dog collars, GARDEN HOSE ACCESSORY ae sell 8 tangas ng “gre yoy oY pa 
harnesses, ete. Opportunity for experienced L me ey os 4 steries « | sprinkler system that retails for less than i 00 . 
men calling on retail hardware and variety en wk aeiwets Beuear Siicwten, | eee se Re epee De peas aves ped bee = 
stores. Protected territory ; liberal commission. Commission. Give full details in first letter. in great demand. State age, experience, territory de- 
| sired, lines now carried, and references, in first reply 


Address Box M-638, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








ox HA 432, Equity 
113 West Sand St., New York 18, N. Y. 











Address Box M-627, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 
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[Sales Representatives Wanted| [ Accounts Wanted —| 





MAN UFACTURER’S 
WANTED—For distinctive line of Wrought Iron, 
House Markers and Foot Scrapers. Fashioned in 


dog designs. Address Box M-628, care of HArp- 
waRE AcE. 100 East 42nd St., New York 17, 
7 ¥ 


MANUFACTURER OF NATIONALLY AD 
VERTISED AND POPULAR PRICED HOME 
WORKSHOP POWER SAWS needs Salesmen 
with experience calling on_ the hardware trade. 
Salary and commission. Excellent opportunity. 
Write complete details to Box M-594, care of | 
Harpware Acg, 100 East 42nd St., New York 
17, N. 





SIDELINE SALESMEN CALLING ON 
LARGE HARDWARE STORES, Woodworkers 
and Furniture Manufacturers. Must have follow- 
ing. Selling dry glue. Territories Maine, New 
Hampshire, Vermont, Massachusetts, Rhode Island 
and Connecticut, also Virginia, West Virginia, 
North Carolina, South Carolina, Kentucky and 
Georgia. No application considered unless full 
information given in reply. Address Box M-631, | 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
readjusting territories and representation. . Will 
create openings for several experienced repre- 
sentatives who have good following and under- 
stand builders hardware. State lines now carried, 
type of trade covered and territory. Address 


Box M-610, care of Harpware Acez, 100 East 
42nd St., New York 17, N. Y 

SALES REPRESENTATIVES FOR’ ALL 
STATES WEST OF MISSISSIPPI RIVER. 


Must be qualified to obtain business. Exclusive 
territory. Electric Fence Controllers, Underwrit 
ers Approved, also related products. Excellent side 
line for energetic salesmen calling on retail trade; 
hardware, electric, feed stores, farm supplies, etc. 
Please submit personal qualifications, references 
and late photo, if —a Address Box M-625, 
care of HarpwAre AcE, 100 East 42nd St., Nev 
York 17, N. Y 





NEW ENGLAND MANUFACTURER OF 
EXCEPTIONAL QUALITY, IMPROVED DE- | 
SIGN, INDOOR FLOOR TYPE FOLDING 
WOODEN CLOTHES DRYERS is realigning 
territories. A proven repeat order seller to retail 
hardware, housewares, furniture stores which 
carry housewares and other housewares outlets. 
We do not sell to jobbers. Commission basis. Pre- 
fer salesmen who intensively cover smaller terri- | 
tories and not those who just hit high spots in 
large territories. We must have village as well 
as city coverage. Must travel by car and carry 
samples until trade knows line. Several fully pro- 
tected territories open in Eastern, Mid-Western 
and Southern States. No letter considered unless 
it states exact territory, how long and how often 
covered, and all lines now handled. Address Box 
M-603, care of Harpware Ace, 100 East 42nd 
St., New York iv. &. a 


REPRESENTATIVE | 


HARDWARE AGE, DECEMBER 16, 1948 


WANTED — MANUFACTURER’S AGENTS 
CALLING ON BUILDERS’ HARDWARE 
CONTRACT DEALERS AND LUMBER 
YARDS to sel) established line of Casement and 
Storm Sash Hardware. Much good territory open. 
Address Box M-575, care of Harpwarg Acez, 100 
East 42nd St., New York 17, N. Y. 








* > ~ > 
SALESMEN 
calling on Hardware & Housefurnishing Stores ir 
the following territories Arizona, New Mexico 
Colorado, Utah, Nevada and Caelifornia Excellent 
item. Shipping out of Phoenix, Arizona. Commission 


basis 


Address Box M-639, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















WANTED 
MANUFACTURERS” AGENTS 

for sensational Chip, Shaving and Dust Collector for 
Light Industry, Plastic Fabricators and Home Work 
shops. Nationally advertised to 6,725,000 potential 
buyers per month. Top flight men have unusual op 
portunity. Write fully to 

Box M-635, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 

















SALES REPRESENTATIVES 


To sell nationally known lines of Door Locks and 
other Builders’ Hardware Specialties to Hardware 
Stores, Lumber Yards, etc. National Distributor has 
several exclusive protected territories available. Earn 
ing potential unusually great, based on high com 
missicas. Permanent, full time. Car required. Write 
full details to 


Address Box M-623, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















MANUFACTURERS REPRESENTATIVES 


now calling on hardware jobbers, building supply 
houses, lumber dealers, department and hardware 
stores, to carry the very salable and nationally ad- 
vertised, MAGIC MIRROR DOOR DETECTIVE, the 
most modern type of Door Knocker and Door Peep- 
Hole yet devised, incorporating the new transparent 
mirror and built in two-way speaker. Many lucrative 
territories available. Liberal commission. 


MAGIC MIRROR ASSOCIATES, INC. 
687 THIRD AVENUE NEW YORK 17, N. Y. 














FLATWARE AND TABLE CUTLERY 
MANUFACTURER—old, established, nationally 
known concern—one of the leaders in its field, 
is re-arranging several important sales areas, on 
a 100% protected territory basis. Will consider 
only sales organizations who, through their other 


supplementary factory lines, have the background, 
connections, and entree, to give our line the 
intensive coverage we require; and also the time 


to give it continuous effort. A profitable, worth 
while major line Liberal commission arrange 
ment. Address Box M-634, care of 


HARDWARE 
~ e 


Acer, 100 East 42nd St. New York 17, 


(Classified Opportunities continued on page 





“SLIM” GILLIARD 
Handle Additional Lines 


| offer you the benefits of 28 years of per- 
sonal acquaintance with and experience 
gained in calling on the hardware whole- 
salers in the Middle West and Eastern 
States as Traveling Sales Manager for Fay- 
ette R. Plumb, Inc. 

Am now representing Master Lock Co. in 
Pennsylvania, New Jersey, Delaware, Mary- 
land and Washington, D. C., and would 
like to represent a few additional lines 


L. E. "SLIM" GILLIARD 


214 Fairhill Avenue, Glenside, Penna. 


Can 














GENERAL HARDWARE LINES WANTED 
BY AN ESTABLISHED SALES AGENCY, 10 


years’ experience selling to wholesalers and re 
tailers throughout Puerto Rico. Address M. E 
Benitez, 604 P. De Leon Ave., Santurce, Puerto 


Rico, U. S. A 





SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 
We develop and push the foreign sales of your 
roduct, handle all diffieult paper-work, pay you cash, 
relieve you of expense and headaches. Annual turnover 

1,500,000. References and details on inquiry. 
KURT ORBAN CO., INC. 
Exporters Purohasing Agents 
21 West Street New York, N. Y. 














SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis, Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














ONE ONLY TOP 
HOUSEWARES LINE WANTED 


for Kansas, Missouri, lowa, Nebraska 
and Oklahoma. Am representing one 
other factory. Only line with minimum 
potential commissions of $5,000 yearly 
will be considered. Kansas City Show- 
room and Office. Will be present at 
the Chicago Housewares Show January 
13th to 20th. Inquiries invited. 


Address Box M-626, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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i Accounts Wanted 


[Positions Wanted | [ Business Oppertunitier ] 








MANUFACTURERS’ AGENTS 
INTENSIFIED COVERAGE BY 4 MEN coves 
ILL, IND., & WISCONSIN. SELLING HDW 
JOBBERS & HOWE. CHAINS, AUTOMOTIVE 
& RETAIL CHAINS, bth ey 
JOBBERS, MILL neers te MAIL ORDER 
HOUSES. DEPT. STORE CHAINS — MANUFAC- 
TURERS WHO SELL DUTSIDE A yt aad THRU 
THEIR RETAIL DEALER ar ONS. 


LEE E. LANE COM 
624 So. Michigan Ave. a Ulinels 




















EXECUTIVE TYPE MANUFACTURERS’ 


REPRESENTATIVE 
I present your preducts as conscientiously and en- 
thusiastically as your own Sales Manager. Now 


selling Hardware and Housewares Jobbers in Upper 
Midwest, Excellent contacts. Can handle an additional 
outstanding line. Commission. Details on re 


JOHN A. MALONE 


Minneapolis 7, Minn 


quest 
1 t 


2809 Park Ave. 

















NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO agai ony — 22, Pa. 


Branch 
New York @ "Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














TOOL SPECIALTY HOUSE COVERING 
STATE OF OHIO desires Additional Lines of 
Hand and Power Tools. We are D & B rated, 


warehouse all stock and carry all accounts. Ac- 


counts sold via three salesmen and mailing list. 
Address Box M-637, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y | 


ESTABLISHED MANUFACTURERS REP 
RESENTATIVE WITH SEVERAL HUN 
DRED PRODUCING CONTACTS, wishes 
Items including Work Gloves and Glassware, for 
department, chain, drug stores and jobbers in 
the States of Michigan, Ohio and Indiana. Earl 
Morgan, 1415 Glynn Court, Detroit 6, Michigan 





BUY BONDS 








RETIRED SALESMAN FOR A NATIONAL 
ABRASIVE MANUFACTURER WANTS SIT- 


UATION selling to Hardware, Mill and Mine 
Supply Jobbers and Dealers in Arizona and 
| Southern California Large acquaintance and 
good standing in trade. Perfect health. Have car. 


| Will furnish references. What have 


Address H. E. Kulle, 339 W. Portland St., 
Phoenix, Arizona 
BUYER —30 YEARS’ EXPERIENCE IN 


TOOLS AND HARDWARE—Can furnish ref- 
erences. Address Box M-643, care of HARDWARE 
Acr, 100 East 42nd St., New York 17, N. Y 





| Bariness Opportunities | 





FOR SALE—HARDWARE DEP ARTMENT 
STORE on Central East Coast of Florida, doing 
business of over $300.000. Two Story 
Real Est ite and Fixtures ap 

Stock ¢ pproximately $50,000 
» not necessary bas rer wishes to retire 
Address Box M-629 care of Harpware Ace, 10¢ 
East 42nd St., New York 17, N. Y 


x 14 


sd at $62,000. 








— ABOUT 


5% 
2% 


FOR SALE CLOSEOUT 2000 
CASES DIDIT (24 pint bottles each) a DDT 
| product; label bears Good Housekeeping Seal and 
| NYC Fire Department approval; contains Py 
rethreum and Bayol-D (Standard Oil); an ex- 
cellent product in a good looking package now 
warehoused Mid-west; priced for quick sale; 
offer. Address Box M-633, care of Harpwart 
Acre, 100 East 42nd St., New York 17, N j 








LEADING HARDWARE STORE 


In large, prosperous Maine town: established {2 years; 
own 3-story brick building in AAA location; outlet 
for many national brands; last year’s gross $175,000; 
substantial capital required; owner has other interests; 
price $150,000. Write 


DOUGLAS FOSDICK 


13 Drummond Street, Lewiston, Maine 














ASSOCIATE WANTED 
OR FOR SALE 


WHOLESALE HARDWARE, only house in 
fifteen mile area, specializing in Builders 
Hardware, Screw Thread Products and Tools, 
in Large Se. California City, doing good 
volume adjacent to R.R. carrying National 
lines. Growth of busi addition 
of partner capable of Administration with 
Executive ability, would require $40,000, for 
half interest or $80,000, to purchase, if pur- 
chased owner will stay with buyer three 
months. Most any deal within reason con- 
sidered, owner pretty tired, hears the fishin’s 
good in the mountains. 


WRITE BOX 8637, COLE STATION 
HOLLYWOOD, CALIFORNIA 











you to offer. | 


"make | 





WELL ESTABLISHED BUSINESS 
FOR SALE 

After 27 years I desire to retire 

inventory approx. $44,000. Well 

paying wholesale and retail business, 

of Precision Tools, Hand Tools 
Tools. Full details on reuest. 


~—s, TOOL & SUPPLY CO. 


Will sell for 
known, good 
consisting 
and Power 














140! Cleveland 14, Ohio 
FOR SALE— HARDWARE STORE LO 
CATED IN VERY GOOD SECTION of Down 
town Tampa, Florida. Inventory approximately 
| $15.000.00. Write P. O. Box 5087, T _mpa, 
Florida, for particulars 
WANTED — ESTABLISHED FIRMS BIN 
METROPOLITAN NEW YORK, willing to a 
cept New Partners for active participation. No 
promotions. Cash available, $5,000 up Plus 
Business Experience 3rokers Service. Address 
Box M-632, care of Harpwarre Ace, 100 East 
$2nd St., New York 17, N. Y 
OPPORTUNTIES IN MANY COMMUN 


TIES FOR THE PURINA FRANCHASE — 
| Purina Chows for livestock and poultry, sanita 
tion products, farm supplies under Checkerboard 
label, rural America’s best known trademark 
Find out what being a Purina Dealer can miean 
to you. Write Dept. C., Ralston Purina Co. 
2508 Checkerboard quare, St. Louis 2, Mo 





PICTURE WIRE FOR SALE 


Surplus Stock 
4c per coil — 50 ft. coils 
Goodl0c to 15c seller 
Packed 500 coils per case 
Order Sample Case Today 
Discounts on Quantity Purchases. 


SURPLUS TRADING COMPANY 
128 N. 3rd St. Philadelphia 6, Pa. 











A SUCCESSFUL HARDWARE, ELEC 
TRIC AND HOUSEHOLD EQUIPMENT 

| BUSINESS operating several stores in Westerp 
| Pennsylvania for over 50 years desires to sell 


| because of age of the principal owner. Complete 
| modern stock; no indebtedness; 1947 sales were 
over $475, 000. 00; Principal owner will accept 





| mortgage on buildings, rent or sell buildings with 
business. Reply Box M-595, care of Harpwart 
Ace, 100 East 42nd St., New York 17, N. Y 





Buy Savings Bonds 





158 


HARDWARE AGE, 


DECEMBER 16, 1948 








The F 
duralu 
warp, 
even i 
used f 


THE 





drivers a 
-ing up o 


UPSON 











HARDWA! 

















IRE LO 
of Down 

yroximately 
Tampa, 


"OMMUN.- 
SHASE — 
ry, sanita 
eckerboara 
trademark 
can mniean 
urina Co., 
2, Mo 





ALE 








ELEC: 
IPM ENT 
1 Western 
es to sell 
Complete 
sales were 
rill accept 
lings with 
HARDWARE 
N.Y 


nds 





AINGOTUNE 





" PRODUCTS CORP. Dept. HA-12 Kokomo, Ind. 








THE FAIRGATE RULE 


+ re See eee 





T Souares — L Squares — RULES 
Rustless — Easy to Read 


The FAIRGATE RULE is a precision instrument made of 
strong as steel, light as wood. Will not rust, 
The sharp clear figures are easy to read 
The fine straight edge can be 


duralumin... 
warp, or tarnish. 
even in the dimmest light. 
used for cutting or drawing. 


Write for trade prices. 


THE FAIRGATE CO. srooxtrn. 6. *Y: 








a a 


es rssuacaie 


® promotion 

®@ distribution 

®@ sales 
for PRODUCTS OF MERIT 
Tru-Test is helping other manufacturers 
with this important work. It can help 
you, too. Now is the time to investigate. 
Write today. 

Division of 


TRU -TEST OAKES & COMPANY 














uthael. ) Gakeamch a0 
YCREWDRIVERS 


MORE WORK 


ORDER THRU 
YOUR JOBBER 


Hold-E-Zees do the job better, faster. They excel wherever screw- 
drivers are used. Gripper instantly released by spring action, slid-, 
-ing up out of way when not in use. All materials highest quality. 


UPSON BROS., INC., 65 Broad Street, Rochester 4, N. Y. 



















CIPCO MEANS CONVENIENCE 


Packaged for easy identi- 
fication ... easy handling 

. and to stay clean until 
used. NO EXTRA COST! 
See your jobber or dealer. 





CITY PLATING & MFG. CO. j 
22nd. and COLE STREETS ST. LOUIS 6, MO. 


k MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 
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a 650 SOUTH CLARK STREET ¢ CHICAGO §, ILLINOIS ) 











PICTURE 


OF 


PROGRESS 


IN SPRAYING p AAAS 
EQUIPMENT «= "arr ola SR Ee 


The spray boom and power take-off unit shown, are typical of the 
complete line of all-purpose spraying equipment offered by Dobbins 
This includes a wide variety of spray booms and power sprayers 
Tank sizes range from 25 to 250 gallons, with sprayers capable of 
pressures up to 400 Ibs. Write for free catalog 


DOBBINS MANUFACTURING CO. 


DEPT. 1201 ELKHART, IND. 














MOST ALL SIZES ON HAND 
Atlas Nail Co.. Ine. 


20 N. Wacker DrivesPhone ANdover 3-3068#Chicago 6, Ill. 
* NOTE: WE WILL BUY YOUR SURPLUS NAILS 





* MARSHALLTOWN, IOWA 
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BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 
———EEEEE 





at xh i 
\ Wi 


‘ 


Send for Descriptive Folder. 
Order from your Jobber 








IMPERIAL 
Self-Closing FAUCET 


For Steel Drums 
or Barrels 








Holds oil, gasoline, kerosene, 
alcohol, light varnishes, clear 

lacquers, solvents and most other 

liquids, Fast-flowing. Easy to operate. 

Closes automatically . . . cannot be left open by 

accident. Can be locked closed. Many millions in 

use. A fast-moving item you'll want to handle and 

use in your own store. 

No. 261-G. Faucet with standard 34" 

SEE YOUR JOBBER 
(If your Jobber cannot supply you, write us, giving Jobber’s Name) 


pipe thread. 
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THE FLETCHER ENAMEL COMPANY 
DUNBAR. WEST VIRGINIA 


14-117 Merchandise Mart 200 Fifth Avenue 
CHICAGO, ILLINOIS NEW YORK, NEW YORK 


Genuin° DOMES 2 SILENCE 
DE SILENTLY -SOFTLY- SMOOTHLY 

0 -15¢ SET-10¢ SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Nome 








““Oomes of 


on genuine 


Rubber Cushion 


For Tile, Marble, 
Noiseless. Sizes for meta 


Ce 
chairs and all furniture 


Ask yeur Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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Air Express Div. (Railway Express ee ven oe - 
Agy.) 99 Ferry Cap & Set Screw Co 123 
Alabama Mfg. Co. i Fletcher Enamel Co. 160 
Allen Mfg. Co. g7 | Forsberg Mfg. Co % 
Allied Chemical & Dye Corp. Fuller Tool Co., Inc 112 
(Barrett Div.) 4 
American Chain & Cable Co. 46 | 
American Floor Surfacing Mch. ° 
Co. cons 149 | General Elec. Co. (Apparatus 
American Import Co. 155| Dept.) TT 
American Screw Co. 139 | Gephert Mfg. Co 33 
| American Shearer Mfg. Co 155 | Gerity-Michigan Corp 85 
Anchor Wire Corp. 102 | Goldblatt Tool Co. 15! 
Armstrong-Bray & Co. . 150 | Goodyear Tire & Rubber Co., Inc. 38 
Atkins & Co., E. C. 30 | Goulds Pumps, Inc 154 
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Automatic Products Co. 118 | Griffin Mfg. Co. 32 
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Barridon Oil Burner Prod. Inc. 1£5 | Hanson Scale Co 104 
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Committee on Steel Pipe Research 1/8 K 
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Consumers Glue Co 162 HB Wiig. Compeny at 
Cook Co., H. C eels ve 
Reeeieat Goat ie 145 Kiddie Seat Corp 124 
Kimble Glass Div. Owens-Illinois 
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Kingston Products Corp 159 
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Davis Mfg. Co 110 | 
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Dieco Machine Tool Co., Inc 162 | L 
Dobbins Mfg. Co. 159 | 
Doehler-Jarvis Corp 5 | Longley Corp ° 
Domes of Silence 160 Sana Sep. Sh, oe . 
Duro Metal Products Co. 140 | 
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E Mall Tool Co 109 
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McGill Metal Products Co. 110 | Schultes Level Co 16! 
McKinney Mfg. Co. 134 | Schwartz Mfg. Co. 90 
Metex Corp. 154 | Seiberling Latex Products Co. 32 
Midwest Mower Corp 144 | Shapleigh Hardware Co. 64 
Miles Mfg. Co. 26 | Sharon Bolt & Screw Co. 142 
Miller, Inc., Robert E . 160 Sheffield Bronze Paint Corp. ‘05 
Mimar Products, Inc. 12 Shelton Plane & Tool Mfg. Co 149 
'4inute Mop Co. . 155 | Sherman Mfg. Co., H. B. 98 
Monarch Malleable Range Co. 119 | Vmonds Saw & Steel Co 135 
Montague Rod and Reel Co..... 127 | Slaymaker Lock Co. ! 
Moto-Mower Co. . 115 | Smith & Son, Inc., Seymour 149 
Myers & Bro. Co., F. E. . 147 | Sontos Electric Co. 142 
| Speedway Mfg. Co. 102 
| Standard Register Co 17 
N | Stanley Tools, The 129 
National Houseware Mfrs. Asso- | Star Brush Mfg. Co 93 
ciation 86 | Star Heel Plate Co. 155 
National Lock Co 29 | Steel Products Mfg. Co 10 
National Mfg. Co. . 152 | Stellar Tool & Mfg. Co. 152 
National Screw & Mfg. Co. . 163 | Sunset Line & Twine Co. 98 
Neurslene Co. . 114| Swan Rubber Co. 31 
New Britain Machine Co. 28 | 
Noma Electric Corp. 16 
Norwich Line Company, Inc 161 T 
Tayor Instrument Companies 101 
Technical Glass Co. 35 
° Templeton, Kenly & Co. 154 
Ocean City Mfg. Co. . - 127) Toledo Interlocking Products Co.. 153 
O'Malley Valve Co., Edward - 154] tTremco Mfg. Co. 106 
Triplex Screw Co. 97 
Tru-Test, Div. of Oakes & Co. 159 
, Turnbuckles, Inc 149 
Pacific Brass & Hdwe. Mfg. Co. 114 Twix Mfg. Co., Inc 147 
Parker Mfg. Co. 34 
Peerless Level & Tool Co 153 
Pennsylvania Lawn Mower Div. 44 U 
wuiipe Go., Momy ” | U. S. Hardware & Paper Co. 34 
Pioneer Gen-E-Motor kia 
Pittsburgh Plate Glass Co., Brush Sh eee se 
Div , 8 Utica Drop Forge & Tool Corp... 108 
Plomb Tool Co. 7| 
Plymouth Cordage Co 149 | y 
Porter Corp., The J. E. 37 
Premax Products Div. 141 | Vaco Products Co 4l 
Protectall Mfg. Corp 14 | Vaughan Novelty Mfg. Co 153 
| Vict Too! Co. 80 
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| Ww 
Railway Express Agy. (Air Express , : 
Agy.) 99 | Westinghouse Electric Corp. 
Red Devil Tools } s4| Farm Products Section 137 
Red Star Dairy Supply Co  -% Wilcox Crittenden & Co., Inc 104 
femingion Arms Co. Inc 2 | Woman's Friend Washer Div. 125 
Ridge Tool Co. 40 | Wooster Brush Co 2 
Revel Ook Industries 162 Worldsbest Industries, Inc 155 
Titi, O hee o 3% | Worthington Pump & Mchy. Corp. 103 
Russell, Burdsall & Ward Bolt & 
Nut Co 133 | 
Y 
Yale & Towne Mfg. Co 3 
s Youngstown Mfg., Inc 13 
Safe Padiock & Hardware Co 105 
Samson Cordage Works 146 | 
Schacht Rubber Mfg. Co 9 | . 


Schatz Mfg. Co. 


. 153 | Zippo Mfg. Co. 
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*Schulles 


*Reg. U. S. Pat. Off. 
The MODERN 
Precision Level 
with Pre-Adjusted 
Spirit Vials 
Schultes Spirit Vials are adjusted at Factory. 
Anyone can insert Vials on spot to accuracy of 1/10 of 1°. 


A great selling point to user! Eliminates bother of returning Levels to 
factory for repair. 


e@ Interested in handling complete line? Write for details. 
SCHULTES LEVEL, INC, 
17403 GABLE e DETROIT 12, MICHIGAN 


“Schulles level 


*PATENTED AND PATENTS PENDING 






























MILLIONS Will Want These 
COLORFUL DRIPLESS 
PLASTIC FLOWER POTS 


Choice 4 colors: IVORY, GREEN, 
RED, and YELLOW — with sau- 
cers to match. Florentine design. 
Decorative. Light weight. Smooth 
as glass. Practically UNBREAK- 
ABLE. 2%” to 734” diameters. 
Write for wholesale prices 
and full particulars. 


HENRY PHILLIPS CO., BARRYTON 11, MICH. 


(Distributors, Sales Representatives wanted) 




















Christmas Lights? 


CASH IN ON 


NOMA 


BEST KNOWN BRAND 


with the 


GREATEST DEMAND... 25 to] { 

















Supreme Silk 
BAIT CASTING LINE 


NORWICH presents the title-holder—the line that won the world’s 
record of a 151-pound tarpon on an 18-pound test line — makes it 
available in 6 tests from 12 to 36 pound tests to suit every purpose! 


_.. Ask your Jobber Salesman 


WORWICH, _° 


LINE COMPANY, Inc. 
NORWICH, N.Y. 
The Line of Champions 


Ojilut 





















































The BIG SELLING 


BRUSH 
CLEANER 


that REPEATS and REPEATS 


BECAUSE IT'S 
FAR BETTER 


Proven by impartial tests of 
a nationally known Brush 
Manufacturer to be the most 
efficient brush cleaner on the 
market... has further proven 
itself as a steady repeat sales 
builder. 10¢ size—24 pkgs. in 
unit, 25¢ economy size—2 doz. 


in case. 


Consumers Crack Filler 
‘(wood putty) preferred 


by professionals and 


Consumers 


home craftsmen alike 


because its powder 
form stays ready to 
use — mixes with water 
—works so easily. 











CONSUMERS GLUE 


1515 N. HADLEY ST. 


Patching Plaster 
+++mixes white 
in cold water. 
No checking or 
shrinking. Quick 
bond to old 
plaster without 


Tiger Grip Li- 
noleum Paste— 
favored fov use 
on wood floors 
—only a thin 
coat needed— 
no special tools 
—just a scrap of 
linoleum for a 
spreader. 2 pt., 
pt., qt, 1&5 
gal. containers. 


sizing. In 1, 22 
& 5 lb. cartons; 


bags—100 & 300 Ib. bbls. 
ORDER FROM YOUR WHOLESALER. 


CO. 


ST. LOUIS 6, MO. 


Ezy 


CARPENTERS 


BUILDERS 


CONTRACTORS 


ENGINEERS 


MASONS 


PLASTERERS 


TILE 
SETTERS 


ROYAL 


<2 Ae oe) ee) ° 








ALWAYS ON THE LEVEL 


@ Particular craftsmen like ROYAL 
LEVELS for they are quality tools, 
carefully tested to give years of ac- 
curate performance. Available in: 
ALUMINUM 
Designed to combine strength with 
ease of handling. Precision manu- 
facturing and close inspection 
assures accuracy and quality. Avail- 
able in sizes up to 48 inches. 
MAHOGANY AND OTHER WOODS 
Only the finest kiln-dried woods 
are used—weatherproofed and at- 
tractively finished. Available in all 
standard lengths with choice of 
aluminum end tips or full alumi- 
num bound. 


Order from your jobber or write — 


OAK INDUSTRIES 


ROYAL OAK, MICH. 

















2, 5, 10 & 15 Ib. paper bags; 50 Ib. | 


CUPBOARD 
TURN 


CUPBOAR 
CATCHE 


ANNOUNCING 


THE DIECO 48 
PUSH BUTTON TUBULAR 
LOCK 


with screwless knobs 


For a first time a lock with these sensa- 
tional advantages at such a low price! 
Panic proof... practical . . . easy In- 
stallation . . . the DIECO 48 has all the 
features that will make it a best seller! 


also available the DIECO 49 and DIECO 
50 sets for passage and closet. 


WRITE FOR OUR 
COMPLETE 
HARDWARE 
CATALOGUE 





104]! 
ms 


iE 


THE COLUMBIAN VISE & MFG. CO. 


$017 Bessemer Avenue * 


Cleveland 4, Ohio 


WORLD’S LARGEST MAKERS OF VISES 


HARDWARE AGE, DECEMBER 16, 194 








CUPBOAS 
CATCHE 
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